Our constant purpose is to maintain the importance of the facili- 
ties, services and experienced personnel, which our business has 
to offer, through performance, to the end that there will be no 
question whatsoever as to our necessity to the nation’s welfare in 


peace or in preparedness—George F. Hessler, Graybar Electric Co. 


It is highly desirable to recognize that our effective business units 
are not confined to manufacturing. There is a tendency to ignore 
completely the function played by distribution in our peace 
and wartime economy. We cannot afford to overlook this part 
of the business world—Charles Sawyer, Secretary of Commerce. 
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MUSICIANS’ 
HEADQUARTERS 


~ American Federation of Musicians 
Chaoses... 


RECESSED TROFFERLITES 


Here was a difficult lighting problem from the start . .. large area... high 

x ceiling... balcony on three sides which must have an unobstructed view 
of the “floor.” 

The answer? Leader RECESSED 24° TROFFERLITES! How well the 


job was done is quickly told by a view of the photo above. Note the ideal 





seeing conditions in both the main area and on the balcony. 
Leader TROFFERLITES are made in regular or shallow types, in 12” 


widths as well as 24” .. . designed for use with two, three or four 40-watt 





lamps. Available as open, louvered, glass enclosed or baffled. Practically an 
unlimited number of combinations offer the architect or contractor wide 


flexibility in solving lighting problems. 


For quick, easy maintenance Sold and installed by the better 


le sraheten fame tng electrical dealers and contractors 
giass r im r e ' 


on either side of fixture. Wil... Ne. Lighting Equgoment Manufactuer 





LEADER ELECTRIC COMPANY © 3500 N. KEDZIE AVENUE, CHICAGO 18, ILLINOIS 
Leader Electric—Western: 800 One Hundredth Avenue, Ookland 3, Californie 
Campbeli-Leader, Lid.; Brantford, Ontario, Canada 








FIRST—with “ECONOMY DE-LAY” Renewable Fuses you save 

money every time you have a current “blow”. Simply remove the blown 
link and replace it at the cost of only a few cents with a new, 
“ECONOMY DE-LAY” Renewal Link in the same cartridge. 


SECOND -—you save because of the short time required to make 


this replacement—and time is money. 


THIRD-—you save by reducing “down time” on machines—because an 
inexpensive carton of Economy Fuse Renewal Links kept on hand 
24 hours a day, answers fuse renewal requirements immediately. 


Your Electrical Wholesaler has “ECONOMY DELAY” Renewable 
Fuses and Renewal Links in stock. 


Ask for the Economy Catalog and Price List. 








© Reg. U. S. Pat. Office 


ECONOMY FUSE AND MFG. CO., 2717 creenview ave, chicaco 14, iLuimois seressceysusses 


ELECTRICAL WHOLESALERS—Yow also save three ways; save customers, sove sales 
sove profits, that would otherwise be lost, when you corry adequate stocks of 
“ECONOMY DE-LAY* Renewable Fuses and Renewal Links in al! stondord sizes 
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SALES OFFICES and 
WAREHOUSE STOCKS 


SALES OFFICES 


KILLARK Safety Lighting Fixtures ; 


EXPLOSION-PROOF LIGHTS 
wherever inflammables or explosives are handled. 
Exclusive Killark ALUMALLOY construction 


combines strength, light weight, and compactness. 


A safe answer 


Special heat-resisting glass has a safety factor of 4 
to withstand internal explosions. Easy to relamp. 
Foolproof design. Sizes: 60W to 500W, in ceiling, 
bracket and pendant types. 


VAPOR-TIGHT LIGHTS 


and assembled models. In either type the construc- 


Made in one-piece 


tion elements are absolutely vapor-tight and 
weather-proof. Reflectors — available in standard 
dome, shallow bowl or angle styles — are designed 


to meet any lighting need. 


DUST-TIGHT LIGHTS... Graceful “ledge-free” 
design prevents dangerous accumulation of dust. 
Close-fitting lamp parts provide a positive barrier 
against dust particles. Furnished complete with 
lamp receptacle, inner polished reflector, and fin- 
ished clear globe. Available in ceiling, bracket 


and pendant styles. 


WIN iso 
a Fant ~~ 


oe z 
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FIRST WHERE SAFETY COU 


Vandeventer and Easton Aves. 


BOSTON 
SYRACUSE 
PHILADELPHIA 
ATLANTA 


156 Purchase St 
216 Burnet Ave 
121-123 Market St 
69 Mills Street N. W. 


COLUMBUS 
CINCINNATI 


2620 Welsford Road 
49 Central Avenue 


PITTSBURGH 
CHICAGO 
DENVER 
SEATTLE 


50 26th Street 
564 West Adams Street 
814 Twelfth St. 
4130 First Avenue South 


MINNEAPOLIS 
KANSAS CITY, MO 
614 West 26th Street 


924 Andrus Bldg. 


St. Louis 13, Missouri 


SAN FRANCISCO 
LOS ANGELES 
DETROIT 

DALLAS 


140 Spear St. 

412 Seaton Street 
8319 Mock Ave. 
1901 Griffin Street 


NEW YORK 
BALTIMORE 
401 Natl. Merine Bonk Bidg 


30 Irving Place 








HERE’S AN 


Because this ong Bil Plate needs, you can meet your customers’ requirements with 


ee A oF f 4 
UNILINE. Your stock will be greatly simplified; your inventory problems will be considerably reduced. 


And — your customers will appreciate the sales appeal of UNILINE’S attractive modern appearance. 


The ad reproduced above is appearing in the October issues of Electrical Construction and Maintenance, 
Contractors’ Electrical Equipment, Electricity in Building, Chicago Electrical News and Architectural 
Record; and in the November issue of New England Electrical News. Reprints are available for distri- 


bution to your contractor and architect customers. Just write to 1610 Laurel Street, Hartford 6, Conn. 


HART HART & HEGEMAN DIVISION 


WIRING DEVICES Mi & bod THE ARROW-HART & HEGEMAN ELECTRIC CO. 
ENCLOSED SWITCHES | HARTFORD 6, CONNECTICUT 


HEGEMAN DIVISION 
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Bulletins which give 












7 complete details. Address 

Square D Company, One Unit Station tun Unit Station Three Unit Station 
4041 N. Richards Street, 

Hy ; i 
Milwaukee 12, Wisconsin. 
Four Unit Stat 
OIL-TIGHT orranged for 
horizontal mountir 
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HEAVY DUTY 


T) COMPANY 


Los ANGELES 
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MILWAUKEE 
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CHANGE OF ADDRESS 


New Company Connection . 
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Everything but the box... 


AND WE EVEN ASSEMBLE THAT! Yes, all Gedney fittings are completely—entirely 
—produced in Gedney’s own plant . . . everything under one roof! And because every 


GEDNEY 
FITTINGS 
FIT! 


step in the manufacture of fittings is precision-controlled— positively held to highest 

foundry and machine shop standards—you can sell Gedney fittings as the easiest and 
quickest to install—longest-lasting on the job. 

Most Gedney fittings are unbreakable malleable iron—special hot dip galvanized for 

maximum life. All Gedney fittings are machined and threaded with utmost 

accuracy. What's more, Gedney brings you a complete line, including 

many improved design features that bring greater efficiency. 

It may well pay vou to write or call for the 

whole Gedney story. Do it today! 





RKO BLDG. + RADIO CITY - NEW YORK 20 
Foundry, Factory and Shipping Point: Terryville, Conn. 
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Here it is/ 


THE MOST SENSIBLE 
PROGRAM IN SWITCH 
MERCHANDISING 
SINCE THE INVENTION 
OF THE 

SAFETY SWITCH... 





from 


BULLDOG Tp 


of course! 





NOW...STOCK AND SELL 
VACU-BREAK MASTER 
A,C,D APPLICATIONS— 


YES! Now you can fill orders for any Type A, C, or D safety switch from one 
magnificent line of BullDog Vacu-Break Master Switches at C prices! Slash large 
inventories from hundreds of catalog numbers to just 38! 


NOW y, save time, money, work...cut grief and turmoil in ordering, stocking, 
selling safety switches! 


N OW... a great, tested BullDog switch that fills all Type A specifications, yet 
sells at C prices . . . to end today’s switch confusion, give you a streamlined 
program of switch selling! 


Excl usive 
Clampmatic Contacts! 


“Clampmatic” is a method for obtain- 
ing extra and enduring contact pres- 
sure between switch jaws and blades. 
In ordinary switches, new jaws exert 
about 10 lbs. pressure on blade. But 
in Vacu-Break Switches, the strong 
steel Clampmatic spring augments this 
with 20 lbs. on both “line” and “load 
sides of jaws. Thus, Clampmatic pro- 
vides a total of 30 Ibs. of contact 
pressure between both sides of blade 
and jaw for “bolt-tight” contact 








Exclusive Vacu-Break - Voidable Cover 


Principle! | Interlock! 


Dangerous arcs are quickly snuffed 
out by lack of oxygen in BullDog’s 
exclusive Vacu-Break arcing cham- 


Interlock: With interlock pin at Hole 
A, cover cannot be opened unless 
ber. This eliminates excessive arcing switch is OFF. Cov er must be fully 
which, in ordinary switches, causes : | closed to throw switch ON. 
burning, pitting and rapid deteriora- | (4 | Teo void interlock: Simply push inter- 
tion of contacts. lock up and insert interlock pin in 
1 W Hole B. Switch can then be thrown 











ON or OFF with cover open or closed. 








THE NEW BULLDOG 
SWITCH FOR ALL TYPE 
AT TYPE C PRICES! 





All the famous 
BullDog features! 


V Vacu-Break principle of circuit rupturing 
V Self-aligning Clampmatic Contacts 
V Quick-make and quick-break 


¥ Anti-creepage corrugations on switch 
bases and arc chambers 


V Solderless cable terminals (Wire Grips) 


V Horsepower-rated . . . Standard and Con- 
ditional 


V Silver-surfaced current-carrying parts 
V Voidable cover interlock 
Vv Spring reinforced fuse grips 


Vv Ample supply of conveniently located con- 
centric K.O.'s 


¥ Rear wiring gutters in 400-ampere and 
larger switches 


¥ Generous wiring space in all switches 


REMEMBER! Just 38 great Master 
Vacu-Break Switches replace hundreds of 
Type A, C, and D safety switches! 


— ) WRITE DEPT. 453-B FOR DESCRIPTIVE FOLDER 


BULLDOG 


BULLDOG ELECTRIC PRODUCTS COMPANY 


DETROIT 32, MICHIGAN e FIELD OFFICES IN ALL PRINCIPAL CITIES 
IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD, TORONTO 


THE LEADER IN FLEXIBLE ELECTRICAL DISTRIBUTION 





There’s amazing extra value in Cutler-Hammer 
Type D Safety Switches at no extra cost 


The big facts about the complete and comprehensive 
line of Cutler-Hammer Type D Safety Switches that 
impress electrical contractors and wholesalers most 
are the high quality of manufacture, and the depend- 
ability that keeps customers satisfied. These General 
Purpose Safety Switches are built up to a standard of 
excellence, not down to a price. They have ready 
acceptance for use with workshop tools, oil burners, 
stokers, laundry appliances, air conditioning and 
refrigeration units, feed grinders, compressors, etc., in 
homes, shops, farm and commercial buildings, and 
service entrance use. 

Some of the features that mean better performance 
on the job are: “‘Easy-tight’’ wire holes on terminals 


that provide quick, solderless connections; inorganic 
base that will not carbonize or disintegrate, and dis- 
sipates heat from the fuses, resulting in cooler opera- 
tion; double faced contacts with wiping, self-cleaning 
action that insure cool, continued performance; single 
break action with no needless overloading of switch 
mechanism; sturdy shock-resistant cases; provision 
for padlocking in the off position; ample concentric 
knockouts; ample wiring space. 

When experienced electrical men want reliability, 
they insist on Cutler-Hammer Safety Switches, car- 
ried in stock by distributors everywhere. 

CUTLER-HAMMER, Inc.,1327St. Paul Avenue, 
Milwaukee 1, Wisconsin. 


Broad Range of Sizes, Types and Enclosures 





Type D 30 omps., 3 wire, solid 
nevtral, for plug fuses. Single throw. 


Front operated— 
Type D for cartridge 
fuses, 60 amps., 3 wire, solid neutral 


Type D 30 amps., 2 poles fusible, 
for plug fuses. Single throw. 


For cartridge fuses . . 
3 wire, solid neutral, fusible. 


For cartridge 
fuses... Type 
D 30 amps., 3 poles, fusible. 


Type D 60 omps., 


O-Puller Front operated—Type D 
for plug fuses, 30 amps., 2 poles. 


: _@ - 
CUTLER-HAMMER 
Res: paemebiaien 

SAFETY SWITCHES 
aw 


Raintight for 
cartridge fuses 

. Type D 30 amps., 
3 wire, solid 


Rointight Type D 30 omps., 
nevtral. 


3 wire, solid neviral, for plug fuses. 
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HIGHLY DIELECTRIC 


NON-RAVELING 


STRAIGHT-TEARING 


HIGH-TENSILE STRENGTH 


FAST GRIPPING 


NON-LEAKING 


Security Tape has its selling points built in. Not 
just ordinary friction tape but a product engineered 
to fill exacting standards. Security has a power- 
ful grip, is extremely dielectric, and will not ravel. 
Its high tensile, straight-tearing fabric is free from 
pinholes. Security is ideal for electrical and general 
purpose jobs and dealers and contractors know it. 
Have you enough Security in stock? 


UNITED STATES RUBBER COMPANY 


TAPE DEPARTMENT + ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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NOW THE 60-WATT G-E LAMP 
GETS THE “Q’ COAT 


Now used for the first time in G-E 60-watt lamps, new General Electric Q” coat 
softens shadows, lessens glare, yet does not cut light output! 





ieee R since its introduction over a year ago, the 
new General Electric “Q” coat has been boosting 
G-E lamp sales! First in the 100-watt “White”, then in 
the R-40 and 100-200-300-watt 3-lite lamp. 

Now the 60-watt G-E lamp has it! 


Photo, above, shows why the “Q” coat is a powerful 
sales feature. rhe “Q”-coated 60-watt lamp bulb on 100-200- 
the right is evenly bright all over; the old 60-watt 300-WATT 
lamp isn’t. The “Q” coat, a special inside finish devel- 3-LITE 
oped by G-E lamp research, spreads the light. As a 
result, lamps with the ‘‘Q” coat cause less glare from 
glossy surfaces and create softer shadows. Its clean 
white beauty lasts the life of the lamp. 

It’s another product of General Electric lamp re- These 4 G-E lamps now have the "Q” coat 
search that makes it pay to sell G-E! 


GENERAL @@) ELECTRIC 
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ISOLATED 


THERMAL 
ARC CHAMBER 


(Coilless) MAGNETIC a 
SENSITIVE 
MAGNETIC LATCH 


for NOB panelboards 
arc resisting 
r other inter- 
quick- 


a NEW QB circuit breaker 
features 40 isolated arc chamber lined with 
material which eliminates need for metal plates © 
rupting means. Operating mechanism is quick-make, 
break. Stainless steel latch, independent of trip element, assures 
superior vibration characteristics. Thermal-(Coilless) Mag- 
netic trip element is typical of other lighting panelboard types 
in Square D's proad line. 


All Have 2-wAY PROTECTION 


THERMAL element is & bi-metal providing positiv 
heating effects of both load current and surrounding 


he life of wire insulation is prolonged by limiting 


atmosphere. T 
o a sate value. 


total temperature t 
element responds ins 
nt characteristic ° 


tantaneously to the higher 
{ dangerous overloads 4 


Both ARE NEEDED FOR Complete PROTECTION 


Write for Bulletin 1640, 


Square D Company, 





ADA LTD TORONTO * 





i / SQUARE 0 COMPANY CAN 



























































MO Plug-in breakers 
for economical 
switching and 
protection of 

AC systems. 







en tt tt 
i ie 





_ 
Type NQB 
QB breakers 
individual cases, 
quick-make, 
quick-break, 
for AC systems: 














TYPE NAB 


ML breakers 
individual cases, 
quick-make, 
quick-break, 

for AC or pc 
systems. 





Detroit 11, Michigon 


6060 Rivard Street, 


SQUARE D de MEXICO, S.A mexico city, 0.F. 
































































































































" ....eemust meet Federal Specifications. " 


Requisitions today are specific. With the Defense Program gaining 
momentum there is no place for substitutes. 


Fittings by CONDUIT of COLUMBUS conform to every requirement 
of the Federal Specifications Board. In addition, they are made to 
the exacting specifications of the Underwriters’ Laboratories. They 
are the finest made. 


We are prepared to expedite Priority Orders. 


Packaged in conven- 
ient quantities with 
each carton displaying 

¢ the U.L. Seal of Ac- 
teptance. 


‘ee . . 


\ 


Qa ii 
QU 








CONDUIT PIPE PRODUCT'S CO., hot , OHIO 


PIPE COUPLINGS - PIPE NIPPLES + ELBOWS, RIGID & £.M.T. 
 BUNNING THREAD ° GOOSENECKS * WALL PLATES j 
a F sl 


14 ELECTRICAL WHOLESALING—October, 1951 








MORE UNION 
PIN TYPE SOCKETS SOLD 


43318 INTERMEDIATE 
MEDIUM BASE BASE 


Ever-Ready Pin Type Sockets offer the No. 11108 
most convenient and economical CANDELABRA 
means of obtaining outdoor or indoor BASE 
temporary lighting, since the tedious 
stripping, soldering and taping op- 
No. 44418 erations are elimtnated. 


INTERMEDIATE } : 
BASE In street decoration, construction 


lighting, carnivals, roadside stands, 
etc., their ease of installation and 


convenient flexibility is unsurpassed. enna 
Insist on UNION’S PIN TYPE ‘REE HGHTING 


SOCKETS—the FIRST and the BEST. 


COMPLETE STREAMER LINE FOR ALL 
MUNICIPAL DECORATIVE LIGHTING 


er 1 


JNION INSULATIN [eaoR 
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SYLVANIA Light Bulbs 
mean 


BRIGHTER BUSINESS 
because: 


@ New Popular Premium Offer: 
All- Aluminum HANDY-TONGS 


Only 2 5 g wh oui 


National Advertising 
Se Big Weekly TV Show 


Big space advertising in Look, 
McCall's, Good Housekeep- 
ing, Better Living, and Every- 
woman's Magazine will tell 
millions about the Handy- 
Tongs offer. This premium 
will also be demonstrated 
on the nationwide TV 
show “Beat the Clock.” 





O8YIVANIAY 


LIGHT BULBS; FLUORESCENT TUBES, FIXTURES, SIGN TUBING, WIRING DEVICES; RADIO TUBES; 
TELEVISION PICTURE TUBES; ELECTRONIC PRODUCTS; ELECTRONIC TEST EQUIPMENT; PHOTOLAMPS; TELEVISION SETS 


In response to dealers’ requests, 
Sylvania 4-Packs are pre-price- 
marked with suggested retail 


prices on the cartons ... on 
. on the bulbs. 


FREE Bright, Appealing 
Store Displays 


Colorful window streamers and counter 
cards are furnished free to all your 
dealers. Eye-catching ad mats for 

local newspapers are also 

offered free of charge. 


Alert all your dealers NOW! 


Be sure to tell all your dealers about the im- 
portant advertising efforts being placed be- 
hind Sylvania Light Bulbs this fall. Remem- 
ber, with Sylvania they get finest products 

.. finest premiums . . . fastest PROFITS. So 
stock extra Sylvania bulbs, Mr. Jobber, and 
get your full share of the brighter business 
ahead! For full details address: Sylvania 
Electric Products Inc., a L-7010, 1740 
Broadway, New York 19, N. Y. 
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SUEASSNT 


CORDS on: 
CORD SETS 


INTEGRAL ONE-PIECE 
MOLDED-ON PLUGS 


SURE CONTACT 
SPRING ACTION BLADES 


U-L APPROVED CORDS 





CORD .nec SPOOLS 


our over-the-counter sales of Cords 

and Cord Sets will build GOOD WILL, 

as well as volume-profit for you... 

if you feature Stout Fellas like these 

CORNISH-branded beauties! Engineered 

to insure maximum satisfaction -in- service 

and a happy farewell to CORDelirium. Their husky 

counterparts are MUST equipment on foremost elec- 
trical appliance lines. 


”” / 40 Church Street, New York 7, N. ¥. 


Branch Offices 


PHILADELPHIA BRIDGEPORT CLEVELAND CINCINNATI CHICAGO 
DETROIT MINNEAPOLIS ST. LOUIS ATLANTA 
DALLAS DENVER LOS ANGELES SAN FRANCISCO SEATTLE 
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BECAUSE new prospects for T & B fittings 
turning up everywhere 


It’s smart business for distributors who are looking 
for business to get off the beaten paths these days. 
The rust’s being scraped off old tin sheds — autobody 
shops are lugging in new equipment. WHY? Because 
everybody and his uncle is getting in on govern- 


ment contracts and sub-contracts! 


SEE THEM AND SELL THEM 


These new defense plants need néw wiring — 
and have the ratings to get it. A salesman 

who stops in wherever he sees new activity 

has a swell chance of coming out with a 

rated order. Especially if he talks up—the way 
T & B is talking up—such T & B fittings as 
Insuliner Sleeves and Grounding Wedges. 
They’re just what contractors and plant 
electricians are looking for, to bring old wiring 


jobs up to date in the simplest, easiest way. 


New prospects and new fittings add up to new sales! 





REDDY’S Blazing the Trail to New Business for Distributors THERE'S A 


with this powerful program on T & B fittings for modernization 


HARD-HITTING ADS—Full pages in two col- ers to the people working on defense plant 
ors, appearing every month in the publications — wiring... to open the door for you when you call. 
Gab contneion ant piansdionsciensensnenting, PUBLICITY—Lots of it, to supplement and ENGINEERED 
DIRECT MAIL— Letters, reprints of ads, fold- strengthen the story the ads are telling. PRODUCT 
tan Coot Ghat & B fittings are supplied 
PP for every 
wiring job - 
in the — 


The local T & B representative is ready to give distributors full details on T & B fittings for modernizing mate (thay 


ng—and on the services of our Field Design Engineers on special requirements. for all 
a 


THE THOMAS & BETTS CO. “Tcceweye" 


INCORPORATED 
20 Butler Street 
Elizabeth 1, New Jersey 


MANUFACTURERS OF ELECTRICAL FITTINGS SINCE 1898 | jt 


RB 
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These conduit problems have been tough— 


There seem to be few limits to Sealtite’s* 
except for usefulness. It’s used for wiring between 
moving parts, to absorb vibration, for 
cramped connections. It protects wiring 


against oil and grease, moisture, « hemicals 
and impact on machine tools, in process- 
ing plants and in temporary installations. 

If you would like more information 
about this versatile, flexible conduit, write 
to The American Brass Company, Ameri- 
can Metal Hose Branch, Waterbury 20, 
Conn. In Canada: The Canadian Fair- 
banks-Morse (¢ ompany, Ltd, 4 


e wiring to connect them mus 
n this car, operated by a large metr 
> department, the prot 
jirt and water, road 
i 


yivea Dy I 


for flexible, liquid-tight electrical conduit... specify 5a 4] LTITE 


an AnaconpA propuct 


— *aae* 
fate forsetices 
it aM Pa 
! 


’ 

f 

Aye I 
\ 


Life in a subway presents some difficulties — and one of 
them could be the final conduit connector to these 
fluorescent lighting fixtures in a station on 

New York's Eighth Avenue Subway line. Sealtite Flexible 
Conduit makes the installation simple. Its flexibility 

makes the short radius bend, permits the fixtures to be 
removed without removing conduit; and Sealtite’s tough 
steel core plus a liquid-tight synthetic jacket 

protects the wiring against moisture. 
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WHY MILLER RATES YOUR 


WHEN YOU 


Because of experience — 107 years’ 
pioneering and progress in GOOD Lighting. 
Because of all-inclusive equipment for the best 
use of all light-sources — Fluorescent, Incandescent 
and Mercury-vapor. Because of wide acceptance — America 
is dotted with Miller lighting installations in stores, offices 
schools, factories, and public buildings. 
Miller Lighting Systems are built on an 8-Point QUALITY 
standard, designed to provide light of highest 
efficiency, and to give long satisfactory 
service. Engineering features make for easy instal- 
lation and maintenance, and these make for 
LOW OVERALL COST (cost of equipment, installation and 
maintenance). You can light with confidence the 
proven Miller way. Miller field engineers and 
distributors are conveniently located 


for nation-wide service. 





CONSIDERATION 


ARE PLANNING LIGHTING 





THE » COMPANY meriven, CONN. 


SINCE 1844 


ury Lighting 
and Liquid Fue 


n sheets, 
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why accapt less 7 


BALLASTS 


| 
\ 


assure a al [100% ir for fluorescent tubes! 





Tests show that fluorescent lamps last longer when 
used with a CERTIFIED BALLAST than when 
connected with an improperly designed ballast. 


CERTIFIED BALLASTS assure rated light output, quiet 
operation and long, satisfactory service. There’s a 
reason for this. It is... CERTIFIED BALLASTS are 
made to precise specifications, then tested, checked 
and certified by Electrical Testing Laboratories, Inc. 

® Complete information on the types of CERTIFIED 

BALLASTS available from each participating manufacturer 


may be obtained from Electrical Testing Laboratories, Inc., 
East End Avenue at 79th Street, New York, New York. 





Participation in the CERTIFIED BALLAST program is 
open to any manufacturer who complies with the requirements 
of CERTIFIED BALLAST MANUFACTURERS. 


sane BALLAST MANUFACTURERS 


Makers of Certified Ballasts for Fluorescent Lighting 





2116 KEITH BLDG., CLEVELAND 15, OHIO 
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Blackhawk Industries FITTINGS AND FIXTURES 


NO. 6020 
BLACKHAWK 
SNAP-STRAPS Se Gils, re SHARP POINT STAPLES 


CONDUIT ENTRANCE CAPS 


NO. 3626 STEEL 
CLAD WIRE HOLDERS 


NO. 514 
PORCELAIN ENAMEI! 
YARD LIGHTS 


TOP QUALITY FOR EASIER INSTALLATION .. . BETTER JOBS 


Blackhawk Snap-Straps for Rigid and Square shoulder screw. All parts hot dip 
Thinwall Conduit. Exclusive, self-holding galvanized. Porcelain has compression 
feature saves time, eliminates fumbling strain only. Smooth rounded surfaces 
and dropping, makes difficult installations protect wire insulation. REA approved. 


easier. Made of heavy gauge steel, zinc s A 
No. 514 Porcelain Enamel Yard Lights. 


plated after fabrication. Wide range of ‘ . 
sizes for rigid and thinwall conduit. Only Highest quality porcelain enamel reflector, 


Blackhawk has Snap-Straps. (Pat. Pend.) independently mounted. Zinc plated cast 
iron head and flange, galvanized conduit 


No. 1426 Conduit Entrance Caps. Special extension. Wired with porcelain socket 
high strength, non-corrosive aluminum and No. 14 Type T wire. 

alloy. Easy and positive to position. Filis- 

ter head cap holding screws. Threads clean 


and full cut. For 2, 3, 4, or 5 wire service. IMMEDIATE DELIVERY FROM 
No. 6020 Sharp Point Staples. Hard steel, ADEQUATE STOCKS TO ELEC- 
16 gauge. Holds shape when driven into TRICAL WHOLESALERS ONLY 


toughest wood. 


No. 3626 Steel Clad Wire Holders. Heavy WRITE FOR FREE CATALOG 
steel base and supporting strap. No. 22 


BLACKHAWK INDUSTRIES, ouBUQUE, IOWA 


Entrance Cable Fittings ® Fluorescent Brackets © Staples © Cable and 
Conduit Straps © Yard Lights © Box Supports © Locknuts and Bushings 
Connectors © Wire Holders © Sill Plates © Conduit Entrance Caps. 
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Conduit is Easy to Bend 


CENTRAL 


Feriner Conduit is| E 


CENTRAL 


Choose the conduit best suited to your job from the 
Spang-Central Big 4 Conduit family . . . ““Cenlaco”, | : 
hot dipped inside and out ... “Central White”, 
black enameled inside, electro-galvanized outside * Ne 
... “Central Black,” black-enameled inside and / \ s) P A N G .¢ H f L F A N T 
out, and “Central EMT,” lightweight, clear enamel / \ Division of The 
inside, electro-galvanized outside. GENERAL SALES OFFICE 

The Spang-Central Big 4 are approved by Under- \ GRANT BUILDING, PITTSBURGH 30, PA 
writers’ Laboratories and comply with the National \, District Office: ee 
Electric Code. Spang-Central rigid or lightweight istrict Offices and Seles Representatives 
conduit is sold through prominent, recognized in Principal Cities 
distributors. 


National Supply Company 
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HOW 10 MAKE 
ND SAVE- 
MONLY 


on load centers 


The new TRUMBULLITE Load Center 





is a money-maker because your custom- 
ers will prele it to all others. 
Its the first load center with high- 
priced industrial panelboard features at . 
load center prices. ”) 
(nd it’s a money-saver because you 
; ; QUICK-IN, SURE-IN BREAKERS are only one feature of TRUMBULLITI 


Load Centers. They are the first plug-in quick-make, quick-break break- 
ventory. With TRUMBULLITE, you can ers ever used in a load center. Other features: 


don't have to tie up much money in in- 


mounting of interior by 

. . . compression springs saves time, allows lining up of fronts regardless « 

maintain complete inventory at an invest- yet ee ata. see ne ea 6 ae sogeneene of 
: uneven box installation; breakers are physically interchangeable; 12 


ment mue h less than ever before possible. through 20-circuits designed for sequence phasing. 


ie lees 


LESS STOCK NEEDED because of TWO BREAKERS PACKED along with enclosure CARTON IS RESEALED for shipment. 
unique packaging. One- and two-cir and interior. Sufficient space is left to include a 
cuit load centers are individually car front and additional breakers. The fronts and ad 
toned. Larger units are readied for ditional breakers are individually packaged and 
shipment in three easy steps. First is stocked separately to suit individual customer's re 
shown above—opening carton. quirement. 


Thus the distributor is not required to 
invest in an assembled assortment of 
circuit-breaker combinations. He can 
fill any order from minimum stock by 
inserting the right front and breakers. 


Write for new bulletin TEB-12 on TRUMBULLITE Load Centers 


TRUMBULL ELECTRIC 


DEPARTMENT OF GENERAL ELECTRIC, PLAINVILLE, CONN. 
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Taping Electrical Motor Leads 


Splicing Leads on Control Switch 


PLASTI 


ELECTRICAL TAPE 


fn 


Wy NAY we VOL co KUO Vv prt G UA) 


DUTCH BRAND etastix meets 
those many special requirements 
for a superthin conforming tape 
with high dielectric resistance for 
use where space is limited. PLASTIX 
has great flexibility and stretch 
. it tears readily in 
spite of its strength 


and it resists 


fohiom 49. Sap, 


=CTRICAL TAPE 


he 


a bRAN 
PLASTIX 


ELECTRICAL TAPE 


WHOLESALING 


weather, oil, acids, alkalies and 
corrosion. 
It is available in the regular .007” 
gauge for general service or .010” 
gauge for heavy duty work. Dielec- 
tric resistance is more than 1000 
volts per mil of thickness. Keep 
complete stocks to meet 


your customer demand. 


Neat Splicing for Limited Space 





DUTCH BRAND 


Friction and 


Rubber Tapes 





VAN LEEF BROS. [NC. 


Manufacturers 


Rubber Products fst. 1910 


7800 WOODLAWN AVENUE © CHICAGO 19, ILLINOIS 





for your customers who need 
a raceway with nine lives... 


PLASTIC ARMOR 


| CG " 
ELECTRUNITE E.M.T. 


Here’s a new ELECTRUNITE E.M.T. to make your line complete .. . 


It’s special-purpose ‘““Dekoron-Coated” ELECTRUNITE E.M.T. to with- 
stand the severe corrosion, fumes, and moisture that make short 
work of ordinary conduit in chemical plants, meat plants, and 
sewage disposal plants. Your customers who face the expense and 
trouble of replacing corroded conduit periodically will be glad 
to know about “Dekoron-Coated” ELECTRUNITE E.M.T. 


An extruded coat of polyethylene encases light-and-strong 
ELECTRUNITE E.M.T. in an end-to-end armor that is impervious 
to almost everything from salt spray to hydrofluoric acid. ELECTRU- 
NITE “Dekoron-Coated” E.M.T. is quickly assembled with regular 
threadless compression fittings. An application of polyethylene 
or vinyl-backed electrical tape quickly seals connections fume- 
tight to maintain the end-to-end corrosion-resistance of an 
ELECTRUNITE “Dekoron-Coated” E.M.T. installation. 


This “Dekoron” coating can also be applied to conduit for use in 
locations where explosion-proof fittings are required. 


Get additional facts about this corrosion-resistant ELECTRUNITE 
E.M.T. that includes the easy-to-install features of regular ELECTRU- 
NITE E.M.T. . . . plus as much as 10 times longer life in tough 
installations. Write today for bulletin DEK-15. 


REPUBLIC STEEL CORPORATION 
STEEL AND TUBES DIVISION 
224 EAST 131st STREET © CLEVELAND 8, OHIO 


FREE BULLETIN 


gives performance and installa- 
tion data on ELECTRUNITE 
“Dekoron-Coated” E.M.T. Write 


for you copy today. ELECTRUNITE 
‘Dekoron-Coated’ E. M.T. 


LIGHTWEIGHT THREADLESS RiGcgimn STEEL RACEWAY 
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ACCURATE 


IMPORT ANT 


- PROFITS! ACCURATE RUBBER TAPE 


Features high elasticity, excellent cohe- 
sion, high dielectric and super aging 
qualities. Available in Standard and 
A.S.T.M.-A.A.R. grades. 

to make Accurate 

your complete tape 
pe srk ge Three 

ble tapes na- 


tionally advertised 


ACCURATE FRICTION TAPE 


High grade rubber carefully compounded with 
finest cotton base provides maximum mechan- 
ical protection for every wrap. Made in Stand- 
ard and A.S.T.M. grades. 


.-.-no finer tapes at any price! 


For big wiring jobs or small, Accurate is the choice for positive 
tape protection. Both friction and rubber are strong, pliable, easy 
to apply. Accurate tapes make accurate wraps — pull tight and 
clean over irregular surfaces. When you order tape, mention 
Accurate by name. It’s the one sure way to complete tape satis- 
faction. For a complete guide to tape selection and tape buying, 
ask for the new Accurate Data Folder. Accurate Mfg. Company, 
Garfield, New Jersey — address inquiries to Dept. Cc. 


Offers @ 3 bulk: reducing 
combinatio® 


for us 
tic tape is is practi 
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FIGURE A 


ACME eee ane sth ee eee 


DRY TYPE 


TRANSFORMERS 


are Bought... 
not Sold! 


When one of your customers decides, to save money and 
time by distributing power at a high voltage and eliminate 
double wiring, operate 120 volt equipment from power 
circuits, provide a 3-wire secondary circuit from a two-wire 
source of supply, boost voltage, balance voltage, or in- 
sulate a circuit, you have a ready made buyer for Acme 
Electric Air Cooled Dry Type transformers. 


The applications for these transformers are created by 
necessity, good plant engineering and experienced main- 
tenance, which leaves you only with the need to point out 
feature by feature the greater values of Acme Electric 
Air Cooled, Dry Type transformers. 


Every Acme Electric design shows sturdy construction and 
simple, practical features for installation. Their perform- 
ance characteristics exceed the standards established by 
the American Institute of Electrical Engineers. Constructed 
from materials of highest quality, to assure long life and 
trouble-free service. 


Familiarize yourself with the Acme Electric line of Air 
Cooled, Dry Type transformers. Write for Bulletin AC-185 
describing single phase transformers Class A and Class B 
insulation from 1/10 KVA to 167 KVA. All standard volt- 
ages up to 600 with taps. Distribution transformers from 
3 to 100 KVA, 2400/4160Y primary volts. Phase chang- 
ing transformers from 3 to 50 KVA. Bulletin AC-186 lists 
3 phase transformers from 9 to 225 KVA. 


Acme Electric manufactures Luminous Tube Transformers * Air Cooled, 
Dry Type Power Transformers, Class A and Class B Insulation, Single 
and 3 Phase * Electronic Transformers * Television Transformers * 
Radio Transformers * Radar Transformers * Bell Ringing Transformers 
* Chime Transformers * Voltage Regulating Transformers * Safety 
Transformers * Signalling Transformers * Stepdown Transformers * 
Control Transformers * Sign Lighting Transformers * Oil Burner Igni- 
tion Transformers * Fluorescent Lamp Ballasts * Cold Cathode Lighting 
Transformers and Ballasts * Voltage Stabilizers * Battery Chargers. 


ACME ELECTRIC CORPORATION 
6710 WATER STREET CUBA, NEW YORK 


be mounted vertically 
or horizontally. Class 
A insulation only. 


FIGURE C 


A compact design that 
may be mounted in any 
convenient position. Mul- 
tiple size knockouts in 
large lead compartment. 


FIGURE G 


For outdoor or indoor iastal- 
lation supplied with wall 
brackets which are integral 
with frame. 


FIGURE J 


For platform mount- 
ing only, supplied 
with mounting rails 
and eye nuts. 


FIGURE F 
Three phase construction offers drip proof cover and 
damage proof case. Multiple knockouts simplify installation. 
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gives you 2 complete 
easy-to-use catalogs for 
quick, proper specification 
covering every lighting need 


“DYNALITE” LIGHTING FOR INDUSTRY 


A. APR gg 


| <Q] commencia FLUORESCENT LIGHTING 
¥ 


' Specifications 
Product fee » & Application 


Illustration by, = 





f 


complete 

uniform data 

on every page 
for quicker, easier 
specification and 
sale—a real 


— Curves & Coefficients 
Dimensions & ~ of Utilization re 


Cross Sections 





For fast, simple specification of preferred 
quality lighting, use the new complete 
MITCHELL Catalogs. Here are full details on 
74 superb Commercial Luminaires and 82 
Dynalite Job-Rated Industrial units, pre- 
sented in clear, quick-reference form. Select 
instantly the exact units you need to fill the 
bill for every lighting requirement. Rely on 
MITCHELL for the finest lighting equipment 
at sensible prices. Send for these new 
catalogs now. 


MITCHELL MANUFACTURING COMPANY 
2525 N. Clybourn Avenue, Chicago 14, Illinois 
Please send me a copy of 

0) Mitchell Commercia! Lighting Catalog 


(C7 Mitchell “Dynalite’’ Industrial Lighting 
Catalog 


Name 





Firm. 





Address 





MITCHELL MANUFACTURING COMPANY 
2525 N. CLYBOURN AVE., CHICAGO 14, ILLINOIS 


Zone State 
In Canada: Mitchell Mfg. Co., Ltd., 11-25 Davies Ave., Toronto 
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17 WONT EREAK 


if it’s an 


0.2. 


ALL-BAKELITE | 


BUSHING. 


Bounce an O. Z. All-Bakelite Insulating Bushing hard, on a concrete floor — it 
rebounds good as new. Add to its superior strength* these extra features and 
‘ you've got a bushing that’s best by any test! 
@ Smooth rounded edges completely protect wire insulation during pulling 
and when in service. 
‘ @ Clean, deep threads let you spin-on the bushing with a twist of the wrist. 
‘ @ Ribbed outer surface provides a grip for slippery hands and permits 
tapping with a screw-driver. 
% O. Z.’s All-Bakelite Insulating Bushings are fully approved by Underwriters’ 
Laboratories, meet all requirements of the National Electric Code. 


Try a few, bounce ’em, treat ’em rough and you'll be convinced there are 
», no all-Bakelite bushings better suited to 
the job . . . none so economical to 
use as O. Z.’s. 


4 Available in sizes from 2 inch 

to 6 inches, cost no more than 
ordinary Bakelite bushings. 
Samples on request. 


¥ all than all other 
leading all - Bake- 


"56% stronger over 


lite bushings ac- 
tually tested by 
an indepen 
dentlaboratory. 


| CONDUIT FITTINGS © CABLE TERMINATORS 
CAST IRON BOXES © GROUNDING DEVICES 
SOLDERLESS CONNECTORS © POWER CONNECTORS 


Buy 0.2. and you'll see 
why Engineers say, 
"They're OK if they're 0.2." 


ELECTRICAL 
MANUFACTURING 
COMPANY, INC. 


262 BOND STREET BROOKLYN 2,N.Y 
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.»-RIGHT CONTACT for 
WIRING DEVICE SALES 


buy them for QUALITY .. . sell them for PROFIT 


PRECISION ENGINEERED? Yes, sir; the right con- 
nection every time! 

DURABLE? You bet! Finest materials, quality 
controlled. Backed by years of dependable 
service. 

SALEABLE? 52 weeks a year! A diversified line, 
for a wide range of electrical uses, with a name 
your customers know. Thru Wholesalers 





Write for catalog sheets — TODAY! 


: 
“§ 


CAPS 
CONNECTORS 
SWITCHES 
RECEPTACLES 


FUSE REDUCERS 


8 | nS 
3 
— 


Ee 
=~ 





Metal-shell SOCKETS =—=> ie 


NA No. 1100 ai No. 1200 
f 


ROYAL ELECTRIC COMPANY, Inc. * PAWTUCKET, R. 1. 


WIRE © CORD SETS * FUSES * WIRING DEVICES © DECORATIVE CHRISTMAS LIGHTING 
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Sell Good Light- 


The use of light to hold night-prowling marauders at 
bay dates back to man’s earliest days. Appleton Flood- 
lights give industrial plants and personnel this same 
time-tested protection in its most modern, most effec- 
tive form. These big, rugged fixtures are expressly 
designed to guard industrial properties while providing 
the good light necessary for ideal working conditions. 
For example, a series of Appleton Elipso Standlites— 
properly spaced along a fence-line or mounted on build- 
ings—forms a veritable barrier of light. This is only 
the complete Appleton Floodlight line—a line that moe penn rf 


includes a sound, scientific answer to every known industrial properties. 
Mounts on pole or wall. 


one of the many expertly designed fixture models from eurso stanpurTs— : 
~— 


floodlighting problem. 
For fixtures that meet every indus- 
trial requirement—including haz- 


ardous locations—whether indoors A he Lea L ¥ Y Ce | & 


or out, contact Appleton, pace- 
setting manufacturer of Electrical 


* 
equipment for nearly half a century, FI hi od ig tS 
<t 
a 
SPORTO—For high intensity illumina- , 
tion over large areas. Weatherproof 


hood allows for complete vertical or 4 ~~. 


lateral positioning. | >. DIFFUSO FLOODLIGHT—For even 
Pole, bracket or illumination of service stations, 


crossarm mounting athletic fields, parking lots, 
etc. Pole, bracket or 
crossarm mounting. 


Sold Through Electrical Wholesalers 


APPLETON ELECTRIC COMPANY 


1734 WELLINGTON AVENUE CHICAGO 13, ILLINOIS 
Branch Offices: NEW YORK, 50 Church St.* DETROIT, 3049 E. ad Bivd.* CLEVELAND, 1836 Euclid Ave. SAN FRANCISCO, 
op Minna St. « ST. LOUIS, 227 Frisco Bidg. « LOS ANGELES, 100 N. Santa Fe Avenue « ATLANTA, 724 Boulevard, 
N.E. © BIRMINGHAM, 429 Brown-Marx Bidg. « MINNEAPOLIS, 305 Fifth St, S. © PITTSBURGH, 414 Bessemer Bidg. 
BALTIMORE, 100 East Pleasant, St. e BOSTON, 10 High Street « DENVER, 1921 Blake Street « PHILADELPHIA, 1017 Cherry 
Street » CINCINNATI, 626 Broadway « HOUSTON, 709 M. & M. Bidg. © HAVANA, Cuba, Malecon No. 9. 
Resid Re in Bingh Dallas, indi lis, Kansas City, Orlando, 
Milwaukee, New Orleans, Seattle, Portiand, Ore. 
Export Repr ives: hi tional Standard Electric Corp., 67 Broad St., New York 4,N.¥ 








CONDUIT FITTINGS » LIGHTING EQUIPMENT + OUTLET AND SWITCH BOXES « EXPLOSION-PROOF FITTINGS + REELIT 











STRAWS. 


THE 1952 FIRST QUARTER OUTLOOK e Makers of electrical equipment face an- 
other material cut. Preliminary allocation of steel, copper and aluminum for the first 
quarter is about twenty per cent under the current quarter. This cut isn’t final. 
NPA’s electrical division has gone to work to increase the allocation. They’ll 
probably get it jacked up somewhat, but officials of the division doubt whether they 
will have as much metal to hand out as they did this quarter. 


MORE MATERIAL FOR THIS QUARTER e@ The Electrical Equipment division won a 
fourth quarter battle for equipment makers. It obtained from top NPA officials 
a ten to fifteen per cent increase in allotments. Some of the extra metal will go to 
makers of switchgear and transformérs. Transformer makers will get a break 
next quarter, too. Despite the outlook for an over-all cut, scarcity of transformers 
is holding up so many defense projects that they’ll get additional materials. 


NO COPPER SOLUTION e Copper is forcing other allocations down. The planners 
figure there’s no sense in giving an equipment maker steel for 1,000 units if he’s 
going to get copper for only 500. Summer strikes cost 40,000 tons of copper, and 
imports continue to sag because of price ceilings. There is no important produc- 
tion increase expected. In fact, top planners think we will be lucky if we have as 
much copper by 1953 as we had last year. So far, it’s a shortage without a solution 
until military demand slacks off. The second dip into the stock pile—30,000 tons 
this time, on top of the 25,000 tons taken in August—doesn’t mean any copper 
over existing allocations. Planner did it to try and make good on the allocations as 
handed out before the strikes. The new international allocation of copper doesn’t 
increase the supply any. 


ALUMINUM TROUBLES e = The dream of easing the copper shortage by using alumi- 
num as a substitute has been given a nightmare touch by the northwest power 
shortage. About half of the ceuntry’s aluminum comes from that area. 

Three pot-lines have been closed down—at a cost of 5,000 tons of aluminum a 
month. Boss mobilizer Wilson didn’t get anywhere with his threat to have the 
industry move out if power cuts weren’t restored. His own power allocaters stood 
by their decision to make aluminum bear the first and heaviest slack. If the 
drought continues through the winter, it may cost fifteen per cent of a year’s output. 


PROMISING RESEARCH e One manufacturer figures he may be able to use alumi- 
num for forty per cent of the copper in industrial controls systems—if he can get the 
aluminum. Substitution in motors is a tougher problem, but experiments are 
being pushed. UL approval has been granted for aluminum bus duct. One manu- 
facturer will soon have it in production. The problem facing manufacturers is 
a tough one. Will the copper shortage last long enough to make a change-over to 
aluminum pay off ? Government analysts are on the side of a long copper shortage. 


STEEL FOR CONSTRUCTION e It will be the third quarter of next year before the 
structural steel supply improves. In the first quarter of next year, demand will be 
twice as great as supply. Due to shortages, building construction next year is 
expected to be about ten per cent less that the $29-billion worth this year. 

Who'll get it? You can make a good guess now about the kind of industries 
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that will get construction materials next year. The fourth quarter handout is one 
tip. Plants to make direct military goods and to expand aluminum production will 
get all they want. In the fourth quarter, aircraft expansion was first with 25 con- 
struction projects. Electrical and electronic equipment had fourteen projects ap- 
proved and projectiles ten. Chemical companies are good prospects for construction 
next year. They got 18,815 tons of structural steel for fourth quarter expansion— 
five times as much as the whole industrial machinery industry got. 


POWER EXPANSION e Manly Fleischmann, DPA administrator, is talking about 
slowing down electric power expansion. He suspects about half of the expansion 
proposed by the industry between now and mid-1953 is for non-defense purposes. 
He’s considering delaying such projects until after the structural and copper 
shortages ease. 


1952 ESTIMATES e Commercial construction: One private industry guess—not 
a government forecast—is fifty per cent of 1951. Schools and hospitals: The 
government agency which hands out structural steel (NPA) thinks there will be 
a decline; but the government agency which puts in requests for such projects 
(FSA) estimates hospitals, at least, will increase. Housing starts: Private esti- 
mates for next year range from 700,000 units to 850,000. 


PROFIT DOESN’T COUNT e Public health, safety or welfare are the ruling factors 
when it comes to handing out structural steel for commercial building. NPA speci- 
fically said that loss of profit, prospective or actual, had no bearing on what projects 
would get steel. It will carry this policy into next year. 


ORDERS JAMMED UP @_ The hope of CMP experts that their method of handing out 
steel, copper and aluminum would be working smoothly by October didn’t pan 
out. There will be trouble placing some approved controlled material orders well 
into the first quarter. One reason is directive 3 to M-1. This was written to allow 
mills to decide which approved orders they would accept. The idea was to restore 
traditional customer relations, instead of forcing mills to accept all CMP orders 
on a first-come basis. Many makers of electrical equipment now are being turned 
down by mills for first quarter advance orders, with directive 3 as the reason. 
Mills say they don’t want to book orders for next year because they haven’t even 
worked out the fourth quarter confusion. The metals planners are disappointed 
in the way directive 3 has worked out. They may change it, but not in time to help in 
this quarter or the next. The Senate little business committee is urging a change. It 
says businesses that order relatively small amounts from mills are getting the worst 
pushing around, with big companies getting all the breaks. 


REA OPPOSES CHANGE e Clyde T. Ellis, executive manager of the National Rural 
Electric Cooperative, told Congress that the future of REA would be seriously 
affected by changes recommended by the Hoover commission. He didn’t want the 
name changed, or its independent status affected. His testimony before a Senate 
committee brought this assurance from Chairman John L. McClellan (Dem., Ark.) : 
“We certainly do not want to do anything with REA that would, in any way, 
handicap it in carrying out its functions.” It looks like hard going for any real 
change in the REA set-up. 


SUPER PRIORITY e For everything except steel, copper and aluminum, the military 
and AEC now have a special priority of their own—one that outranks regular DO’s 
The new “DX” rating can be used to obtain components needed for weapons or 
atomic energy development. It’s part of the plan to keep essential output rolling 
during the period of mounting shortages next year. 


DEFENSE LOANS e RFC expects its business to boom under terms of the new de- 
fense production act. It got authority to make loans for producers of weapons and 
other essential goods even where collateral is inadequate by former standards. All 
that is required now is a reasonable expectation of repayment. 


(Washington, D. C—October 5, 1951) 
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Meilecble kon Fixe Body __ Maa WITH MALLEABLE IRON BODIES 
’ 2 or % Hubs. 
. 100 WATT OR 150-200 WATT UNITS 


Neoprene Rubber (2° 
Ring Attochment - Y Wa 4) 
f) Wi/7> MR. PLANT ELECTRICIAN Says: “This V-s1 
Fixture is a real work-saver! Re-lamping’s a cinch. Oa 
trip up the ladder to exchange Unit Assemblies and 
the job's done! Cleans fast, too. I attach or remove 
reflectors with a twist of the wrist—thanks to 


V-S1's neoprene rubber ring attachment.” 
One of Four 


Reflector Styles 
Baked Porcelain 


Enomel Finish 


MR. PLANT OWNER Says: “Nothing 
beats this fixture for economical service and 
maintenance! My men can service it safely 
and quickly—wthout tools! Converts just as 
easily to high or low wattages. We're saving on 
lamps, too. V-51's shock-absorbing 
socket lets us use standard lamps inst 


Patent Applied For pf more expensive mill-type bulb: 


Exclusive Unit Assemt 


(Receptacie— Globe 


MR. ELECTRICAL CONTRACTOR Says: 


“These V-51 fixtures are tops when it comes to quick 
and easy wiring. The line’s complete, too—gives 
me a pendant, ceiling or bracket type mounting 
for every kind of installation. Best of all, these 
fixtures are efficient and dependable. I know my 
Cusggmers are going to be satisfied with them,4 

















MR. ELECTRICAL WHOLESALER Says: 
“Appleton V-51 Series Vaportight Fixtures t's 
answer my stock-keeping problems perfectly. y. :. 
The line’s variety—p/us complete inter- , SY 
changeability of parts—means I can meet 256 ae 
different fixture requirements with only Write for Bulletin 5-A <4 2 
@ small investment in inventory!” 


Sold Through Electrical Wholesalers APPLETON 


APPLETON ELECTRIC COMPANY 


/\ : 
DUG 1734 Wellington Avenue ¢ Chicago 13, Illinois £ L £ Cc T R i i \ 
Branch Offices: NEW YORK, 50 Church St. * DETROIT, 3049 E. Grand Bivd. * CLEVELAND, 1836 : 
Euclid Avenve © SAN FRANCISCO, 655 Minna St. © ST. LOUIS, 227 Frisco Bidg. © LOS ANGELES, 


100 N. Santa Fe Ave. © ATLANTA, 724 Boulevard, N.E. * BIRMINGHAM, 429 ‘oot ee 
MINNEAPOUS, 305 Fifth St, S. © PITTSBURGH, 414 Bessemer Bidg. © BALTIMORE, 100 E. isnt St. 


BOSTON, 10 High Street © DENVER, 1921 Bicke Street * PHILADELPHIA, 1017 Cherry Street 
CINCINNATI, 626 Broadway * HOUSTON, 709 M. & M. Bidg. © HAVANA, Cuba, Malecon No. 9. 
Resident Rep ti Bingh Dallas, Indi: lis, Kansas City, Orlando, 


Milwaukee, New Orleons, Seattle, Portiand, Ore. 
inv ional Stondard Electric Corp., 67 Brood Si. New York 4, N.Y. 
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/ out of 10 people who read this 
book will buy 32 Christmas bulbs 


70 MAKE YOUR HOUSE say , hee 
©Y Heading WITH Lost 


and plenty of folks in your area will be reading it! 


HIS Christmas, your agents will have greater- 

than-ever demand for lamps for home decoration 

. both inside and out. And General Electric's Christ- 
mas booklet will be one reason why. 


More than 22,000 people wrote for the booklet last 
year. A survey shows that 7 out of 10 of its readers 
bought an average of 32 Christmas lamps apiece (large 
lamps and tree lamps). This year, we're offering a new 
edition (above, left) in full color ads in the SATUR- 
DAY EVENING POST and BETTER HOMES & 
GARDENS (above, right), on the Fred Waring TV 
show, and over the radio. 


To get your share of the holiday lighting sales, cash- 
in on the display material that General Electric has 
sent you. Give it to your agents. Urge them to use it 
with mass display. A counter, bin, or window display 
of G-E Christmas lamps topped by colorful G-E stream- 
ers and counter cards is a sure-fire sales booster. Start 


telling your retailers about the G-E Christmas Pro- 


motion NOW! 


G-E DISPLAY MATERIAL ADDS PUNCH AT POINT OF SALE!—Store dis- 
plays, counter cards, price cards, window streamers—everything 
your retailers need tosell moreG-E Christmas lamps intheir stores. 


"\ CHRISTMAS TREE 


BRAND NEW PACKAGE, TOO!—A new, handy way to sell G-E 
Christmas bulbs. General Electric’s new carton contains 10 
lamps of assorted colors. The most popular types—C-6, C-7% 
and C-9 are now packaged this way. 


GENERAL GQ ELECTRIC 
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with ADD- ON TYPE - — 


(just slip ’em in) 
Circuit Breakers 


re" 


ALL THE FEATURES of dependable thermal- 
magnetic automatic circuit protection... plus... 
the add-ed convenience and flexibility of ADD-ON 
TYPE CIRCUIT BREAKERS are now incorporated 
into @ Load Centers and Service Equipment. 


Five basic units (see chart) plus a stock of indi- 
vidually-packaged single pole and double pole @® 


ment of combinations) yet meet any job requirement 
“off the shelf.” It’s sure to increase sales and avoid 
errors because any order can be filled from stock 


with individually-packaged ADD-ON breakers. 


For everyone concerned, it all adds up to greater conven- 
tence, flexibility and economy. So write for your copy of 
Bulletin No. 204 which describes the new ADD-ON 


THERMAG type circuit breakers meet any job 

requirement... from then on it’s a simple 

matter of addition to add new circuits... 

change capacities .. . or replace damaged Type 

units. Because all ADD-ON breakers are 

interchangeable and readily installed, it’s THERMAG (@LC4-4F (or S) 
THERMAG (@LC4-8F 


as easy as buying and replacing light bulbs. 
Other features are the screwless assembly | THERMAG (@@LC4-12F 
THERMAG (ADLC4-8 


and only one pressure type connection 
between circuit breaker and bus bar. THERMAG (ADLC4-16 
*including any number of Double Pole. 


feature of @® Load Centers and Service Equipment. 





Mex. Feeder Maximum 


Cat. No. Basic Unit Capacity Total Poles* 





100 Amp. 8 
100 Amp. 12 
100 Amp. 16 
100 Amp. 12 
100 Amp. 20 


4-S.P., 2-S.P. 
and 1-D.P., or 
2-D.P. (specify 
requirements) 


This flexible system of load center as- 
semblies made-up with individual circuit 
breakers was pioneered by @ almost 20 
years ago. Today, with the plus value of 
the ADD-ON breaker, wholesalers can 
carry a reduced stock (instead of an assort- 











Complete factory assemblies also furnished on special order. Similar units with 
QUICKLAG Circuit Breakers also available! Add “Q" to catalog number: thus 
@® “Qic4-4,” ete. 

Other add-on units with 30 amp. maximum capacity () JUNIOR Type Thermal 
trip circuit breakers (6 poles or less, including 1 D.P.) are available. 


k eldam Electric Co. 


ST. LOUIS 13, MISSOUR 


Our 60th Year 
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, Load Growth 
giving you the Business ? 


Increased industrial loads and new construction require high-capacity circuits—circuits with 
high-cost equipment that must have the absolute protection that only circuit breakers can give: 


Common trips for all phases. 
® Double-protection—time delay trip on overload. Instantaneous trip on short circuit. 
Visible indication of circuit condition. 


Continuous operation at full rated current. 


Industrial users and contractors will not be satisfied with anything less than full protection. 
Your stake in load growth is this complete line of circuit breakers. 











te 
F frame 
15-100 amperes 


| 


; 
| 







& 


KC Urelite 
[100-1600 amperes 






ae 
L frame 
125-600 amperes 





K frame 
70-225 amperes * 





— ee _ 


GET THE FULL I-T-E STORY — 




















WITH THE 


its Protitable 


*® JOBBER COOPERATION 
The WEAVER policy of WORKING 
FOR THE JOBBER gives you addi- 
tional sales 


*® GOOD DISCOUNTS 


WEAVER jobber discounts give 
sagging profits a boost. All items 
have a profitable margin for re- 
sale 


* LOW COST 


Your customers want quality prod- 
ucts at prices that are right. The 
WEAVER line is priced very com 
petitively to increase your sales 
volume 


*® TOP QUALITY 
High strength alloys, good work- 
manship, thorough testing and in- 
spection, and plenty of “eye ap 
peal you'll find them all in 
WEAVER products - and you'll 
make repeat sales to satisfied cus- POLE BOTTOM 
tomers ; PROUND, hates 

unt +h va 

% NATIONALLY ADVERTISED oe gt! RTI Ve ea 
Nationally advertised WEAVER 
products are well known and well 
liked in your trade area 











All items available in other types 
and sizes. 





Write for the latest Weaver 
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OF tHE GUTH Pie 


we are big— 
—and we are small 


we are big enough to massproduce 


any huge installation project — 
—and small enough to tailormake that one fixture in 


the corner store or the board chairman's glamour office 


we are big enough for assembly-line work — 
—and small enough to work with you on 


any special lighting problem 


we are big enough to produce a complete line 


of commercial and industrial fixtures— 
—and small enough to keep our executives’ doors open for 


you any time you need help 


we are big enough— 
—and small enough 
to be your friends LR Guth 


LIGHTING 


THE EDWIN F. GUTH COMPANY / ST.LOUIS 3, MISSOURI 
Leader wr Lighting france igoz 
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You can’t buy 


Better fittings 


or ones that 
cost less 
to use 


O 


Cross Section 
Showing 
indentations. 





Quicker to use and neater in appearance, Briegel All-Steel 
Indenter Fittings not only make stronger connections but also 
make each job more profitable to the contractor and satisfactory 
to his customers. 


Two Easy Squeezes and they’re set to stay. It is only natural that 
the Briegel All-Steel Indenter Fittings are the most widely used 
E.M.T. connectors and couplings. Contractors the world over 
recognize their cost cutting qualities and the fact that they make 
each wiring job neater, stronger and better. 


All B-M Fittings Carry the 
Underwriters Seal of Approval 


W E IH (0 . conuapices BY 
tt te eta 
C0. Electric Co., Bridgeport, Gesndthe Steelduct 


Co., Youngstown, Ohio; Enameled Metals, 
GALVA, * ILLINOIS Pittsburgh, Penn.; Kondu Mfg. Co., Ltd., 
\ Preston, (Qnt.; Wagner Malleable Products 

Co., Decatur, Ill. 
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55 AMPERE CIRCUIT BREAKER SERVICE CONTROL 
.. ALWAYS CARRIES FULL LOAD 


Another NEW Murray Product ) 











that gives you 


Pally Magnite 


circuit protection 


Fully Magnetic Circuit Breakers always carry their fu!l rated 

load —never need derating. The magnetic principle of opera- 

tion is not affected by changes in temperature. MANY 

Murray Breakers give three way circuit protection. ADVANTAGES 
1. Timed delay to carry harmless overloads. 











2. Timed tripping on dangerous overloads. 
3. Immediate tripping on short circuits. 


WHAT IS IT? 


One Of The 
Family 


HOW IS IT USED? 





iS IT AVAILABLE? : ' Another addition to Murray's 

, 4 growing Circuit Breaker 

equipmentline. Others include 

The 2 circuit 40 amp and 

100 amp, the 6”, the "8", 

50 YEARS OF SERVICE TO THE ELECTRICAL INDUSTRY the “12” and the “20” Circuit Protectors. Panel boards 


up to 42 branch circuits. 


MURRAY MANUFACTURING CORPORATION 
1250 ATLANTIC AVENUE - BROOKLYN 16, N.Y. 


Service Entrance & Meter Equipment - Magnetic Circuit Break 
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are businessmen 


COLD- 
BLOODED? 


OF COURSE NOT! Literally, their normal body tem- 
perature is 98.6—same as laborers, engineers or any other group 
of people. And, figuratively, they’re no more, or no less, cold-blooded 
—as a group. 


We all know unreasonable generalizations can be dangerously 
false. Common sense and on-the-job experience show us the value 
of dealing specifically with ideas, problems—and people. 


Let’s not make the big—and costly —mistake, then, of generaliz- 
ing on religious or racial groups. Adopt and carry out these common 
sense principles: 


. Accept—or reject—people on their individual worth. 


. Don’t listen to or spread rumors against a race or a 
religion. 


3. Speak up, wherever we are, against prejudice. Work 
for understanding. 


Published in the public interest by: 


McGraw-Hill Publications 7 
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BLACKBURN 
_ CONNECTORS 











sure exerted between the contact surfaces 
of the wires by a No. 6 BLACKBURN Hi- 
Strength Connector, at various torques. 


‘# a ’ <3 : Sea " 
mes 4 a - 
Yan 


Makes Better Connections 


Tests show that resistance decreases as contact pressure 
increases. Tests also show that high pressure will break 
through oxides and corrosion on the surface of the wire 
— particularly stranded wire — and make a better connec- 
tion. And tests show that connectors which are capable of 
making high pressure connections definitely stay tight on 
the wires. 


BLACKBURN CONNECTORS MAKE LASTING 
HIGH PRESSURE CONNECTIONS BECAUSE: 


They are made with the right combination 
oO of alloys —high strength alloys —to reduce 
frictional losses in the threads. 


They have thot extra strength required to 
maintain the high “pressure between wires” 
without stretching and loosening. 


They are made with smooth-cut threads, to 

increase their efficiency. These two factors 
insure more of the tightening torque being con- 
verted to “pressure between wires.” 


used is substantially equal to that of copper. 
A temperature change of 100° F results in only 
1% change in the “pressure between wires.” 


Yes, BLACKBURN Hi-Strength Connectors definitely 


Ss) The coefficient of expansion of the alloys 


a Their corners and edges are all rounded, so 


that the high pressure cannot injure the wires. make better connections — for your protection! 


JASPER BLACKBURN CORPORATION 


35 MADISON ST., ST. LOUIS 6, MO. 


Phone CEntral 3007 


Tegra, i SNR 


a 
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Join Anaconda’s dynamic “Power Up — And Be Prepared” promotion 
and build your future by helping industry to strengthen 
America’s defenses. 


Anaconda’s “Power Up — And Be Prepared” national promotion is 
convincing more industrial leaders every day that America’s 
defensive strength requires full-scale production from all 
American industry . . . and that full-scale production requires 
up-to-the-minute plant wiring systems. Start now to impress 

your contractor customers that today is the time to start 
promoting “Power Up — And Be Prepared.” 


Here’s what you can do. Be sure that your contractor customers 

get the Contractor Sales Kit. It is available from your nearest 

Anaconda representative. It’s filled with fresh, new direct mail pieces, 
booklets, letters and sales helps, plus a copy of “Power Up—And Be 
Prepared” — the complete guide to modern wiring systems . . . all 
aimed to help contractors successfully promote modern wiring 

to industry. 


Help your business by helping contractors convince industry of 
the vital importance of adequate wiring to full production. Anaconda 
Wire & Cable Company, 25 Broadway, New York 4, New York. S1s42A 


Tn 
ae a 
POWER UP 


and be 
prepared! 


the right cable for the job ANACON pA WIRE AND CABLE 


ELECTRICAL WHOLESALING—October, 1951 





TRENDS 





Insuring Distributor Recognition 


The battles waged—and won—to prove that the 
operations of the electrical wholesale distributor are 
basically essential to our economic system can suffer 
counter-attacks. Insuring official recognition requires 
that every individual in your organization know the 
part he plays in the distribution of America’s produc- 
tion and is willing to contribute his share toward the 
proper performance of the functions for which your 
firm exists. 

Whenever this nation has been challenged and a 
defense or war production program started, history 
records that electrical wholesale distributors had to 
fight for recognition as an essential industry. In the 
past, when the purchasing bureaus of the federal gov- 
ernment have been forced to buy up a tremendous part 
of America’s production in order to meet the demands 
of a national emergency, the wholesaler has been put 
on the spot. 

Recognition of the electrical wholesaler has been 
accomplished successfully in the past largely through 
the efforts of some outstanding industry leaders asso- 
ciated with electrical wholesaling companies, manufac- 
turing firms and the electrical wholesaler’s national 
association. 

Yet, despite the fact that these men did an excellent 
job in educating the directors of the government’s de- 
fense programs in the operations of the electrical dis- 
tributor, each new national emergency has required 
doing the job of gaining official recognition all over 
again. 

Near the end of World War I, the chairman (Wil- 
liam E. Robertson) of the electrical wholesalers War 
Service Committee wrote—Thus ended many months 
of strenuous effort of which just one angle is of im- 
portance, namely: we had succeeded in convincing 
every interested government agency represented on the 
War Industries Board that electrical wholesalers are 
an essential and indispensable agency of distribution.” 

It is interesting to note tiat whereas official recog- 
nition was not achieved until late in World War I, the 
experiences gained at that time enabled the whole- 
salers to reach official standing earlier in World 
War IT. 

Today, our nation is again launched on a defense 
production program. And again, the lessons of the 
past have contributed toward early recognition of the 
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part played by the electrical wholesale distributor. 

However, the past experiences have taught also 
that official recognition is not insured. In order to 
protect his position, the distributor must continue to 
perform all of the functions for which he exists. The 
case for the distributor presented so successfully in 
Washington last year will stand as a bulwark only as 
long as the defense administrative agencies are con- 
vinced that the electrical wholesale distributors can 
provide the needed finished materials in less time and 
at less cost than direct purchases. 

Since the successful operation of an electrical dis- 
tributing firm during a national emergency depends 
so largely on how well it performs, it would be well 
for each concern to ask: Does every employee in my 
organization know how important his job—be it ever 
so small—is, not only to the company, but to the in- 
dustry of which we are a part and also, the nation’s 
welfare. Every man should know what each order 
means to him. Each should know where the distributor 
fits into our economic system. Each should be ready 
to explain and sell the wholesaler’s operation when- 
ever the occasion presents itself. 


* 


The United Red Feather Campaign 


It’s a bigger Red Feather this year! That’s the well- 
chosen slogan for the annual United Red Feather 
Campaign that commenced this month. The bigger 
feather represents the addition of a very necessary and 
worthy cause—the United Defense Fund. This fund 
includes such organizations as the USO, the United 
Community Defense Services, the National Recreation 
Association, American Relief for Korea and others. 

Those of us who reside in one of the more than 1300 
areas where Community Chest campaigns are held, are 
given an opportunity to take part in a program de- 
signed to strengthen and defend our democracy. 


Bao Meegon 


EXECUTIVE EDITOR 
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ax) Announces 


A Complete Line carry- 
ing out this attractive and 
distinctively new basic de- 
sign by P&S—the origina- 
tors of UNILINE. 


Brown and Ivory bakelite—for use 
with all P&S and P&S-Despard devices 
—single and multi-gang—a complete 
wall plate set-up for a matched instal- 


lation. 


Catalog numbers remain the same. 
Continue to specify the familiar 
“91000” and “92000” series. 


Shipments of new design start in 
October. 


Simplify your stocking problem by 
standardizing on this complete, 
matched line. 


All plates comply with Federal and 
REA -Specifications. 


Basic design registered 
U.S. Patent Office 
No. Des. 154,372 


PASS & SEYMOUR INC. 
SYRACUSE 9, NEW YORK 
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New UNILINE Design 

















MAIL THIS COUPON “Joday! 
sea = een 


Yours for the asking—folder illustrat- 
ing and describing in detail the new 
P&S Line of Uniline Plates. Coupon is 
for your convenience. Fill in and mail 
today without fail. 
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Pass & Seymour, Inc. 
Dept. W 
Syracuse 9, New York 


Send folder on new P&S Uniline Plates 


Please print plainly — 
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A MESSAGE TO AMERICAN 


INDUSTRY °® 


wee CF A SERIES 


Not, PLEASE, 
In the Name of Fairness 





Our national Office of Economic Stabi- 
lization has adopted a policy of gearing 
wages to the cost of living. We are told 
that “escalator clauses,” which provide that 
rates of pay shall be adjusted to take account 
of changes in the cost of living, will be gen- 


erally approved. 


If the adoption of this policy had been 
announced as a frank concession to political 
expediency, it would have been quite under- 
standable. There may very well be votes, lots 
of them, in a policy which purports to protect 
the income of a large group against loss 
through the price inflation caused by the 


defense program. 


A case might even have been made for a 
policy of approving escalator clauses on 
grounds of production expediency. The lead- 
ers of some three million organized workers 
now covered by such clauses have indicated 
that they would fight to the limit tc keep 
them and thus maintain “real wages,” that 
is, wages measured by their purchasing 
power. The leaders of other organized groups 
have indicated they would fight to get the 





benefit of such clauses. Denial of them might 
mean serious strikes. 


Justified ‘‘in Fairness’’ 

However, the policy of approving escalator 
clauses was not based on these relatively low 
grounds of expediency. It was justified on 
high moral grounds, on grounds of “fairness.” 
In the words of the President’s Council of 
Economic Advisers, “maintenance of real 


wages during inflation cannot in fairness be 
disallowed.” 


That proposition is false. 


It would be truthful to say, “main- 
tenance of real wages during inflation 
cannot in fairness be allowed.” 


The truth of the corrected proposition be- 
comes evident immediately when you take 
a look at the basic nature of the inflationary 
problem created by defense mobilization. 

We are devoting a large share of our 
national production to defense. The share is 
now scheduled to hit about 20% in 1952. 


Since we are not able to increase our total 
production fast enough to meet defense needs 
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in addition to civilian needs, that means a cut 
in the supply of goods and services that is 
available for civilian consumption. But the 
money paid out for the production of defense 
materials is added to that which is available 
to buy civilian goods. 


Thus, more money is put into the hands 
of the people to buy less goods. So prices go 
up. That is inflation. 


If one group of people then is granted 
enough additional money to offset the price 
increases — and that is the purpose of an 
escalator clause—and thus can continue to 
buy as much as they have been buying right 
along, less goods will be left for other con- 
sumers who are not getting this advantage. 
That is palpably an unfair distribution of the 
sacrifices necessitated by defense mobiliza- 
tion. In fairness, therefore, maintenance of 
real wages in inflation cannot be allowed. 


Organized workers were not the first, of 
course, to get the benefit of an automatic 
adjustment to take account of the increased 
cost of living. The farmers got theirs first. The 
price parity formula is, in essence, an esca- 
lator clause. The federal government under- 
writes increases in the prices of the things 
farmers sell in order to match increases in 
the prices of the things they buy. 


Crucifying the Helpless 


As matters stand, two groups are 
without benefit of escalator clauses. One 
group is composed of manufacturing firms. 
While they have not been nearly as successful 
as the misleading reports of “record-breaking 
profits” suggest, they have been able to look 
after themselves fairly well— thus far. 


But one group is completely without pro- 
tection. It is that numerically large but 


politically unorganized mass of people — 


many of them old and relatively helpless — 
who are trying to live on pensions, annuities 
and other fixed incomes derived from their 
savings. They are at the end of the line when 
the increased costs of inflation are passed 
along. They have no one to whom they can 
pass the buck. They are being progressively 
pauperized by the continuing inflation caused 
by progressive boosting of costs and hence 
prices. 

With the present line-up of pressure groups 
in Washington, protection for the principal 
victims of inflation— those who have saved 
for a rainy day only to find inflation has 
blown away the roof—is obviously an ex- 
tremely difficult business. But to have even 
temporary insulation against inflation 
granted to powerful groups in the name of 
fairness should be offensive to the nostrils 
of a nation that presumes to assert the moral 
leadership of the Western World. 


The only really fair way to handle 
inflation is to prevent it. But once it is 
under way, fairness demands that the 
burdens be as evenly distributed as 
practicable. 

An escalator clause — or a farm parity pro- 
vision —is explicitly a device to enable the 
group favored by it to escape the burden of 
inflation. Whatever concessions we feel we 
must make to political pressures or produc- 
tion expediency, let us at least be honest 
enough not to invoke “fairness” as justifica- 
tion for so arbitrary a discrimination in the 
distribution of the defense burden. 


McGraw-Hill Publishing Co., Inc. 
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SAFE * DURABLE » DEPENDABLE 


Heavy Duty Plugs ana 
Receptacles 


FOR PORTABLE ELECTRICAL EQUIPMENT 


Pyle-National plugs and receptacles are built to withstand the most 
severe operating conditions, as proven by years of remarkably depend- 
able service in a wide variety of industrial applications. The many sub- 
stantial construction features of this extensive line of plugs and re- 
ceptacles and the high quality of materials and workmanship insure 


safe operation, uninterrupted service and long life. 


qs “ 

a 

i Sa RR} he 
wh Stange, 

. : m7) 

ee 


QuelArc* © Circuit Breaking Series Unique partitioned in- 


sulation provides long insulated paths through air and across surfaces 
for exceptional protection in these current rupturing devices. Cast 
metal housings, high grade insulation and individually renewable 
contacts insure long service life. Ratings 20, 30, 60, 100 and 200 amperes, 
250 volts DC, 600 volts AC—2, 3, and 4 pole—grounded through shell or 
extra pole. Threaded cap, plain and hinged spring door housing styles 


are available. 


*TRADEMARK REG. U. 8. PAT. OFF. 








Interchangeable reversible contect units. 
, 2, 3, 4, 6, & pole 


I 


Triploc * and Multiple-Circuit Series 


A line of exceptional versatility, unequalled 
in the heavy duty field, with a virtually 
unlimited number of assembly combina- 
tions for varied applications. Offers a selec- 
tion of 1, 2, 3, 4,6 and 8 pole contact units 
which are interchangeable and reversible in 
any single set of housings. Many types of 
housings available of pressed steel with 
automatic lock and of cast metal threaded 
for watertight gasket seal. Multi-Circuit 
housings with 2,3 and 4contact units avail- 
able for combinations up to 32 poles. Ratings 
15 and 20 amperes, 250 volts DC, 460 volts AC 

circuit breaking. Pressed steel fusible and 
fuseless plugs measure only 1'%< outside 
diameter. 


Midget Triploc+ Series Same con- 


struction features as Triploc except for 
much smalier outside diameter of plug 
shell—only 1%". Interchangeable and re- 
versible contact units—2, 3 and 4 pole—are 
of the flat blade type. Rated 10 amperes, 
250 volts; 15 amperes, 125 volts. 





EMME 


General OSE Series Avaitable 


with cast metal housings in many types for 
circuit breaking and disconnect service. 30 
amperes, 125 volts DC, 250 volt AC—1, 2, 3, 
4, 5 and 6 pole. 60 amperes, 250 and 600 
volts—3, 4 and 5 pole. 100 ampere, 250 and 
600 volts—2, 3 and 4 pole. Also many special 
types, fusible and fuseless, for varied ap- 
plications. 





THE PYLE-NATIONAL COMPANY 


1352 NORTH KOSTNER AVENUE, CHICAGO 51, ILLINOIS 


BRANCH OFFICES AND AGENTS in principal cities of the United States and Canada. * EXPORT DEPARTMENT: 
International Rail Supply Co., 30 Church St., New York. * CANADIAN AGENT: The Holden Co., Ltd., Montreal 


CONDUIT FITTINGS * FLOODLIGHTS * TURBO-GENERATORS * 


GYRALITES * 


MULTI-VENT AIR DISTRIBUTION 
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The position of these monthly index indicators is determined 
by tabulation of hundreds of reports from an identical group 
of wholesale distributors, located throughout the U. S. who 
furnish reports regularly. The figures are compiled for E Lac - 
TRICAL W HOLESALING by the Bureau of the Census of the U. 
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Electrical Wholesale 
Distribution 
For the Month of July 1951 


SALES July sales of electrical goods wholesalers, all 
classes of houses combined, declined seasonally 8 per 
cent below “o previous month and dropped 27 per cent 
under the July 1950 level 

By class of house, July sales full-line wholesalers 
nd wiring supplies and construction materials distribu 
der the 


tors declined 8 and 7 per cent, respectively, un 
previous month. Appliances and specialties wholesalers 
reported a drop of 12 

Compared with Jul 
construction materials distributors 


of 8 per cent while full-1 line wholesalers and appliances 
>s 


per cent 
y 1950 sales, wiring supplies and 


dicated a gain 


and specialties wholesalers experienced declines of 25 
and 47 per cent 
Total July sales of all electrical goods wholesalers 
were estimated at $405 million, $36 million below the 
previous month and $170 million under July 1950. 


, spective ly. 


75) 


(Business Index: July 1951—336; July 1950—5 


INVENTORIES \t the end of July, inventories 


(valued at cost) of electrical goods wholesalers, all 
classes combined, showed little change from the June 
30 stock level, but were 127 per cent above the level of 
July 31, 1950. 

Compared with June, 
salers increased 1 per cent while wiring supplies and 
construction materials distributors and appliances and 
specialties wholesalers indicated decreases of 1 and 
per cent, respectively. 

\ comparison with July 1950, however, shows heavy 
inventory increases for the three classes of houses: full- 
line wholesalers, up 139 per cent; 
construction materials distributors, up 52 per cent; ap 
pliances and specialties wholesalers, up 89 per cent. 

Stocks on hand represented approximately 93 days’ 


inventories of full-line whole- 


wiring supplies and 


business at the current rate of sales, 63 days’ supply 
more than reported for July 31, 1950. 


(Business Index: July 1951—871; July 1950—376) 


Department of Commerce. The National and Regional analyses 
which follow include the ontiee from a smut larger but 
less regularly reporting group, and the percentages arrived at 
do not always check exactly with the index position. 


The Editor 


$3 
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A modern 


CONDULET “and rigid conduit 


installation gives you enduring protection 
PLUS 


the flexibility to meet tomorrow’s needs 








Type RSM Junction Condulets 


RS Series take 4 detachable The most important consideration in an electrical installation is continu- 
hub plates with up to 3 hubs 


for conduit from 4" to 34" ous plant operation|through the years. Crouse-Hinds sturdy cast Feraloy 
CONDULETS and rigid conduit provide the best possible mechanical pro 
tection against accidental damage to electrical wiring and equipment.... 
prevent costly shutdowns. 
Type LF B Obround Condulet 
Next in importance is flexibility to meet the needs of today’s fast moving 
industry. A modern CONDULET installation provides for growth and 
changing conditions. CONDULETS with detachable hub plates make it 
Type LBB Obround Condulet easy to change circuits or add new ones at any time. 


In addition to protection and flexibility, a CONDULET installation gives 
you these definite advantages: 


Type LL Obround Condulet ” ECONOMY. The installed cost of Crouse-Hinds CONDULETS and rigid conduit 
compares favorably with other wiring methods. The added advantages make it 
os on the really economical method that pays dividends over the years. 

o SAFETY. Ground continuity is of vital importance. CONDULETS with taper 
threaded hubs and rigid conduit with tapered threads make a secure joint that 
provides a reliable and permanent low resistance path to ground. This safety 
feature assures maximum protection against persona! injury and fire. 


@ CORROSION RESISTING. cast Feraloy CONDULETS give the best pro- 


Type U Obround Condulet tection wherever moisture, dust, or corrosive atmospheres are present 


@ UNIVERSAL APPLICATION. = You can install galvanized CONDULETS 


and galvanized rigid conduit under all atmospheric conditions and in all occu- 
pancies. 


‘Type C Obround Condulet 


Type T Obround Condulet 6 QUALITY. - The trademark CONDULET stands for the highest quality, reliability, 
and long life. 


e VARIETY. More than 15,000 items are listed in the CONDULET Catalog, including 
a complete explosion-proof and dust-tight line for use in hazardous locations 
Type BUF Mogul Condulet 


; On YOUR next electrical layout, plan to get all the benefits of sturdy cast 
M 1s f h = 4 ° ° 
naerapeninesercacedes Feraloy CONDULETS and rigid conduit... the universal wiring method. 


for pulling large conductors 


CROUSE-HINDS COMPANY ‘ 
Syracuse 1, N.Y. CONDULETS 


OFFICES: Alb ham — Boston — Buffalo—Chicago—C ti—Cleveland 
Dalles —Denver ~ Deteeit - Houston— Indianapelie—_Kaneos City oLos legen Milwaukee aleé Made onl b 
Type ARE Arktite Minneapolis —New York— Philadelphia — Pittsbur Portland, Ove —Sen Francisco 
Plug Receptacle a a REPRESENT ~ eg 


esi CROUSE-HINDS 
_ CONDULETS - TRAFFIC SIGNALS : AIRPORT LIGHTING - FLOODLIGHTS 
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Electrical Wholesale Distribution 





REGIONAL ANALYSIS 


B* REGIONS and with all classes of houses com 
bined, declines from June sales levels ranging from 
4 to 13 per cent were reported by seven of the nine re 
gions. No change and a 4 per cent increase, however, 
were indicated by the East South Central area and the 
West South Central region, respectively. 

Higher sales during the first seven months of this 
year than in the same period in 1950 were reported by 
all divisions except the East South Central area, which 
showed no change. 

All regions, however, indicated that July 1951 sales 
were considerably under July 1950 levels. Declines 
ranged from 19 per cent in the East North Central divi- 
sion to 37 per cent in the East South Central area. 

Regiona) inventories in July showed the first decreases 
(in four regions) under the previous month since the 
January 1951 reportings. The largest decline—5 per 
cent—was indicated by the East South Central and 
West South Central areas. The biggest increase—2 per 
cent—was reported by the New England and West 
North Central regions. 


JULY, 1951 


Figures in this table apply to the geographic divisions 
as outlined and numbered in white on map above. 





INVENTORIES 
July 1951 


SALES | | 

July 1951 | 
Compared in % with) Trading |Compared in % with 
June Region June July 
(SeeMap) | 1951 1950 
| +2 +153 
+1 4-147 
| 44 1118 
+2 +110 
3 +136 
5 +124 
—5 +136 
—2 +100 
+1 +117 





WO4IAUSWN— 











STATES COMPRISING GEOGRAPHIC DIVISIONS: RE- 
GION 1—Maine, N. Hamp., Vt., Mass., R. I., Conn.; REGION 
2—N.Y., N.J., Penn.; REGION 3—Ohio, Ind., Ill, Mich., Wis. ; 
REGION 4—Minn., Iowa, Mo., N. Dak., S. Dak., Nebr., Kans. ; 


56 


REGION 5—Del., Md., D. of C., Va., W. Va., N. C., S.C., Ga., 
Fla.: REGION 6—Ky., Tenn., Ala., Miss.; REGION 7—Ark., 
La., Okla, Tex.; REGION 8&—Mont., Idaho, Wyo., Colo., 
N. Mex., Ariz., Utah, Nev.; REGION 9—Wash., Ore., Calif 
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MODERN 
FITTINGS 
FOR 


® thinwall conduit 
® rigid conduit 


®@ metallic and non- 
metallic cable 


® flexible steel conduit 
® service entrance cable 


@ grounding devices 


® lighting fixture fittings 


Representatives in Principal Cities 


Sold Through if 
Electrical Wholesalers 4 





You'll Find Everything 
you need in the 


neral Line 


All Types Of Enclose 
Extensive Line Of Branch oe Safety Switches 
Circuit and Residence 


Panels 








A Complete Line of Wea 
therproof and Reintigh? 
Service Equipment and 


Safety Switches 


‘General Switch Corp. 


One of the Leading Manufacturers of: 
SERVICE ENTRANCE EQUIPMENT 
p I nt-Qperated Toggle ard Side-Oper 
lype | Lsurface or flush, and Outd 


ENCLOSED SAFETY, SWITCHES 





Service Equipment To Meet A ¢ 
Every Requirement BRANCH-CIRCLIT PANELS 
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... including 
A COMPLETE line of 
SERVICE ENTRANCE 
EQUIPMENT 


Check off the 


ones you know 


Front Operated Toggle Main Switch © : 
Fusible Main Switch Snaps hae. Scalable 


; ; m 
30 Amps, 2 or 3 wires, 125 or 125-250 Volts, with up pee on surface 


meme screw 
to 8 plug fuse branch circuits. — ears Mowntins 





Non-Fusible Main Switch 


30 and 60 Amps, 2 or 3 wires, 125 or 125-250 Volts. 
With up to 6 plug fuse branch circuits or up to 4 plug 
fuse branches and one branch pullout switch (30 or 
60 Amps). 





Can be furnished with duplex receptacle in trim or with bell trans- 
former space and mounting bracket. 


Available in Weatherproof and Raintight Enclosures for Outdoor Service . . 


Side Operated Main Switch 


30* and 60 Amps, 3 wire fusible main switch; 125-250 Volts, 
with up to 8 plug fuse branch circuits. 





* Available in Weatherproof and Raintight Enclosures for Outdoor Service . . 





Quick-break . lade side 
operated su dead front. 
tecessible b ; 





Cover or Door Operated Main Switch 


30 Amps, 2 or 3 wires fusible main switch, 125 or 125-250 





Volts, with up to 8 plug fuse branch circuits. 


stlse PULLOUT OPERATED SERVICE EQUIPMENT—a complete line 
of 30, 60, 100 and 200 Amp pullout switches, available 
singly orincombination with plug fuse and /or pullout branch 
circuits; also main and range in series or multiple, triple 
pullouts, quadruple pullouts, etc. Flush or surface mounting 
and outdoor construction available. Scalable door operated switch. 


Hinged outer door. Accessible 
branch fuses. 


asas*+., 
} he 


u nq v~ 
NEW CATALOG—V rit *) 
for your free copy today. “ ‘General Switch Corp. ° 
mR 
45 Roebling Street, Brooklyn 11,N.Y. & 


Please send me new Catalog No. 5109 ard 
latest price list. 


NAME 


% 
4 
i 
é 
‘ 


ADDRESS 


Switch Corp. 


45 Roebling Street Brooklyn 11, N. Y. 


CITY 


sles Offices in Every Major City 
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lodays biggest valde. 


FOR MAXIMUM SPEED of installation ...topmost mainte- 
nance economy ... operational ease, safety and efficiency... 
the Federal Noark Bus Duct system is absolutely tops! 

To begin with, the unique Noark adjustable sliding drop 
hanger permits the most convenient location of supporting 
rods and provides the quickest method for installing bus duct 
that was ever devised. And from then on your customers 
benefit by Federal Noark Bus Duct special features: 
Interlocking Four-Channel Steel Housing . .. welded and 
screwed together to assure greatest strength. Even the longest 
runs are bound to be straight and true. 

Extra Rugged Interior Construction. ..with the bus bars rigidly 
held by porcelain insulated receptacles every twelve inches. 


Adjustable Sliding 
Drop Hangers automati- 


Sliding, self-locking cover plates, cally slide to position for 
protecting insulated plug-in open- exact alignment ... slash instal- 
ings, safeguard electricians. lation time. 


60 


The bus bars are designed to withstand heavy fault currents. 
Positive Contact... bus bars are silvered over their entire 
length. Plug-in stabs reinforced with heavy steel springs. 
Insulated Plug-in Openings ...no bus is exposed... operator 
is safe when changing plug-in device. For extra protection, 
new hook-on bars support plug-in device during installation. 
Unsurpassed Heat Dissipation . . . staggering of insulators on 
alternate sides of duct provides continuous air passage and 
coolest operation. 

Federal Noark Bus Duct is a business builder of profitable 
importance to wholesalers everywhere. For the full story, 
write Federal Electric Products Company, 50 Paris Street, 
Newark 5, New Jersey. 





Interlocking four- | 
channel construction 
assures greatest 
y strength . . . even 
long runs are 
Bus bars supported by straight as a plumb 
insulated receptacles every | line. 
foot...ensure maximum 
safety under heavy short circuit 
conditions. 














Complete line of Federal Electric Products includes Motor Controls, Safety Switches, Service Equipment, 
Circuit Breakers, Panelboards, Switchboards, Control Centers, Bus Duct * Sales offices in principal cities. 
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Federal Reserve Board Warns 
Against Regulation W Evasions 


Seeks to end unfair competition, such as the rigging of prices 


so that new list exceeds normal selling price by amount 


of down payment, and acceptance of dubious trade-ins 


ASHINGTON—The Federal 

Reserve Board is getting ready 
to crack down on what it calls eva- 
sion of Regulation W. The practices 
involved aren’t widespread; indeed, 
they are non-existent among 
table 


repu- 
appliance dealers. But the 
board wants to end these wherever 
they are to halt unfair competition 
as well as to fight inflation. 

Here’s the kind of thing FRB is 
complaining about: 

Rigging prices so that the new 
list exceeds the normal selling price 
by the amount of the down pay- 
ment; the trade-in accounts for the 
difference. This way the customer 
gets the appliance at the usual price 
but doesn’t have to put up the down 
payment. 

Accepting dubious or non-exist- 
ent trade-ins. Some have 
been taking any old household item 


dealers 


as an excuse to cut list prices, thus 
shaving markups, The item is then 
used as the down payment; in some 
cases the customer is simply told to 
keep his trade-in. 

These evasions have been prompt 
ed by the fact that sales continued 
to lag through the end of the sum- 
mer, despite relaxation of Regula- 
tion W. Some dvalers, 
with inventories, tound that even a 


overloacied 


15 per cent down payment was a 
bar to healthy sales. So they fell 
back on advertising that stressed 


“don’t worry about the down pay 
ment.” 

At the same time, the revisions in 
the down payments compelled by 
last July’s amendments to the De- 
fense Production Act made the eva 
sive practices feasible. For one 
thing, trade-ins were permitted as 
all or 


part of the down 


Nevertheless, the 


payment 


dealer could not 


very readily mark up his prices 25 


per cent. Nor could he easily shave 


his margin by that amount. But 15 
per cent was another story, and well 
within the realm of possibility. 
When the extravagant advertise 
ments began to appear in numbers, 
the Federal Reserve asked its legal 
staff to study its authority and rec 
combatting the 


ommend ways of 


evasions. The result: a warning, in 


the form of an “interpretation” of 
the law; for the first time, the board 
clearly labeled the evasions illegal. 
Specifically, it said: 

1. Rebates and while 
permissible, cannot take the place of 


discounts, 


he down payment required by the 
regulation. 

2. Trade-ins must be bona fide; 
that is, their value must have a rea- 
sonable relationship to the amount 
credited. 

3. The required 


must be determined on the basis of 


down payment 


the cash price, net of any rebate or 





FIRST MEETING OF NAED’S executive committee in the association's 
new headquarters at 290 Madison Ave., New York City, took place recently 
when members met to ready plans for presentation to the Board of Gover- 
nors. Attending were (seated, left to right) John Myers, president, Wesco; 
R. M. Johannesen, president, Johannesen Electric Co., Inc.; W. G. Peirce, 
Jr., president, Peirce-Phelps, Inc.; Benjamin Gross, presidert, Gross Dis- 
tributors, Inc.; R. J. Brown, vice president, G. E. Supply Corp.; (standing 
left to right) K. B. DeBevoise, NAED counsel; C. G. Pyle, NAED executive 
director; Al Byers, NAED executive secretary; Titus B. Schmid, president, 
Crescent Electric Supply Co.; George F. Hessler, vice president, Graybar 


Electric Co., Inc. 
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and know what 
lighting you'll get 


It isn’t necessary to hope you'll get satisfactory lighting 
from your fluorescent installation. Specify FLEUR-O- 
LIER equipment and you'll get these advantages: 


1. FLEUR-O-LIER luminaires have been assigned a 
Fleur-O-Lier Index System rating by Electrical Testing 
Laboratories, Inc., after careful testing. This rating 
tells the exact illuminating characteristics of the unit. 
Complete photometric data and coefficients of utiliza- 


tion are provided. 
You know what you’re getting 


2. FLEUR-O-LIER luminaires are certified by ETL to 
assure they meet rigid specifications covering mechan- 
ical and electrical features. They all use CERTIFIED 
BALLASTS and CERTIFIED STARTERS. 


You know what you're getting 


Free Gooklet 


Write for your free copy of the new 
booklet giving complete details of the 
Fleur-O-Lier Index System. 

Ask also for Electrical Testing Labora- 
tories’ reporton performance ratingsas- 
signed to the 300 Fleur-O-Lier fixtures. 


FLEUR-O-LIER 


2116 Keith Building W isk Cleveland 15, Ohio 
Fleur-O-Lier is nut the name of an individual rh 

fixtures made by leading manufacturers. Pori\cipetion in the Fleur-O-Lier pro- 
gram is open to ony manufact wer whe complies with Fleur-O-Lier requirements. 
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sales discount. Where a trade-in al- 
lowance is exclusive, it is really a 
discount, and cannot be used as a 
cloak to conceal evasions of the 
down payment requirements of the 
regulation. 

gacking up the board’s warning 
was a threat to prosecute. Penalties 
could include fines up to $5,000 and 
a year in jail. The board, however, 
usually prefers to revoke licenses to 
make and for 


dealers 


credit sales, 


that 


many 
virtually means going 


out of business. 


Dependable Service Means 
Successful Selling—Menger 
ASHVILLE, N. C.—A 


measure of a wholesaler’s success— 


prime 


and future—depends upon 


present 


; 
Li 
his policy toward his customer in 


terms of a real effort to be of serv- 
Carl S. 
president in charge of 
Conduit & Cable Co., at a 
last month of the South 
Eastern Electrical Wholesalers As- 
sociation here. 

Mr. Menger’s talk took in the va 
rious aspects of this most impor- 
tant duty of the wholesaler. Service, 


ice, declared Menger, vice 
sales, Tri 
ingle 


meeting 


Carl S. Menger 


said, consists of many things— 
meeting promises, engi- 
neering help where possible, expla- 


delivery, 
nation and help in bringing about 
an understanding of governmental 
controls of basic materials, and ex- 
planation of details involving oper- 
ation under controls. Often these 
problems seem to be strictly the 
manufacturer's problems, Mr. Men- 
ger said, but in reality the aggressive 
wholesaler makes it his business to 
know the answers and pass them 
down to his customers, 

Those distributors who have been 

(Continued on page 100) 


Sylvania Recounts Growth on 50th Anniversary Year 


WOMEN performed most of the operations at the small plant in Middleton, 
Mass., where Sylvania Electric Products, Inc., had its beginnings in 1901 


Frame structure (top left photo 


branch of the company. 


NEW YORK--Dating its found- 
ing from the time when its present 
vice chairman of the board, Frank 
A. Poor, purchased a half-interest 
small business in Middleton, 
Mass., for $3,500, Sylvania Electric 
Products, Inc., is this year observing 


in a 


its 50th anniversary. 

It was in the year 1901 that Mr. 
Poor bought a 
small business that refilled 
out electric light bulbs. At that time 


half-interest in the 
burned- 


the company had but 15 employees. 
Today it has over 22,000 on its rolls, 
70 percent of whom are women. 

Actually the coinpany is the out- 
growth of two small concerns, the 
Bay State Lamp Co. in Massachu- 
setts and the Novelty Incandescent 
Lamp Co. of St. Marys, Pa. Both 
refilled light bulbs in the early days 
of their organization and followed 
parallel courses in raanufacturing for 
nearly three decades. They switched 
from refilling old bulbs to making 
new lamps, and finally both branched 
out into radio tube production. In 


1931 the two firms merged and be- 
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was the birthplace of Sylvania at Middle- 
ton. Brick building (top right photo 


was occupied by the Pennsylvania 


lvania 


rhe 
merged company adopted its present 
name in 1942, Since the 


other companies have been acquired 


came Hygrade Sy Corp. 


merger, 


and absorbed into Sylvania 
Today Sylvania is a widely) 
sified manufacturing orga 
with plants in 20 communities in six 
states and with several foreign affili- 
ates and wholly-owned subsidiaries, 
Its plants, machinery, equipment and 
land were valued at nearly $24,000,- 
000 at the end of 1950, and more than 
$600,000,000 of 


Sylvania products 


have been sold the end of 


World War J I. 


Officers of the 50-year-old com 


since 


pany are Max F. Balcom, chairman; 
Don G. Mitchell, president; and H 
Ward Zimmer, executive vice pres 
dent. Vice presidents are Robert H 
sishop, E. Finley Carter, Arthur 
Chapman, Curtis A. Haines, Frank 
J. Healey, John 8. Merrill and .tow- 
ard L. Richardson. John S. Learoyd 
is secretary, W. Benton Harrison, 
Jr., treasurer, and Walter R. Seibert 
is controller. 





A GREAT FLOOD 


with Swivel that Stays Put 
at any Angle 


Adjustable from horizontal to 
vertical. Versatile mountings— 
rae wall, clamp on—-single, 
double, triple and quadruple 
cluster units. Fits into scores o 
display arrangements. All units 
completely equipped for simple 
installation. Secckien- baile. in- 
ished in satin gray enamel. 


Write for Catalog Data 


RiEVERE 


SUN 
TSHINESZ 


LIGHTIN 
EQUIPMENTS? 


77S 


lanning with symmetry and harmony in find. As for construction . . . you can bank on 
honest ruggedness—units built to endure—not “fall apart” in service. All in all, REVERE 
offers the finest, most complete line of lighting equipment on the market—a line you can 
sell with confidence—-assured you are selling the B St 


_— 


Elevated 
Runway 
Markers 








eb ce eee aad ae ead 


~ 
_— 
os 
a 
a 
— 
— 
— 
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No. 2311-A 
Pendant 


Type 
Luminaires 


No. 6603 

High, Medium 

and Low Bay 
Reflectors 








8 ft. and 
12 ft. Wind 
Cones 

PYLON-LITES for Gas on Hinged 
Stations, Outdoor Thea- Poles _ 
tres, Building Fronts, 
Estate & Park Entrances, 

Parking and Used Car 

Lots, Airport Gate 
Markers, etc. 





No. 1802 
Street and 


WHITE 
PYLON-LITES 


Originators of 
the Famous 


New All- 
Aluminum 
Navy Flood 


Hinged 
Floodlight 
Pole 


Write for Literature 


e@ SERVICE STATION 

@ AIRPORT 

@ SPORTS e STREET 
@ OUTDOOR THEATER 


@ MARINE and INDUS- 
TRIAL LIGHTING 
EQUIPMENT 


ELIECTRIC 


lighting 
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“How you can help 
your customers reduce 


building costs... 


99 


by P. D. BRIGGS, Vice-President and General 
Sales Manager, Ilg Electric Ventilating Co. 


A you know, architects, engi- 
neers. and owners these days 
are becoming more and more con- 
cerned with skyrocketing build- 
ing costs. They find that contrac- 
tors’ bids are exceeding all limits 

.. and are looking for ways and 
means of making necessary sav- 
ings. Special round table confer- 
ences have been and are being 
called to discuss this alarming 
trend and find solutions to the 
common problem. 


So far, the best suggestion 
made has to do with standardi- 
zation of doors and windows, re- 
ducing size and placement of 


studs, ete. 


There is. however. another big 
element of cost in which savings 
can be effected—and here’s where 
vou come in! Many architects, 
engineers, and contractors have 
never adopted modern methods 
of ventilation and heating. Too 
many times elaborate systems of 
ductwork are used to introduce 


VENTILATION 


and distribute air, with similarly 
complicated systems used for ex- 
haust of “used” air. Again, air con- 
ditioning may be recommended 
for an entire building or depart- 
ment, when only a portion of the 
area requires this treatment... 
the remainder of the building 
could be served with ILG sensi- 


ble ventilation providing fresh air. 


Experience has proved in many 
eases, that a series of ILG Pro- 
peller Fans mounted in the win- 
dows or wall, or power roof venti- 
lators will provide more satisfac- 
tory “sensible” ventilation at 
from 10% to 20% of the cost for 
a duct system (and with a mini- 
mum of critical materials re- 
quired!) Again, it has been found 
that fresh heated air can be in- 
troduced with a minimum of 
ductwork through a combination 
of propeller fans and unit heaters. 


As you come upon a new build- 
ing or modernization projects, 
call these possible savings to the 
attention of the layout men and 
specifiers. If you do not have the 
experience to analyze systems 
and make recommendations, take 
the blueprints to your nearby 
ILG office for help. Then, watch 
your sales volume increase as you 
build good will with your cus- 


tomers! 


LG ELECTRIC VENTILATING CO., 2822 N. Crawford Ave., Chicago 41, Ill. 
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> SELF-COOLED MOTOR PROPELLER 
extra-powerful, extra-quiet, extra long iff 
i 


wall ~~, or on raat 


ILG “PRV” POWER ROOF VENTILATORSS 
new centrifugal fan type for vertical luce and dugf 
systems. An instant hit—the “PRV™ is now makiag 
new friends every where 


NEW ILG LOW ELECTRIC VENTILATORS 
feature-packed. Supremely quiet. Full rated capac 
ity. For kitehens, bathrooms, laundry of recreation 
roome ofhces, emall spaces 


* 


ILG “VITAL ZONE” UNIT HEATERS. the finest 
beating equipment money can buy Complete lines 
of steam, hot water, electric, and gas-tired onite are 
now available for continuous 3-shift operation 
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CLARK ENGINEERED 


ELECTRICAL CONTROL 


ELECTRICAL 
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Another CLARK First! In the Type “CY,” CLARK offers, for 
the first time, a line of AC Motor starters that gives you the extra 
protection of ’Mill-Type” heavy-duty construction and design. 
These new starters feature the combined use of strong multi-turn 
magnetic blow-outs and twin-break contacts” to achieve a new 
high in arc-interrupting efficiency. 


Other important advantages include: 

@ One piece upper arc shield, closed at the top, to prevent 
accumulation of hot gases between wiring terminals, mini 
mizing phase-to-phase failures. 

Magnetic arc interrupters in steel arc chambers. 

Silver alloy double break contacts. 

Melting-alloy type overload relays. 

Vertical-lift clapper type magnet with straight line guid ¢ 
movement, using no springs. 


Magnetic blow-out coils are used on all Size 2 and 3 “CY” Sterters. 
Sizes 0 and | use the same general Mill-Type construction as larger sizes. 


The new arc interrupting principle and twin-break silver-aliloy 
contacts, assure longer contact life. No filing, dressing or cleaning 
of contacts is required. Inspection and maintenance are further 
simplified by design features. 
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rut CLARK CONTROLLER co. 


1146. 2AST 15 2"° STREGT +. CLEVELAND 10, O10 
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it was a big atomic energy job and we wanted 
everything to be just right. “Is this stuff clean?” asks 
the boss, eyeing a rack of conduit. | told him it was 
Triangle and it had to be right but he wanted to see for 
himself. “‘“Good—no burrs, no rough spots and it's 
hot-dipped galvanized. That's the kind of conduit |! 
like to see." 





I figured while | had him in a good mood, I'd give 
him the rest of the story. ‘See how easy it bends, 
nice and even all around and there's no flaking on 
the bends. You never get any broken threads either 
because Triangle makes conduit and couplings the 
right way and the threads are capped to protect 
them during shipment.” 


| took him over to where we were doing some 
branch circuit work. “Pulling wire is a cinch with 
Triangle’s Glazon. That slick braid cure helps to do 
the trick. Glazon seems to be extra tough, too. Stands 
up better than anything we've ever used.” 


i, 


The boss asked me what kind of service | was get- 
ting and | told him, “Triangle and their distributors 
have never let me down. | don't have to go chasing 
after their salesmen. They check up on deliveries to 
see that we get the material on the job when we need 
it and are always glad to help me in any way they can.” 


ELECTRICAL 
DISTRIBUTORS 


Intensive Triangle adver- 
tising appears regularly 
in all leading electrical 
magazines. These adver- 
tisements always suggest: 
“Ask your electrical dis- 
tributor!” If you would 
like reprints of any Tri- 
angle ad for distribution 
to your customers and 
prospects, just drop us a 
note or contact your Tri- 
angle salesman. 


CONDUIT & CABLE CO., INC. 


NEW BRUNSWICK, NEW JERSEY 


1 MUST BE RIGHT 
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SELL single dollar’s 

worth of my material through 

the wholesaler. Not part of it 
not most of it—all 100 per cent of 
it, without any exception whatever ! 

The wholesaler literally is my) 
only customer. 

“Why?” you ask me, 

Well, it certainly isn’t because 1’m 
just a big-hearted Joe and want to 
keep a lot of nice fellows in business. 
It isn’t because I like the color of 
their hair —or their neckties — or 
because I’m a Boy Scout, nor be- 
cause I simply have an arbitrary 
blind policy. Oversimplified, it ts 
because I can’t get the products | 
make to market cheaper and better. 
Let me explain. 

\t our plant 
New Jersey, we make some 30,000 
items that go everywhere electricity 
is used—which is everywhere! We 
furnish the material, the machinery 
and the labor, and we put on our 
shipping platform the “finished” ma- 
terial. No, it isn’t actually quite “fn- 
3efore our material can 


ever) 


over in Elizabeth, 


ished” yet. 
reach its market, there are still three 
main functions somebody must per- 
form. 

First, a buyer has to be founa; 
that is, it must be SOLD. 

Second, it must be made available 
to users; that is, it must be CARRIED 
IN STOCK LOCALLY. 

Third, credit must be extended 
and payment collected. 


Customers and Suppliers 
Ought to Know 
YOUR STORY 


By N. J. MacDonald 


Vice President 
The Thomas & Betts Co 


These are, of course, the distribu- 
tion functions, and they are an eco 
nomically essential and inescapable 
part of the marketing cost of any 
product, no matter who performs 
them. They are also important, and 
considerable. In our business, for 
instance, they average 20 per cent 
of the selling price of the product. 
Now l|’m in make 
money, and as a businessman, I'd 
like to perform these distribution 


business to 


functions, pay their cost, and pocket 
the profit to which I'd be entitled on 
these operations. So, why don’t I? 
Simply because I can’t compete. 
In performing the distribution func- 
tions, | can’t compete with the elec- 
trical wholesaler operating properly 
because I would have to bear the en 
tire cost of performing these func- 
tions locally in every part of the 
country, wholesaler 
splits their cost over not only my 
line, but over all of the complemen 
tary lines he stocks and sells 
That’s quite a statement—that the 
wholesaler can distribute cheaper 
and better than the manufacturer 
“Prove it”, you ask. And I’m glad 


whereas the 


you did—because | think I can. 
During World War II it hap 
pened, as you know, that some agen- 
cies of the government were largely 
staffed by 
perts from the “direct selling’ and 
“anti-middle man” school of thought 
We weren't doing business with the 


so-called economics ex 
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Whenever his position in our 
economy has been challenged, the 
electrical wholesale distributor 
has found “champions” stepping 
forth to support the wholesaler 
policy with intelligent, irrefut- 
able facts and figures. Electrical 
Wholesaling has been privileged 
to present the statements of many 
of these “champions” including 
the National Association of 
Electrical Distributors, leaders of 
wholesaler houses ana, executives 
of electrical manufacturing firms. 
This article presents the opinions 
of one of these “champions” — 
N. J. MacDonald. 


THE EDITOR 





Army, the Navy, and the Air Force 
very long before our 100 per cent 
wholesaler distribution policy came 
under official fire, and we were sum- 
moned, separately, by the services to 
explain and defend it. In order to re- 


demonstrate conclusively to the sat- 
isfaction of all of the armed services 
that our distributors saved us money, 
and thus enabled us to reduce the 
cost of our material to the user. This 
we were able to prove, without ex- 
ception, and so you'll know in de- 


tail how an electrical wholesaler 
really does save a manufacturer 
money in getting his product to mar- 
ket, I’m going to include here the 
text of a letter addressed to one of 
the government agencies in which 
we presented our case. 


tain our wholesaler policy, we had to 





March 6, 1945 


Gentlemen: 

You have requested that we give you, in writing, the basic economic 
principles underlying our principle of doing all of our business through 
our electrical distributors. We greatly appreciate the opportunity to 
present our reaSoning to you,and we are Submitting this with the under- 
standing that it will be used as a basis for discussion only; and that 
no unfavorable decision will be reached without giving us an opportunity 
to appear personally. 

We believe the first essential is to clarify your objective. 

Have you any academic interest in changing our method of operating 
our business? Or, is your interest solely to save yourself and 

the taxpayer money by buying at the best possible price? We must 
naturally assume that you are intereSted solely in buying our pro- 
duct at the best possible price, and we are proceeding on this basis. 

In considering whether-or not the services of a distributor shall 
be recognized, it should first be determined and recognized that there 
are certain "distribution costs" over and above the labor, material, 
and overhead costs of production. The only sound claim to recognition 
by the distributor is that he can,and does perform the distribution 
functions (described below,) cheaper than anyone else can, and this is 
the only reason for his survival in the competitive business world. 

We have frequently heard the expression that "paying the distributor 
a profit, is paying a double profit." We are completely convinced, and 
we intend to demonstrate, that this contention is a fallacy. The 
distribution functions (which we detail later,) must be performed by 
someone, and paid for. If we, as manufacturers, perform them, we are 
entitled to their cost, plus our profit. If the distributor, especially 
organized to perform them, does so cheaper than we could, then his cost 
plus his profit is less than our cost plus our profit, and the pur- 
chaser benefits by this saving. 

It should also be recognized that manufacturers or producers 
necessarily fall into different classifications, according to the 
nature of their businesses, and that all classes of business cannot be 
measured by the same stick. The WPB has recognized this in classifying 
as "A" producers the type of manufacturers organized to handle Specific 
large contracts, with individual cost accounting and cost allocating 
throughout. WPB classifies as "B" producers those manufacturers 
necessarily organized to manufacture in anticipation of many expected 
varied and small orders, necessarily spreading their costs over the 
entire operation. Quite frequently, as in our case, a "B" producer is 
presented with an "A" type order, but the "A", or specific contract, 
proportion of our business is too small to economically justify dup- 
licate "A" and "B" organizations. In our casSe,as will be demonstrated 
at length, the great bulk of our "B" type business carries the large 
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majority proportion of our development, engineering, management, etc., 
overhead,thus greatly reducing the proportion of these items which 
otherwise would have to be charged to "A" business, or specific con- 
tracts individually. 

What we mean by "B" Products--we regularly manufacture many 
thousands of standard items, required often in small quantities by 
anyone using electricity--the Army, Navy, all branches of the Federal, 
State, and Municipal Governments, electrical construction contractors, 
industrials, railroads, mines, etc., for maintenance, repair and con- 
struction, aircraft manufacturers, shipyards, ordinance and vehicle 
builders, manufacturers of all types of electrically driven or con- 
trolled equipment,etc. These materials are suddenly and urgently re- 
quired, and must be on shelves in strategically located stocks, as well 
as in process of manufacture, in anticipation of requirements. This is 
our regular or “overhead absorbing" business. 

In addition, because of this business, we have always found our- 
selves admirably equipped to design and produce to order, closely re- 
lated special equipment. During the war, we have been doing so for both 
services with sufficient success to merit four successive awards of the 
Army-Navy E. This minority proportion of our business is generally 
specific contract or "A" class business, but it has received the benefit 
of prorated expenses of our "B" business, instead of having to stand 
on its own feet. We are prepared to submit to you for your inspection 
typical cost breakdown exhibits which will illustrate how Specific "A" 
contracts benefit from our prorated overall costs, instead of having 
to bear their full actual cost. 

Almost fifty years of experience in our business has convinced us 
that wholesaler distribution, to which we have adhered consistently 
for 25 years, without any exception--that is, turning over the dis- 
tribution functions of our business to electrical wholesalers, re- 








duces our cost of operation and,therefore, reduces the selling price of 
our goods to the user, Government or private. Our experience with war 
production and our cost studies for renegotiation purposes simply 
strengthen this conviction. 

We are organized to do business with customers who perform for us, 
cheaper than we could ourselves, the essential distributor functions 
of our business. The distribution functions include: 


1. Warehousing at point of requirement. 

It will not be argued that local stocks are necessary for emer- 
gency procurements in small quantities. 

2. Selling--and providing technical information. 

It is not necessary to "sell" the Government, but essential dis- 
Semination of technical and catalog information by our local distrib- 
utors reduces our own cost for this item, and eliminates annoying and 
costly delays to the Government. 

3. Financing and extending credit. 

This company has no Government money or loans. It operates entirely 
on its own capital and credit and is not seeking to establish a busi- 
ness at Government expense. 

We are able to operate a comparatively large business on compara- 
tively small capital, because our distributors act as bankers, utiliz- 
ing their own capital to extend Government credit, while paying us 
every 15 days, thus enabling us to meet increased payroll and in- 
ventory obligations. Through unavoidable complications and technicali- 
ties, the Government can and does frequently, hold up payments. Our 
distributors carry these accounts for us. We know of many cases where 
we have received our money promptly from the distributor, whereas the 
distributor hasn't been paid for up to nine months. 
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4. Transacting detail customer business. 
a. Executing quotations and forms. 
b. Posting bonds, computing freight charges, etc. 
c. Handling claims, credits, shortages on the spot. 
ad. Billing and following shipments. 
e. Collecting. 

The Government has thousands of local supply, procurement and 
disbursing offices, etc., all doing business (procuring, receiving, 
settling,) with contractors. The Government has found it expedient 
and economical to localize these functions. So must the Government 
contractor localize, in order to handle specifications, quotations, 
forms, bonds, credits, claims, collections, etc., of all the local 
Government offices. 

There seem to be only three (3) alternatives by which the con- 
tractor can do local business: 

1. By travelling representatives from his plant. 

2. By establishing his own complete local offices. 

3. By utilizing the existing, competent and strategically located 
services of distributors. 

The first method has generally been found impractical for obvious 
physical and expense reasons. The second, branch office method, may 
be justified as economical where consistent local volume is great 
enough to support its cost. But the third method is the only apparent 
economical solution for plants of medium or small volume, whose sources 
of business are varied and inconsiStent, for the reason that the 
cost of these local functions remains consistent with the local vol- 
ume, when the distributor's established services are utilized, as 
required. 

Further, the local distributor reduces the cost of his services to 


any one manufacturer by Spreading his total cost over the products of 
all the manufacturers for whom he performs these functions. 


In our own office, we handle credit and collections of our 
customers with half a girl's time, and our billings with a very small 
group. To add thousands of new and Strange accounts, and to bill and 
follow them, would require a tremendous expansion of our office and 
force simply to duplicate our distributors existing facilities at 
great added expense to us and the Government. We would have to add a 
claims department, now handled as routine by means of our distributors’ 
reports. Over and above the added expense, and therefore cost to the 
Government, of selling direct, we believe it to be practically physi- 
cally impossible to expand either our offices or office force suffici- 
ently under present critical conditions. 

Each Government department understandingly engrossed in solving its 
own problems in its own way has established its own methods of doing 
business. The forms, instructions, terms, conditions are many and 
varied, and penalties for misunderstanding or noncompliance can be 
heavy and serious. The manufacturer, like ourselves, must set himself 
up to best and most economically serve all branches of the Government 
agency plus their prime and subcontractors as well as essential civilian 
users. We contend that our electrical wholesalers are specialized to 
handle these many important varieties of paper work much cheaper than we 
could Set ourselves up. We are thus left free to perform our specialty 
of producing and shipping goods in the greatest possible quantities. 

For instance: Can you, if you will, imagine one individual Gov- 
ernment officer establishing his own form, entirely different from 
regulation in size, shape, color, terms, conditions, and printed in 
only seven copies instead of sixteen, and attempting to run this 
special deviation through the smoothly organized procurement, inspec- 
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tion, and disbursement routine? Chaos, 
in its own little way, 


organization, 


is set up on its own routine, 


as it must be, 


of course,would result. 
to obtain any sort of efficiency, 
in order to handle the 


Now, our 


widely varying requirements and conditions of the Navy, the Army Air 


Corps, 


contractors of the Army and Navy, 
users entitled to priority. 


Army Signal Corps, Army Ordnance, 


the various prime and sub- 
plus all the essential civilian 
That routine is founded on one efficient 


base=--which is manufacturing and filling the uniformly entered orders 


of our distributors. 


It is our distributors who are organized with 


Specialists to handle and take responsibility for the myriad details 


of varying terms, 
expediting, etc. 
into our plant, 


Special procurement form through its system--individual attention, 


conditions, 
To take a special exception, 
would be equivalent to your department trying to run a 


diversions, 
such 


changes, 


pense and chaos throughout. 
To summarize and illustrate what we have said, 
will go back through its experience with competitive invitations to bid 


issued by its procurement offices, 
utilizing the economical services of our distributors, 
of competitive Government business bidding against 


full share, or more, 


manufacturers who quote the Government direct. 


For 


it will find that this company, 


individual shipments, 
as a direct order, 
ex- 


if your department 


by 
has received its 


your information, 


this has been equally true in private commercial bidding. For twenty- 


five years, 


both the Government and private users have been able to pro- 


cure T&B material through our distributors at equal or less cost than 
they could consistently procure equivalent material direct from other 


sources. Naturally, 


conducting our business is economically sound and right. 
we trust you will agree. 


our case, 


we are completely convinced that our method of 


At least, in 


We again wish to express our appreciation of the opportunity you 


have given us to present these facts; and, 
we will also appreciate your courtesy in indicating a de- 


intention, 


in line 


with your expressed 


finite appointment for the personal discussion of any points you feel 


we have not clarified. 


Very truly yours, 
THE THOMAS & BETTS CO., 
Incorporated 


N. J. 


MacDonald 


VICE PRESIDENT 





Now—there’s conclusive 


acceptable to all branches of the gov- 


proc rf, 


ernment—that the wholesalers’ serv- 
are and economical 
So don’t ever let any manufacturer 
tell you that he was “forced” to sell 
direct ! 

And if this article presenting my 
views on wholesale distribution en- 
titles me to criticize, I want to state 
what I think is the most damning 


ices essential 


criticism and the greatest, and most 
dangerous weakness, of the whole 
saling industry. 

Generally 


speaking, wholesalers 


know themselves—or at least 


don’t teach their people the 


don’t 
they 
economic functions which they per 
form for manufacturers. And 
then—again generally speaking—if 
they do know what they’re doing for 
the manufacturer, they don’t have 


the 


the guts to stand up to the manufa 
turers and imsist upon a fair and 
equitable wholesaler policy on the 
part of their manufacturers 

I firmly believe that many more 
manufacturers will have good whole- 
saler policies just as quickly as many 
more wholesalers consistently get up 
enough courage and will power to 
pass up the quick odd buck in favor 
of insisting on their economic rights 


Turn Page for Picture Presentation on Wholesaler’s Functions 
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The Electrical Wholesaler 
Performs These Essential 
and Valuable Services More 


Economically Than Any Other 


Agency or System Now Known 























The wholesaler pays freight or express charges from factory 
to his city, regardless of distance, and in addition he also pays 
for carting from the depot or dock to his warehouse 











Trained assistants must check receiving and shipping records, 
check and pay invoices, issue bills, send out statements, keep books 
and collect accounts. 











The wholesaler’s hundreds of purchase orders keep a flow of 
thousands of different products of various manufacturers rolling 
into his warehouse every day in the year 





TOMERS 
RECEIVING DEPARTMENT. [eusromess 




















He must sell in quantities to suit the user's needs, but he must 
buy in large quantities, as specified by manufacturers, to get the 
lowest price possible for his supplies 














WHOLESALER 


ie) 


| MANUFACTURER 




















By air mail, telegraph, telephone, the wholesaler keeps in touch 
with the many manufacturers whose lines he stocks so as to 
expedite his shipments to customers 














To retain local patronage, claims are adjusted, returned goods are 
accepted, credits are issued and all regardless of how the distant 
manufacturers ultimately adjust 


74 























Credit losses usually vary with the type of operation and territory, 
ranging from one-half to two per cent of sales, and must be absorbed 
by the electrical wholesaler in operating cost 
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It is necessary for the wholesaler to train and maintain a staff of 
salesmen that know the products handled by the industry and 
where, how and when they are used. 


To promote sales, he supplements the manufacturer's advertising, 
spends money on catalogs, circulars and for advertising in local 
newspapers, programs and publications in his territory. 
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He extends credit to his customers, assumes credit risks, often 
finances whole jobs, frequently waits from 45 to 90 days for payment, 
but must pay manufacturers promptly. 
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He provides for economical and speedy handling of a vast 
variety of products, and for convenient storing in racks, cabinets, 
bins or on shelves in his warehouse. 
































Efficient counter and telephone service requires trained men 
who know the hundreds of products handled, their uses, codes 
and various rulings made by local government. 
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At his warehouse he assembles into a single shipment, in sizes, types 
and quantities to satisfy the user, the products of many different 
factories obtained from near and far. 











He has to maintain trucks for his delivery service, cars for his out- 
side salesmen and facilities for storing and servicing his company’s 
automotive equipment 

















Supplying catalogs and price sheets, his gross margin is that 
narrow spread between cost, set by manufacturer, and selling 
price, established locally by his competition. 
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The wholesaler’s trained salesman makes on-the 
spot demonstrations of new devices that are of 
interest to industrial buyers 





When the salesman helps a 
contractor make up _ material 
lists, his house fills the orders 


Services That the Salesman Provides 
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The average electrical wholesaler’s warehouse contains the pro 
ducts of ot least 150 different manufacturers gathered from 
almost as many different cities throughout the United States. 


Footcandle tests and sample installations of 
better units are steps leading trained salesmen 
to orders for lighting equipment. 


When trouble arises from improper 
wiring or overloading, the salesman 
makes voltage and other tests. 




















Actual assistance in improving displays of deal- 
ers enables the trained salesman to build better 


and larger sales of appliances. 


UU 








By helping contractors in preparing bids, the 
salesman improves chances for sound bidding 
practices, gets more business. 











By showing how to use sales helps and adver- 
tising materials, the trained salesman helps 
promote better selling to users. 


Industrial engineers expect wholesalers to keep 
them posted on new products and methods facil 
itating production or maintenance. 

















“To heck with your complaints! We'll handle 
the details here. Your job is to sell.” 


“Didn't you say you had some problems that 
you wanted to talk over with Mr. Smith?” 


@ Are Field Salesmen Sniping at Home Office Personnel? 


@ is Home Office Indifferent to Salesmen's Complaints? 


Here Is How to Develop and Maintain 


Co-operation within Your Company 


By Fred H. 


HE problem of how to develop and main 
i yee a co-operative relationship between terri- 

torial salesman and home office personnel provides 
management with its greatest headache. It’s the 
reason why so many general sales managers die in 
strait jackets long before the termination of their life 
expectancy, 

This relationship problem has four aspects. They 

are: 

What is management’s attitude toward it? Is 

management overly sympathetic to the salesmen’s 
complaints that home office personnel give them no 
aid in servicing customers? Or are the salesmen told 
“to heck with your complaints. We’l! handle the details 
here. Your job is to sell. Go out and do your job.” 
2 How well does the general sales manager main- 

tain personal liaison between the field and home 
office sources of aid to the field? Does he put across to 
the home office the real problems with which the sales- 


“Excerpts from an address given by Fred H. Wagner, sales manager, 
Jamison Cold Storage Door Co., at a recent sales meeting of the 
Tri-State Electrical Supply Co., Hagerstown, Md. 
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men are faced? Or, because of management’s attitude, 
is he reluctant to support his salesmen’s complaints 
even though they are justified by home office indiffer- 
ence ? 
3 Salesmen, although their business is selling, are 
©” normal human beings. As a group they represent 
a normal cross-section of humanity as a whole, In any 
sales force, regardless of size, seldom are there two 
men whose sales methods are identical. Some are more 
prone to require home office support than others. 
Some, although their sales always exceed their quo 
tas, are never able to handle customer complaints Satis 
factorily without home office help. There are others 
whose sales performances are also excellent, but who 
seldom ask ior aid. Those who always need help are 
condemned by home office personnel because they do 
not meet the standards set by the other group (but 
remember, before condemning them out of existence, 
can the home office personnel exist without the sales 
they produce ?). 
4. Does the salesman who consistently condemns the 
home office for lack of aid make every effort to 
solve his problems personally before asking for its 





“He must adjust his approach to each customer in accordance with “He must have the ability to adjust his working hours to the avail- 
that individual's peculiarities of character.” ibility of customers, yet keep a fairly tight travel schedule.’ 


. efforts of salesman would be valueless unless he has home “Home office desk man . . . is perhaps the most valuable source of 
office behind him. Home office routine supplies his customers with aid a salesman has. He knows what stocks are available fac- 
the products he sells.” tories’ delivery schedules shipping facilities.” 


Their Relationship Can Be Ideal. . . 


“It he is properly trained . . . home office desk man “when each understands the other's problems . . . the responsibility for 
will build his value with his company . . . by meshing establishing this understanding and its continued maintenance lies flatly in 
his abilities with the salesmen’s efforts.” the lap of the general sales manager and the support given him by management.” 
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help? Does he give consideration to the fact that he 
is only one of many whose sales problems equal his‘ 
Is he interested only in obtaining orders and to heck 


with the seemingly unproductive work involved in 


satisfactorily servicing a customer’s complaint? Leave 
that detail to the home office! He’s too busy selling. He 
doesn’t recognize that by trying to transfer his serv 
icing responsibility to the home office personnel he is 
losing the best possible means of stimulating a constant 
flow of orders and with a decreased effort on his part 

Those are the four aspects. And here is only one 
man’s opinion of how the problem as a whole can be 
disposed of to the benefit of all. There is only one ap 
proach to its disposition. And that is: remember that 
no manufacturing or distributing organization can 
exist without customers. Anything done by anyone in 
the organization which will reduce the customer list 
detrimentally affects the entire organization. 

Within the first two aspects ef the problem, in my 
opinion, lie the means of correcting the entire problem 


Policy Maintenance is Sales Manager's job 


The sales manager must see to it that management’s 
policies are consistently maintained. This does not 
mean it is not also his duty to call management’s at 
tention to certain of its policies if those policies ham- 
per sales effort and performance. He must recognize, 
however, that some policies are fundamental. If they 
tend to depress sales it is his job to develop ways and 
means of reducing their effect on sales. That one factor 
is one of the primary values of a sales manager. If 
he does not have this ability, management should find 
someone who has. 

The third aspect, the home office personnel’s sales 
attitude, is a hard nut to crack. By nature those in 
dividuals are receptive to and basically trained in rou 
tine procedure. It is hard for them to recognize that 
sales are never routine 

The man at a home office sales desk is frequently of 
he opinion that the life of a salesman is one of pleasant 
travel and the entertainment of customers. The home 
office sales desk man knows he is working when he fol 
lows his routine of checking salesmen’s orders, routing 
shipments and establishing delivery dates. He does his 
job well. He doesn't like to be disturbed in it 

His income in many instances is less than the sales 
men’s. He knows that it is his routine that gets the 
products sold by the salesmen into the hands of the 
customers. All of his routine activities are important 

There are times, however, when his opinion of his 
importance becomes exaggerated. He gets himself into 
a state of mind that he becomes convinced that sales- 
men are superfluous. He feels that through his routine 
correspondence with customers his contact with them is 
more frequent than that of the salesmen. Eventually 
this character of thinking becomes so exalted that he 
becomes satisfigl that management does not know its 
business. Fire the sales force becomes his pet argu- 
ment. Direct-by-mail selling should be adopted. When 
this happens the desk man is lost. He is of no further 
value to his company. 

But it is well to remember that if a desk man 
reaches this condition of diminishing value, the fault 
does not lie with him alone. The development of his 
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condition could have been nipped in its imciprency. 
His troubles could have been corrected by the 
sales manager and management. It is they who should 
have educated the desk man to understand the errors 
in his thinking and given him the guidance he didn't 
get. 

The home office desk man is perhaps the most val 
uable source of aid that a salesman has. He knows 
what stocks are available. He knows his factories 
delivery schedules. He knows the shipping facilities 
into the salesmen’s territories 

If he is properly trained—and that is management 
and the general sales manager’s job—he will build his 
value with his company and earn the salesmen’s un- 
ending praise by meshing his abilities with the efforts 
And nine cl 
out of ten his income will also. He mu 
however, that he can never attain the importance ol 


vy both 


of the salesmen. Sales will increase 


the salesman 

It is only the salesman who can sell 
is in the field for one purpose only. He is put there 
to make the potential buyer his company’s customer 
If this purpose is not achieved by the salesman, sup 
ported with all reasonable aid from the home office, 
there will not be any desk for the desk man to sit at. 

These words may give you the impression that I 
consider the salesman to approximate a super being, 
Wash that idea out! 

A salesman is only an individual equipped by nature 
and training to do certain things that the home office 
man cannot. He must have the ability to adjust his 
working hours to the availability of his customers, yet 
keep a fairly tight travel schedule. He must never 
waver in his belief in the products he offers, regard- 
less of loss of sales to competition. He must be a keen 
judge of human nature. He must adjust his approach 
to each customer in accordance with that individual’s 
peculiarities of character. If he entertains a customer 
he must know the type of entertainment that that cus- 
tomer prefers. When he has these qualities, he is a 


[The salesmat 


salesman. 

But, and this is a big but 
that only a salesman can produce sales, his efforts 
would be valueless unless he has the home office behind 
him. Home office desk routine supplies his customers 
with the products he sells. His sales are not complete 
until the products are delivered. He produces cus- 
tomers. The home office produces products 


Regardless of the fact 


Salesman Should Study Home Office Routine 


The salesman, therefore, must thoroughly under 
stand home office routine—its flexibility and the limits 
to which routine procedure can be adjusted to his sales 
problems. When the salesman learns how to handle 
these factors efficiently, then and only then is he a 
real salesman. 

Summed up, the solution to the problem of develop 
ing and maintaining a co-operative relationship be 
tween territorial salesmen and home office personnel 
is this: the relationship between the two can be made 
ideal only when each understands the other’s prob 
lems. And the responsibility for establishing this 
understanding and its continued maintenance lies flatly 
in the lap of the general sales manager and the sup- 
port given him by management 





CLOSE-UP SHOT of the main area, this one in the direction of the 
committee conference room, reveals effective office lighting. 


LONG VIEW of spacious, well-lighted general office shows mem- 
bers of the association's staff as usual—hard at work. 


Take a Tour 


W 


THE FIRST to greet you upon entering N.A.E.D.’s new air con 
ditioned headquarters is Mrs. Aileen Holz, office receptionist 
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FROM HER OFFICE, adjacent to the receptionist’s station, Miss STAFF MEMBERS William C. Pirie, public relations manager, and 
Rose Cleary, treasurer, has a wide view of the entire floor Alfred Byers, executive secretary, confer here in Mr. Byers’ office 


EXECUTIVE DIRECTOR Charles G. Pyle, seated behind desk in new office, converses with 
recent visitor Titus B. Schmid, president of Crescent Electric Supply Co., Dubuque, la. 


Through N.A.E.D.’s New Offices 


COMPLETELY EQUIPPED committee conference room in the new headquarters has proved 
a welcome addition to the office. It can handle all but the largest meetings 
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STIRRING ARTISTIC effect through simplicity is a 


; in Little Rock, Ark. Plain construction of this Christmas scene belies 
shown in these day-night close-ups of display on Capitol building theory that, to have punch, displays must be expensive or ornate. 


ROCKEFELLER PLAZA continues to attract thousands to its gi- INGENUITY plus unlimited spirit produces wonders in your residen 
gantic Christmas tree bedecked with a myriad of decorative lamps. tial community. This gayly decorated home in Belleville, Ill., is proof 
Noma Electric Co. photo General Electric Co. photo 
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NS Pe tS Here’s How To Set Up 
= A CHRISTMAS LIGHTING CONTEST 
ae 
START IT EARLY — Preparations should be in the 
wre ce” BIER J works by the latter part of October. 
SB calc sie ne A BOSS ASSIGN SPONSORS AND JUDGES — Pick them 
¥ Pk ee ees from groups having the most community re- 
sponsibility and interest. 

GET EVERYBODY INTO THE ACT — Residents 
of homes, business places, industrial concerns, and 
children are your targets. 

USE PROMOTIONAL GIMMICKS — Publicity, 
your best bet for success, must be used to the hilt. 

z DECIDE ON PRIZES — Cash or merchandise make 
— é best awards. Number of prizes depends upon size 


of contest. 
CLOSE IT EARLY — Official ending should be 


one week before Christmas so that awards can 
: : - be announced before Dec. 25. 
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YOURTOWN, U.S.A. could be the subject of this 


shimmering scene. Hundreds of cities are decorating their streets 


a 
Ed 


- na 


< 
emake * 


General Electric Co. phote 


with sparkling, cheerful designs. And it could be your town this 
December if you plan diligently and encourage everybody to. 


Say Merry Christmas with LIGHT 


O Your Christmas Shop- 
ping time- 
tested slogan adopted by 


ee 


Early” is a 


businessmen in your community as 
an advertising overture to last-min- 
ute shoppers. Publicity-wise, it does 
much to snowball the Christmas buy- 
ing bonanza at a time when shoppers 
have barely digested their Thanks 
giving turkeys. 

Another slogan, this one intended 
as a potent stimulator to Christmas 
lamp sales, is the phrase, 
Merry Christmas With Light.” It 
naturally refers to Christmas light 
ing in your community—that tradi- 
tional and appreciated way of saying 
“Merry Christmas” to friends and 
neighbors, and to everyone around 


“Say 


you. In fact, stores, plants and whole 
communities have adopted this me 
thod of expressing their greetings 
at Christmas Time. 

And what Christmas lighting pro 
gram can be complete without a 
Christmas lighting contest? It’s as 
necessary to the Yuletide glow as 
whiskers are to Santa Claus; neces- 
because it stimulates the 
spirited enthusiasm so vital to beau- 
tify and publicize your community. 
It contributes immeasurably to the 
Christmas spirit. The results of such 


Sary 


a contest within the framzwork of a 
Christmas lighting program is a 
source of civic pride for the adults 
and a focal point of joy for the 
youngsters. 


PARTICIPATION 





To realize the fullest effect of a 


Christmas contest, the program 
should be open to residents of homes 
and apartments, business places, in- 
dustrial institutions, 


and children. Separate competitions 


concerns and 
and rules should be set up for each 
of these groups. 
Residential—Residents of homes 
and apartments are the greatest con 
tributors to a contest of this kind 
Each family naturally falls into the 
friendly competitive mood, a requi- 
site factor if the contest is to be kept 
alive. To interest the greatest num 
ber of participants, the competition 
should include various types of dis- 
plays such as trees, doorways, win- 
dow and lawn scenes. It may be a 
good idea to have separate awards 
for these different categories in the 
residential section of the contest. 
Depending upon size, it may be 
advisable to divide the city or town 
into districts and have competitions 
within or between each district. 
Prizes may then be awarded to each 
district winner and a grand prize for 
the winner of the competition be- 
tween districts. Whatever you feel 
will stimulate the whole contest pic- 
ture, use to the fullest. 
Commercial—The job of con- 
vincing most places of business that 
they should decorate with light is 
frequently a case of showing them 
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the 
through attractive decorations. Local 
merchants should be reminded that 


possibilities of advertising 


cheery Yuletide lighting can do won- 
ders to pep up Christmas sales, and 
can also be used as a bright “thank 
you” note to customers for theif 
patronage during the year 

It will probably be advisable to 
judge stores with a large frontage 
separately from the smaller busi- 
nesses. In larger cities you may want 
to classify the stores according te 
their trade; i.e., drug, grocery, clothe 
ing, bank, department and 
restaurant. You want to 
divide business concerns into zones, 
and further inte 
groups according to cost—an ex- 
cellent method for determining the 
competitive. classification of the en- 
trant. 

Industrial 
forgotten in the Christmas lighting 
opera 


store, 
may also 


split them up 


Industries are often 


plan. Industry owners and 
tors, conscious of the importance of 
local good will, are anxious to show 
their interest in the community. And 
plants attractively lighted can be the 
additional touch to make your com 
munity’s Christmas lighting truly 
outstanding. 

Industrial plants may be classified 
and judged by the size of the area 
decorated with light, or by the size 
of the decoration itself. Suitability 
of the for decoration should 
also be considered. Classification by 


area 
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cost, like the commercial phase of 
the contest, is a good yardstick for 
measuring the effectiveness of in- 
dustrial participants. 

If the community is heavily indus 
trialized, you may want to break the 
competition down into separate busi 
ness classifications ; i.e., steel, chem- 
ical, automobile, electrical. In smaller 
communities where industries are 
relatively few, it will probably be 
group them 
commercial establishments in 


advisable to together 
with 
But these 
classifications are flexible. You can 
adjust them to fit your particular 


one competitive category 


situation 
Children 


kids when organizing your contest 


Don't 


hildren, nN 
v Chri 
tions, presents excitement 


the fullest. Give them a chance to 


express their enthusiasm by con 
ducting a separate competition for 
children ; 

\ward prizes for the most original 
Yuletide lighting displays conceived 
\nother way 


under 16 years of age 


and installed by them. 
to interest the children would b 
hold an essay « 

tinent tas “The 
Christmas 


subjec Meaning 
Lighting,” or “The 
: ; 


. . ’ 
ristmas lighting 


(Origin of ¢ 





PREPARATIONS 


Like Christmas 
Christmas 


be started early 


shopping, thi 
should 


insure 


contest 
enough to 


lighting 


community-wide response, about the 
Jatter part of October. This early 


date is necessary because businesse 


overlook the 


and plants must do their planning 
well in advance. Details for opening 
the competition officially should be 
well in operation by November. 
You'd be surprised how swiftly the 
time passes once you start grinding 
out the mechanics of the contest. 

If you can announce the residen- 
tial competition soon after Thanks 
giving, and make entry blanks avail- 
able beginning December 1, then half 
your problem is licked. Have news 
papers print these entry blanks regu 
larly with accompanying stories, and 
induce radio and television stations 
to announce where they can be ob 
tained. Most important of all, reg 
ularly publicize the fact that all entry 
submitted a week 
Christmas so that 

judged, and winners an- 


blanks must he 


before entries 
m he 
nounced before Christmas. 
Sponsors—Your first 
in planning for the Christmas con 


oprective 


test should be the assigning of spor 


Chis shouldn't be too difficult 


The 


In_ your community 


a task. 


numerous civic groups 
} 


are alive to the 


value of a Christmas lighting contest 


and will be more than willing to pitch 


in and help. 

Che sponsorship may be fully as 
sumed by one group, or jointly by 
with the aid of the local 
radio and 
stations. One organization can even 


several, 
newspapers, television 
“head-up” the contest and delegate 
authority for various phases of it to 
other cooperating groups. 
Judges—Select 
judges for the contest on the basis 
of community responsibility and in- 
terest best done by see 


Judging is 


Royal Electric Co. photo 


TAKE A TIP from ycur publicity committee by arranging your own Christmas displays 
early. An orderly layout of Christmas supplies can mean that added boost in sales 
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three or five 


ing the actual displays, although in 
some cases, photographs may be 
used. Judging of the residential, 
commercial and industrial competi- 
tions should be based principally on 
general artistic effect plus originality. 
It may be a good idea to have judges’ 
score cards printed, on which is pub- 
lished a table of judging values. 
Prizes—FEither cash or merchan- 
dise will make good prizes. They 
may be from local mer 
chants or donated by the sponsor(s). 
ach competition conducted may be 


solicited 


judged separately and awarded in- 


dividual prizes. Each division of 
each competition may follow a simi 
lar pattern, with division members 
The 


number of prizes will necessarily de 


competing for a grand prize 


pend upon the size of the 
Publicity—The 


ure of your contest depends to a 


contest 

success or fail 
great extent upon the effectiveness 
of your publicity. An accepted prac 
tice in promotions of this kind is to 
hold a luncheon or dinner for the 
press, radio and television during 
which the publicity committee can 
distribute prepared publicity mate 
rial. If a luncheon or dinner is im 
possible, be sure the members of 
your publicity organization call on 
newspaper columnists and radio and 
television announcers personally to 
These are the 


insure the 


spark the program 
people that can success 
of your contest 

Keep your local papers informed 
fully about the progress of the con 
\ steady 


will help them help you 


test. flow of news releases 
Liven the 
releases with first-rate pictures. They 
make stories more readible and get 
more valuable space for contest 
news, 

Interviews with responsible citi 
zens, together with daily ‘‘spot”’ an 
nouncements, are excellent promot 
ers for radio and television coverage. 
demonstrate 


[V programs which 


techniques of decorating, lighting, 


and planning can be top-notch in 
terest stimulators 

So there 
work for a 
Christmas lighting contest. Work on 
it. Talk it up around the community 
Give it lots of serious thought. But 
hurry! It may be later than 
think. 


ground 


have the 


you 


potentially successful 


you 
To improvise a bit on one of St 
t 


Nick’s most 
Christmas to 


“Merry 
1 


LOoOC 
4 t 


famous lines 
all and to all 


light.” 
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Can Salesmen Help Train Each Other? 


Through self-managed meetings, plus management-sponsored programs, 
distributors’ salesmen at Gilson Supply Co., Oakland, Calif., are strength- 


ening themselves for tomorrow’s selling and proving that they can help 


each other gain more business. 


ANY are called, but few 
are chosen” may well ap 
ply to the men who have 

been put into electrical supplies sell 

ing jobs during the last five years, 
not be around long 
when a continued emphasis on good 


ee 


but who may 


selling technique rules out the in 


efficient and out of date. And muc! 


of the decision on who will stay 
7 
ly 


the industry won’t be based sole 
on economic conditions, the reputa- 
tion of the house, or the brand 
names of the products handled—but 
on the individual salesman’s ability 
keep himself 


selling techniques and 


and willingness to 
trained in 
educated in product knowledge and 
application ahead of his competition 
and his customers. 

The salesmen for Gilson Supply 
Co., Oakland, Calif., realize this sit 


uation, and for some time have 
been preparing themselves not only 
for tomorrow’s selling but for years 
ahead. Encouraged by Gilson’s man 
agement, partners W. C. Figroid, 
C. W. Martin, and B. H. Dowd, 
these salesmen have instituted a self- 
program 


that supplements the regular com 


organized, self-managed 
pany sales meetings late each Mon 
day afternoon. No longer do the 
salesmen just sit back and take, the 
get up and give. Following the pro 
gram planned by management, and 
the question period that follows, one 
take 
The meeting then becomes a forum 
for the 


or more salesmen can over 


discussion and analysis of 
whatever subjects 
member of the staff. 

e Easing Problems — Should a 
salesman have trouble in selling a 


contront any 


particular customer because of rea 


sons that would interest the other 


salesmen, he presents the case. In 


the discussion, the salesman may 


‘arn from the past experiences ot 


By Howard J. Emerson 


the others some ways and means ot 
swinging this account. It may hap 
pen that the problem parallels the 
experiences of with 


other salesmen 


other accounts during the same pe- 
riod of time, thus indicating a busi 
ness trend, specific activity of com 
petition, or a general fault in the 
group’s selling methods, policies or 
product. 
Problems on selling particular 
products may be brought up by the 
salesmen to get the reaction and ex 
perience of the others. The result of 
thy 


this group might be a 


new selling approach, the calling in 


discussion 


of the manufacturer’s agent for more 
product knowledge, or a recommen 
dation to management on the advis 
ability of continuing the 
product. 
Problems of 


brand or 


competition, as ex 
perienced by one Gilson salesman in 
his territory, may be thrown open to 
the group to find out if it is the 


salesman, 


action of one competitive 
' 


or the policy of the competitive 


wholesaler. In either case, inter 


change of ideas on meeting compet 
tion results in stepping up the whole 
staff ’s technique and ef 
tiveness 


¢ Sharing 


the activity of the 


selling tec 
Success — However, 
Gilson salesmen 
during the part of the weekly meet- 
ings they manage is not confined to 
these 


oppor 


problems. The men feel that 


meetings provide, too, an 


tunity to develop further their in 
dividual successes int 
cesses. 

When a salesman has an unusual 
when he 
which 
been unde 
veloped, he may volunteer, or man- 
him, to describe 
this new money-making opportunity 
new 


up discuss 


=) 


success in selling a job, or 
locates a profitable market 
may be new or may have 
ask 


agement may 


to his collegues. So, too, do 


products come in for gr 


4 


SALESMAN runs a meeting. Lee Fox, left, has asked for time to present a 
problem he has found in his territory. He will get ideas and angles from these 
other Gilson Supply salesmen, may prepare them for similar problems 
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MANAGEMENT runs a meeting. Each Monday afternoon, Gilson Supply's staff 
gathers for a general meeting at which partner-manager Bill Figroid, right, discusses 


current policies; partner-salesmanager Martin, 
sales campaigns and competitive problems 


e 


standing third from right, will review 


MANUFACTURER'S agents are called in by Gilson Supply to present the complete 
sales and application story on a product, sometimes a new item, often a standard 


article on which the staff needs a ‘refresher’. 


representative for the Reed Mfg. Co., Erie, Pa. 


gion. Products or models that have 
been added recently to Gilson’s stock 
may | 
Ous markets and applications are dis- 
covered. A demand 
one salesman a product or model 
not carried in stock can be 


the or 
the g 


ve discussed frequently as vari 


customer’s on 


tor 
brought 
determine if 


up before 1p to 
there have calls or if 


1 
there is ‘ntial to war 
the item 
explanation of 


management adding 
k. Often the 


stock 


rant 


how the customer intended to use 
a market in 
territories, and thus a 


wi nuld be added 


the item will sugg 


other 
ime builder 


est 
1 new 


vol 


e Refresher from Management 
Many other subjects which might 


seem appropriate for such salesmen- 


conducted have ot been 


meelnys 


cited above because they have been 


included by Gilson’s management in 


86 


Right is Wm. B. Herbst, western 


sales meeting, of which 


me main 


a. 


1e salesmen-conducted meetings are 
an outgrowth. 

Gilson partner and general man- 
ager Bill Figroid has always looked 
toward the weekly sales meetings 
more as “refresher courses.’ These 
meetings each week are keyed to- 
development of a con- 
stantly greater degree of ability in 
management and the ; 
ment to serve a predominantly in 
dustrial market, and to combine an 
increase in volume with a decrease 


ward the 


sales depart- 


in selling expense. 

New markets and new products 
receive a large share of attention at 
the sales meetings. 

Market information, as gathere: 
by Figroid and Martin in their reg- 
ular contacts with other businesses 


and with the NAED, is analyzed 


and presented to the sales force at 
each meeting. So is information on 
competitive selling efforts, new cam- 
paigns, promotions or price changes 
instituted competitive brands. 
Changes in Gilson policy, intention 
to stock new products or to discon- 
tinue a product, brand or model, are 
presented to the salesmen as a group 
so that the actions and activities of 
the salesmen in the field can always 


by 


truly reflect the latest policy and 
thinking of management 

As a link between the company 
meeting and the salesmen’s efforts 
to help themselves is a frequent 
“refresher course’ which serves to 
bring up to date both management 
and the force. man 
agement feels it is wise, or because 
the salesmen may have requested it, 
Gilson’s asks a manufacturer’s agent 


sales Because 


to attend the sales meeting and to 
complete sales and ap- 
plication story on his product. How- 
ever, this is not the presentation of 
a new product or a new line, as is 


present the 


standard at any wholesaling house. 
Gilson will ask an agent to give the 
complete story on a line, product or 
have been a stand- 
the for 20 


meeting, the staff of 


model that may 
ard item with 
years. At the 
Gilson will receive a review of the 
construction of the product, the 
manufacturer’s data sheets, selling 


concern 


points and applications. At the close 
of his presentation, the manufac- 
turer’s agent or regional engineer 
is available to answer questions and 
discuss particular sales problems 
that the staff may have encountered. 

These refresher courses, says Bill 
Figroid, serve both management and 
salesmen. If because of wartime hab- 
its or post-war conditions, or just 
has not 


lain neglect, the concern 


T 
t 
been realizing its full potential from 


any staple product, the “refresher” 
puts the organization back on its 
toes. “To some extent, these discus- 
sions are more important than simi 
lar presentations of new products, 
the electric 
supplies that a distributor stays in 


because it is on basic 
business.” 

Through the whole program, one 
theme is evident at Gilson Supply, 
and best expressed by one salesman 

“We expect help from manufac- 
turers and from agents, and we try 
to make good use of it. But we know 
that in the long run, when competi- 
tion is hot, we’ve got to help our- 
selves.” 
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What You Should Know About 


Wiring Equipment For 


Hazardous 





IN PARTS | AND II that appeared in the 
July and August issues, respectively, Mr 
Bissell discussed the electrical equipment re- 
quired for locations made hazardous by the 
presence of explosive gases and vapors (Class 
1). He takes up the electrical requirements 
of locations whose hazard springs from the 
presence of combustible dusts (Class II) or 
readily ignitible fibres and flyings (Class III 
in the concluding part that follows 





PART Ill 


let us examine several sec- 
if the Code 


safeguards it requires for these dusty 


Now 
tions to ascertain what 
hazardous locations 

Like Class I we find that Class II 
is separated into two divisions, Di 
vision 2 being locations of lesser 
hazard than those in Division 1. The 
follows: 

5005-a Class II Division 1 
(1) 


tible dust is, or may be, in suspen 


statement is as 
Locations in which combus- 


sion in the air continuously, inter 
mittently, or periodically under nor 
mal operating conditions, in quanti- 
ties sufficient to produce explosive 
Where mechanical failure or 
abnormal operation of machinery or 
equipment might cause such mix- 
tures to be produced, and might 
also provide a source of ignition 
through simultaneous failure of elec- 
trical equipment, operation of pro 
tective devices, or from other caus 
es Or, 
(3) 
trically conducting nature may be 
present. 
5005-b Class IT 
Locations in 


In which dusts of an elec 


Division 2 


which combustible 
dust will not normally be in suspen- 


sion in the air, or will not be likely 


to be thrown into suspension by the 


normal operation of equipment or 
apparatus, in quantities sufficient to 
produce explosive or ignitible mix 
tures, but 

(1) when deposits or accumula 
tions of such dust may be sufficient 
to interfere with the safe dissipa 
tion of heat from electrical equip 
ment or apparatus, or 

(2) where such deposits or ac 
cumulations of dust on, in, or in 
the vicinity of electrical equipment 
might be ignited by arcs, sparks or 
burning material from such equip 
ment. 

Comparison of these two divisions 
discloses that Division 1 deals with 
locations in which dust clouds are 
the result of normal operations, o1 
in which metal dust constitutes the 


hazard. It is to be noted that the 
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ocations 


By Carl H. Bissell 
Vice President-Engineering 


Crouse-Hinds Co. 


presence of metal dust, or other elec 
trically conductive dust, such as 
those of coal, coke and carbon black 
automatically place such locations in 
Division 1 of Class II 

\ long list of industries could be 
compiled wherein the dust explosion 
hazard is very real. They range all 
the way from huge grain elevators 
to milk powder plants. 


In Division 2 we find locations 
where dust clouds are not expected 
abnormal condi- 


except in case of 


tions, but where accumulations of 
dust are expected which in a course 
of time can cause electrical equip- 
ment to become hot or, where such 
accumulations might be ignited by 
arcs caused by operation of switch- 
5 etc 

The first question that now arises 
is what kind of a system 
does the National Code 
require for these dusty locations? 
We find the answer in 5054. For 
Division 1 it 


wiring 


Electrical 


reads 
Wiring Methods 


5054-a In Class II Division 1 lo- 
cations wiring shall be in rigid metal 
conduit with threaded boxes and fit- 
tings 

(1) 
provided with threaded bosses fot 


Fittings and boxes shall be 


conduit connection, shall have close 


fitting and shall have no 


openings (such as, holes for attach 


covers, 


ing screws) through which burning 
material might escape. Fittings and 
boxes in which taps, joints, or ter 
are 
used in locations where 


minal connections nade, or 
which are 
dusts are of an electrically-conduct 
ing nature shall be approved for 
Class II locations. 


2) Where necessary to employ 
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flexible connections dust-tight flex- 
ible connectors, flexible metal con 
duit, or flexible cord, approved for 


extra hard usage and provided with 
bushed fittings, shall be used, ex 
cept that where are of an 
electrically-conducting nature, flex 
ible metal conduit shall not be used, 
and flexible cords shall he provided 
with dust-tight seals at both ends 
When flexible connections are sub 


dusts 


ject to oil or other corrosive con 
ditions, the conductors shall be of 
a type approved for the conditions 
\n additional conductor for ground 
ing shall be provided in the flexible 
cord, unless other acceptable means 
for grounding are provided. 

In Paragraph (1) 
things are to be noted: 

a. Threaded rigid conduit is 


above, three 


only recognized wiring method 
fittings must be 


(Knock-out 


b. Boxes and 


threaded for conduit 
boxes, therefore, are not acceptable. ) 

c. Boxes and fittings must be 
dust-tight, only if they contain taps, 
joints, terminals, or if the dust is 
conductive 

Cherefore, in locations where the 
dusts are not conductive, as would 
be the 


reals, and if 


with dusts from ce 
the 
joints or terminals in 
ordinary conduit fittings 


used. The ordinary type of knock 


case 
boxes contain no 
conductors, 


mav be 


out box does not meet the require 


ment for either non-conductive or 
conductive dusts in that it does not 
have a close fitting cover and does 
have holes through which burning 
material Knock-out 

Underwrit- 
Class II lo- 


can escape 
boxes are not listed by 
ers’ Laboratories for 
cations 

The 


tight equipment 


reason for requiring 

in locations where 
the dusts are conductive is that such 
dusts, if allowed to enter, might lodge 
on live parts and cause short circuits, 
or grounds, which in turn could 
cause fires. 

The important point in paragraph 
(2) is that flexible metal conduit or 
cord can be used for flexible con- 
nections, as at motor terminals, but 
that ordinary flexible metal conduit 
can not be used if the dusts are con 
ductive. The reason for this prohibi 
tion is that such flexible conduit is 


not dust-tight. 
Sealing 
Obviously, 1 


f a non-dust-tight fit 
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ting is installed in close proximity 
to one that is required to be dust- 
tight, some stop or seal is necessary 
to prevent the dust from entering 
the dust-tight fitting by way of the 
connecting conduit 

Section 5055 tells how this may 
be accomplished ; 

a. By use of a permanent seal. 

b. By a horizontal length of con- 
duit raceway, not less than 10 feet 
long. 

c. By a vertical length of conduit, 
not less than 5 feet extending down 
ward from the dust-tight enclosure. 

The permanent type of seal may 
be any of the used in 
Class I locations, or it may be some 
of conduit fitting suited 


one types 


other type 


ae 
an 


WIRING in Class 


30eG 


to the purpose. The sealing com- 
pound may be the same as used in 
Class I locations or other com- 
pounds which are not harmful to 


the insulation on the conductors. 


Switches, Circuit Breakers, 


Motor Controllers, Etc. 


It is quite necessary that all arc- 
be housed in dust tight 
otherwise, the dust can 
enter and be ignited or interfere 
with the proper operation of the 
equipment. If the dust is ignited and 
the enclosure is not dust-tight, burn 


ing devices 


enclosures ; 


ing particles may escape and ignite 
the dust in the surrounding atmos- 
here, and thereby cause ar explo- 
sion. 

Section 5056-a states this require 
tor 


reads substantially 


lent Division 1 


locations. It 
as follows: 


5056-al Switches, circuit break 
ers, motor controllers and fuses, in- 
cluding push buttons, relays, and 
similar devices, which are intended 
to interrupt current in the normal 
performance of the function for 
which they are installed or which 
are installed where dusts of an elec- 
trically-conductive nature 
present, shall be provided with dust 


may he 


tight enclosures approved for Class 
IT locations 

The requirements for Division 2 
of this section permit the use of o1 
dinary dust-tight equipment. It must 
not have holes through which burn 
ing materials can escape. Of course, 
arcing devices suitable for Division 
1 locations may be used in locations 
judged to be Division 2. 

Many _ explosion-proof 
boards, 


panel 
switches, circuit breakers, 
etc., listed by Underwriters’ Labora 
tories for Class I are also listed for 
Class II locations. Typical of those 
listed for dusts only shown in 
Figure 19. 

Ordinary equipment is considered 


Division 2 


are 


satisfactory in because 
in this division dust clouds are not 
expected 

If the dusts are electrically con- 
ductive, it is to be remembered that 
only enclosures approved for Class 
II Group E are to be used 


Lighting Fixtures 


5061. The next item which 
shall consider is lighting fixtures. 
These generate heat, so besides 
being dust-tight, they must operate 
at temperatures well below the igni- 
tion temperature of the dust, even 
when blanketed by dust. In spite of 
its name, the ordinary vapor-tight 
fixture does not meet these require 
ments. It is not sufficiently dust 
tight, and it operates at a tempera- 

1 


we 


g 
ture unsafe for Class II Division 1 
Fixtures, both incandes- 
suitable for 
locations are 
and 
dust-tight 


locations. 
fluorescent, 
I iv ision ] 
the 

Typical 


cent and 
{ lass IT 
marked 
identification 
lighting fixtures are shown in Fig 
ure 20. 

Rigid fixture stems longer than 


with class group 


12 inches are not acceptable unless 
braced. Where bracing is imprac 
ticable, flexible hangers must be em- 
ployed. Acceptable types are shown 
in Figure 21 

section 


Paragraph a-4 of this 


(5061) requires that boxes and box 
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FIG. 19— Ivy j grt pane rd 


assemblies for the support of fix- 
tures be approved for the purpose. 
It will be remembered that in ex- 
amining Section 5054, it was point- 
ed out that all boxes containing 
joints and terminals in Class II Di 
vision 1 locations were required to 
be dust-tight. As boxes in Class I] 
locations for the support of 
fixtures will contain joints, it is re 
quired that they be dust-tight. The 
ordinary knock-out box or conduit 
fitting is not acceptable. 

Fixtures supported by 
cords are not acceptable. 

In Division 2 of Class II, lighting 
fixtures need not be dust-tight, be 
cause dust clouds are not expected 
to be present. But the fixtures must 
be of enclosed construction, so that 
sparks, burning material, or hot 
metal cannot escape. 


used 


flexible 


In the case of pendant fixtures, ii 
the stems are over 12 inches long, 
either bracing or dust-tight flexible 
connectors must be used. 


Receptacles and Attachment Plugs 


In Division 1 of Class II the Code 
requires in paragraph 5063-a that 
receptacles and attachment plugs be 
approved for Class II locations 

There are several types of such 
receptacles and plugs that are listed 
by Underwriters’ Laboratories for 
use in locations where the hazard 
is grain dust (Group G), but as 
yet there are not any which have 
received Underwriters’ listing for 
locations where the dusts are elec- 
trically' conductive. As yet, no re- 
liable and practical way has been 
offered whereby these dusts can be 
prevented from lodging on the live 
parts, especially those parts in the 
plug when not in use. 

Plugs and receptacles listed for 
use in Group G locations of Division 


a FIG. 20— 
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1 are equally suitable for use in Di 
vision 2 locations of Group G. 
Signal, 


Alarm, Remote Control, etc., 


Intercommunicating Systems 


The wiring system for such ap- 

paratus and systems in Division 1 
locations is required to be in rigid 
conduit or electrical metallic tubing 
if there is danger that ares, sparks 
or high temperatures might result 
hecause of injury or breakdown. 
In Division 2 requirements the 
wiring method is not stated, but as 
Section 5054-b calls for either rigid 
conduit or electrical metallic tubing 
for Division 2 locations, it appears 
that either one of those wiring meth- 
ods should be used if there is any 
danger of damage, causing a 
hazard. 


fire 


Signalling and similar apparatus 
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listed for Class II Division 1 loca 
tions is entirely suitable for Division 


2 locations of Class II. 


Class III Locations 


The next and last class of hazard 
ous locations with which the Code 
with which we 
cerned is those locations where the 
hazard is due to flyings of cotton, 


deals and are con- 


flax, rayon, seeds and similar ma- 
terial. 
These 
heavy to form dust clouds but thev 
find 
lodgement on parts of the building 


materials usually are too 


are airborne and, therefore, 
structure, and its equipment. These 
flyings are easily ignited and while 
not causing an explosion, such as 
occurs when a flammable gas is ig- 
nited, they burn with great rapidity, 
producing what are termed flash 
fires. The National Electrical Code 
definition of such locations is as 
follows: 

“5006 Class III locations are those 
which are hazardous, because of the 
presence of easily ignitible fibers or 
flyings, but in which such fibers are 
not likely to be in suspension in air 
in quantities sufficient to produce ig- 
nitible mixtures.” 

Division 1 is described as follows: 

“Such locations include some 
parts of rayon, cotton, and other 
textile mills ; combustible fiber man 
ufacturing and processing plants 
cotton gins and cotton seed mills 
flax processing plants ; clothing man 
ufacturing plants, 
ments and industries involving sim 


and _ establish 


ilar hazardous processes or condi 
tions.” 


Wiring Methods 


Section 5073-a 
In Class III Division 1 rigid metal 
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conduit shall be the wiring method 
employed. 

It is to be noted that rigid metal 
conduit only is acceptable. 

a-1 Fittings and boxes in which 
taps, joints, or terminal connections 
are made shall (1) be provided with 
telescoping or close-fitting covers, or 
other effective means to prevent the 
escape of sparks or burning mate- 
rial, and (2) shall have no openings 
(such for attachment 
screws) through which sparks or 
burning material might escape, or 
through which adjacent combustible 
material might be ignited. 

The usual types of conduit fitting 
are generally accepted as meeting 
these requirements. The usual type 
of knock-out box is generally unac- 
ceptable, because the cover is not 
tight fitting and the boxes usually 


as, holes 


Test Your Knowledge of Explosion-proof 


1. T F Any explosion-proof fitting listed by 
Underwriters’ Laboratories as suitable for 
Group C atmospheres is automatically suit- 
able for Group D atmospheres 


2. T F Wiring in rigid conduit and threaded 
conduit boxes containing no splices or con- 
nections may be placed in locations where 
hazardous deposits of certain paints, varnish- 
es and lacquers accumulate. 


3. T F Explosion-proof enclosures always 
must have conduit openings provided with 
at least five full threads 


4. T F Class | Division 1 locations are ones 
where dangerous accumulations of gases may 
exist only because of accidents 


5. T F Oil-immersed equipment is frequently 
employed where atmospheres are not only 
flammable but also so corrosive that the 
enclosed devices would be attacked and soon 
cease to perform properly 


6. T F Electrical metallic tubing cannot be 
used in Class | Division 2 locations 


7. T F Knock-out boxes are listed by Under 
writers’ Laboratories for Class I! locations 


8. T F Any vapor-tight lighting fixture listed 
by Underwriters’ Laboratories is suitable for 
use in gaseous locations 


9. T F The ordinary enclosed switch is ac 
ceptable for Class III locations 


10. T F Although explosion-proof lighting 
fixtures are required for Class | Division 1 
locations, boxes and fittings used for the 
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have unclosed holes, and further, 
because the lock nut type of con- 
nection as a bonding connection is 
not recognized by the Code for use 
in any hazardous location. 


Section 5074—Switches, Circuit Breakers, 


Motor Controllers and Fuses 


All arcing devices must be housed 
in tight metal enclosures, but these 
enclosures need not be dust-tight, 
as required in Class II Division 1. 
The ordinary enclosed switch is ac- 
ceptable. 

Section 5079. Lighting Fixtures 
Division 1 and 2. 

Fixtures are required to be of the 
enclosed type, so that sparks, or hot 
metal cannot escape. 

The usual vapor-tight fixtures or 
fluorescent fixtures with cover glass 


These true or false and multiple- 
choice questions are based on infor- 
mation presented in the three parts 
of Mr. Bissell’s article “Wiring Equip- 
ment For Hazardous Locations.” 
Circle “your selections; then turn 
to page 129 for correct answers. 





support of the fixtures do not have to be 
of explosion-proof construction. 


11. Every wholesale electrical supplies sales- 
man should have on hand (1) a copy of 
“Alice in Wonderland” (2) a copy of the 
current National Electrical Code (3) a year’s 
supply of aspirin 


12. “Hazardous concentrations of flammable 
gases or vapors existing continuously, inter- 
mittently, or periodically under normal oper- 


“Now, Elmer, about those explosion-proof 
fittings.” 


es are acceptable for Class III. 
Fixture Supports 


These must be approved for the 
purpose. In Class III locations it is 
quite a common practice to hang 
fixtures by conduit stems screwed 
into hubs of conduit fittings. If the 
stems are longer than 12 inches and 
not braced, then some means of pro- 
viding flexibility is required. 

Fixtures 
cords are not acceptable. 


supported by flexible 


CORRECTION—Jn July 1951 is- 
sue, Part I, page 50, under the sec- 
tion devoted to explosive atmos- 
pheres, Groups E and F should 
read: Group E, atmospheres con- 
taining metal dust; Group F, atmos- 
pheres containing carbon black, coal 
or coke dust. 


Equipment 


ating conditions’ describes (a) a class | 
Division 2 location (b)a Class II Division 2 
location (c) a Class | Division | location. 


13. One of the most important purposes of 
sealing fittings in conduit is to (1) combat 
corrosion (2) prevent “pressure piling” (3) 
permit an explosive mixture to travel through 
the conduit 


14. Where circuit breakers or motor starters 
are so large that an ordinary explosion-proof 
enclosure would be too heavy to be practic- 
able, or where voltages are too high for air 
break apparatus, you should recommend (1 
suits of armor for workers (2) oil-immersed 
equipment (3) fire-fighting apparatus. 


15. Bracing or explosion-proof connecting 
members are required for pendant mounted 
lighting fixtures in Class | Division 1 loca- 
tions if the stems are longer than (a) 6 
inches (b) 8 inches (c) 12 inches 


16. To eliminate the water that sometimes 
collects on top of seals and in other ex 
plosion-proof enclosures, you should recom 
mend (1) “breathers” and drains (2) a 
good mop (3) a small sump pump 


17. An example of a Class I! Division 1 haz- 
ardous location would be (1) a flax process 
ing plant (2) a clothing manufacturing plant 
(3) a milk powder plant 


18. In addition to being dust-tight, lighting 
fixtures for Class || Division 1 locations must 
operate at temperatures (1) above the igni- 
tion point of the dust (2) below the ignition 
point of the dust (3) equal to the ignition 
point of the dust 
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Sale No. 1 


Salesman John Parsons of National Electric Co 
electrical wholesaling firm of Passaic, N. J., 
looks over a 744-hp. Reliance drive that he 
sold to Oneida Paper Products, of Clifton, 
N. J., to run one of its presses for printing 
cellophane bags. On a call at the plant sub- 
sequent to this sale, Oneida officials told 
Parsons that they were having trouble regu- 
lating the gas burner that dries the ink on 
the cellophane as it comes off the press. 
The flame always became too high or too 
low, resulting in a poor drying job in either 
case. The officials wondered if he could help 
them. Parsons came up with the solution in 
short order: Minneapolis-Honeywell controls 
to keep the temperature even. Now the drying 
operation is an assured success every time 


SELLING 


Sale No. 2 


Another situation where a solution clinched 
a sale for John Parsons was at the Allwood 
plant of Allen B. DuMont Laboratories, Inc., 
in Clifton, N. J. That plant's mounting de- 
partment was equipped with gooseneck in- 
candescent fixtures, one for each of the 
woman employees who sat in rows at a long 
bench and welded mounts for TV tubes. 
From a personnel relations standpoint, these 
fixtures were unsatisfactory because workers 
often “burned” themselves on the forehead 
Plant officials considered installing a single 
line of fluorescent lamps over each bench, a 
change which would necessitate tearing out 
conduit, etc., and would be contrary to each 
employee's expressed desire to have a lamp 
in a different position or angle. John Parsons 
came up with the idea of using individual 
Dazor fluorescent fixtures—a solution (shown 
at right) that proved so satisfactory that an 
initial order of 50 units was followed up with 
an order for about 50 more. 
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P-SELLING 


It means maximizing the elec- 


trical materials in a job 


As partners L. M. Robertshaw and Har- 
old Friedman of Bell Wholesale Elec- 
tric Co., Bell, Calif., have discovered, 


up-selling can enlarge 


the 


market 


for such items as fans, chimes, re- 


cessed lighting, house numbers, etc. 


By James Joseph 


Bell Whole 
Co., of Bell, 
Calif., is considerably in- 
creasing its own sales volume as well 


Y “up-selling,” 
sale [lectric 


as the volumes of its electrical con- 
tractor customers. Last year this dis- 
tributing firm up-sold almost every 
major job its contractors brought in 
and proved that wholesalers and 
contractors must work together to 
maximize profits for one another. 

Up-selling, according to partners 
IL. M. Robertshaw and Harold 
Friedman, does not mean over-sell- 
ing. They use the expression when 
they refer to maximizing the electri- 
cal equipment, outlets and materials 
for a job. Up-selling means enlarg- 
ing the markets for such items as 
fans, chimes, garbage disposers, il- 
luminated house numbers, recessed 
lighting, low voltage control and the 
like. 

As Robertshaw and Friedman see 
it, many electrical contracts today 
are taken on a short margin of 
profit, a fact which calls for up-sell- 
ing wherever possible if the contrac- 
tor is to come out very far ahead. 
The wholesaler profits by this in 
just about the same proportion as 
the contractor. 

Here is 
When an electrical contractor per 


how up-selling works 
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L. M. ROBERTSHAW points out on a graph the futility of 


price-cutting 


suades a tract builder or a residential 
customer to install a roughing-in 
box for recess lighting, he will very 
likely also sell the finished fixture. 
But if the contractor sells and in- 
stalls only plaster rings for con- 
ventional lighting, that’s probably 
all that he will realize from the job. 

In expanding the idea of up-sell- 
ing a job, Bell Wholesale Electric 
figured it this way: wiring an aver- 
age tract job or small residence will 
gross the electrical contractor about 
$125-$150 a house. This would rep: 
resent 35 to 40 outlets plus service 
at from $3.00 to $3.75 per outlet. 
And if outlets are the language of 
the contractor, then why not discuss 
all additional materials in these 
terms. 

The wholesaling firm’s entire ap 
proach is aimed at increasing the to 
tal outlets in a job. This doesn't 
mean total physical outlets, but 
rather their equivalent value in other 
electrical accessories and materials. 

Thus, a house number that lists 
for around $7.00 is equal to abcut 
the same material sale as _repre- 
sented in three average outlets. A 
set of economically priced door 
chimes, an item that many a con- 
tractor overlooks, represents another 


two outlets, material-wise, or about 


“Up-sell the job instead,’ he says 


4 per cent of the electrical contract 
for a typical small home. As a fur- 
ther step, Bell Wholesale Electric 
tells its contractors to push chime 
buttons that sell for $0.75 to $1.25 
instead of the ordinary 14-cent ones. 

Residential fans also get the up- 
selling treatment. Electrical contrac- 
tors are urged to try to sell two 
fans to a home, the additional one 
for the bathroom. And if they sell 
a fan, why not a standard brand in- 
stead of a cheaper model? Bell 
Wholesale Electric sparks its sales 
talks to contractors with such 
phrases as “higher volume of air de- 
livery,” “trouble-free operation,” 
and “brand name.” 

This distributing firm’s up-selling 
approach calls for contractors to sell 
the advantages of flexible service 
equipment instead of minimum 
equipment. The company believes 
that the contractor who is content 
to install minimum service equip- 
ment in a job is just cheating himself 
out of additional sales and installa- 
tions. 

3ell Wholesale Electric 
proudly to one job where a contrac- 
tor sold plenty of service equipment 
instead of the minimum that would 
meet building codes. Within a year 
that contractor had revisited the 


points 
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LITTLE ITEMS such as illuminated house numbers add up convincingly 
when up-sold on many jobs, according to Robertshaw 


tract and sold installations of ot! 


electrical items equal to 14 per cent 
of the total original contract. 

To spur up-selling, Bell Whole 
sale Electric has sponsored the man 
ufacture of 
items for use by its 


eT 


several “quick sale” 
contractors 
These include special television out- 
lets and flush ringer and outside 
service boxes for telephone equip 
ment, which fit over the equipment 
and house it so that it is flush with 
the wall instead of protruding. 

Bell Wholesale Electric operates 
on the proposition that you've got 
to be the salesman for the electrical 
contractor. You've got to do more 
than tell him how to up-sell a job; 
you've got to show him—and this in- 
cludes, where necessary, detailed 
instructions on how to wire, figure 
and install the up-sold item. 

For example, the distributing firm 
secured blueprints from the tele 
phone company of typical phone in 
stallations so that its 
would better understand 
flush boxes were to be put in. With 
this understanding, they were more 
eager to sell the boxes during con- 
tract talks. 

Tract builders are called upon by 
Sell Wholesale Electric with the 
idea of convincing them that the in- 


contractor s 
how the 


4346 


at 
LA 


itial sales value of their homes will 
be higher built-in 
“extras” (garbage disposers, fans, 
recessed lightin 


with electrical 


g, dishwashers, etc. ). 
The distributing firm has sold many 
builders on the fact that these elec- 
trical extras are prime sales features. 
In fact, homes equipped with these 
items often sell 
those not equipped with them. 


much faster than 

\ good example of this fact was 
noted recently by Bell Wholesale 
electric. One tract builder in its sell 
ing area had to erect all of his homes 
before they could be sold. Yet a 
tract a_ block that featured 
electrical extras sold every 
home before the foundations were in 
merely by advertising that the 
houses contained these items. The 
distributing firm had convinced this 
builder that electrical extras bring 
highest prices for homes and take 


away 
many 


much of the speculation out of build 
ing 
\Vholesale 
Electric, was instrumental in seeing 
that his firm’s electrical contractors 
got an even break on the sale and in- 
stallation of garbage grinders, the 
sale of which was fast falling to the 
province of the plumbing contractor. 
How were garbage grinders to be 
put back into the hands of the elec 


Robertshaw, of Bell 
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CONTRACTOR CUSTOMER 


Robertshaw on the sales points of a space heater 


gets a briefing from 


trical contractor’ Robertshaw sug 
gested that electrical contractors get 


and for all kind of 


tentative, yet accurate, estimate from 


once some 
plumbing contractors as to prices 
charged for connecting a grinder in- 
stallation. In return, the electrical 
contractors supplied a similar esti- 
mate to the plumbers, outlining how 
would charge on the 
average to install grinders. When 


much they 


this understanding was reached for 
the first time, the electrical contra 
tor and the plumber—the better 
salesman of the two—were placed 
on a more equal garbage disposer 
selling basis. 

With a definite understanding 
about plumbing installation 
Bell Wholesale Electric’s contrac 


tors now sell a goodly number of 


costs, 


disposers, They in turn electrify any 
his 


removed a 


disposers that plumbers sell 
new cooperation has 


long-standing barrier —-and has 


meant more sales for t 


he wholesaler 
“We're convinced,” says Robert 
must do 


shaw, “that a wholesaler 


more than over-the-counter 
selling 
man for his contractors and he’s got 


to teach them how to be salesmen 


just 
He’s got to become a sales 


which, after all, 1s ultimately looking 


after the wholesaler’s interests too 
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Reseller’s Ceiling Prices 
CPR 67 

Superseding Supplementary Reg- 
ulation 29 to the GCPR and Ceiling 
Price Regulation 9, CPR 67 applies 
to any sale of any new and unused 
commodity of machinery and related 
manufactured goods, and establishes 
reseller’s ceiling prices for same. 

Where you deter- 
mined your selling prices on the 


customarily 


basis of the manufacturer’s published 
list price, you now determine your 
ceiling price by deducting from the 
manufacturer’s published list price 
the discount, if any, you had last in 
effect to a purchaser of the same 
class during the period April 1 
through June 24, 1950. You can do 
this or you can add to the manu- 
facturer’s published list price the 
percentage markup you last had in 
effect to a purchaser of the same 
class during the same period. 

In all other cases, you apply the 
percentage markup you last realized 
during the period April 1 through 
June 24, 1950, to your cost of the 
commodity. The cost you use must 
not exceed the ceiling price for sale 
of the commodity to you. If you 
cannot price 
by either of these methods, you must 
apply to the Office of Price Stabili 
zation for a ceiling price. 

Products covered by this regula- 


s 


letermine your ceiling 


farm equipment, elec- 
fixtures 


tion include 
trical generators, lighting 
electrical motors, 


(not portable), 


and electrical insulated wire 
GWR 8—Revised 


The revised General Wage Regu- 


lation 8 permits certain cost-of 
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living increases in wages and sal- 
aries to be made without prior ap- 
proval from the Wage Stabilization 
Board, Other cost-of-living increases 
tinder this regulation are permitted 
after approval by the board. The 
increases permitted must be based 
upon a Consumers Price Index pub- 
lished by the Bureau of Labor Sta- 
tistics, or an index otherwise ac- 
ceptable to the board. The policies 
contained in this revised regulation 


will be subject to a later review by 


the board. 

Any employer, or any employer 
and union, who find that the real 
value of wages and salaries has de- 
clined since January 25, 1951, may 
put into effect no more frequently 
than every six months, increases to 
restore such loss in the real value 
of wages and salaries from January 
25, 1951, to the date of the increases. 


Some Cases Require Approval 

If the amount permissible under 
General Wage Regulation 6 has been 
exceeded by an increase put into ef- 
fect after January 25, 1951, follow- 
ing board approval, or if a petition 
for approval of such increases is 
pending before the board, the in- 


oO 
s 


creases provided by this section re- 
quire prior board approval. Other- 
wise, the increases provided may be 
put into effect without further board 
approval. 

In an em- 


exceptional case, an 


ployer, or an employer and union, 
who believe that hardships or inequi- 
ties exist because of a decline in the 
real value of wages and salaries 

because of a rise in an acceptable in- 
dex from a base period after Janu- 
ary 15, 1950—may apply for approv- 
al of a subsequent base date for the 


purpose of correcting such hardships 
or inequities. 


GOR 18 


Price Discrimination 


To reconcile OPS regulations 
with the Robinson-Patman Act, the 
Office of Price Stabilization issued 
General Overriding Regulation 18 
which adjusts ceiling prices for sell- 
ers whose ceiling prices involve an 
unlawful discrimination. 

The Robinson-Patman Act pro- 
hibits discrimination in sales prices 
to different purchasers which might 
tend to lessen competition or create 
a monopoly, unless such prices are 
based on reasonable differences in 
conditions of sale. 

To meet this problem, GOR 18 
provides that the seller may apply 
for permission to increase such 
prices provided there is an off-set- 
ting decrease in other prices, re- 
storing him to the same total sales 
level he had during a representative 
period before the application. 

Application for adjustment un- 
der GOR 18 may be filed by two 
groups of sellers: those who have 
been found by the Federal Trade 
Commission or any court of compe- 
tent jurisdiction to have violated the 
Robinson-Patman Act by such sales ; 
ani thos; who believe that mainte- 
nance of existing price differentials 
would violate this act. In either situ- 
ation, a seller may find that elimi- 
nation of such discrimination by in- 
creasing prices to favored purchasers 
is prohibited by OPS regulations, 
while elimination through reduction 
of other prices may impose a sub- 
stantial hardship on him. 
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NEW PRODUCTS | 





20-CIRCUIT LOAD CENTER 


New load center with 20-circuit capacity 
features fully magnetic action in each break- 
er. Opposite polarity is provided in each ad- 
jacent position by the molded bus construc- 
tion, thus giving the maximum flexibility of 
circuit connections. It provides any combina- 
tion from ten two-pole circuits, 125-250 volts 
ac ta 20 single-pole circuits, 125 volts ac. 
Bus bar arrangement of one-piece construc- 
tion, with two bus bars (one behind the 
other), is molded into an insulating plastic. 
The box width is 127% inches. 

Murray Manufacturing Corp., 1250 Atlantic 
Ave., Brooklyn 16, N.Y 


e 


COMBINATION IRON 


This combination steam or dry iron produces 
steam in 90 seconds. Manufacturer claims 
user can go from steam to dry ironing, and 
back again, instantly. User plugs in for steam 
just as she does for current. Iron weighs 234 
Ibs. 

Sunbeam Corp., 5600 Roosevelt Road, Chi- 
cago 50, Ill. 


SEQUENCE BALLAST 


New series sequence ballast insures positive 
starting on line voltages as low as 106 volts 
with no detrimental effect to lamp life, 
according to manufacturer. Variations in line 
voltages are said to have no noticeable effect 
on lamp brilliancy. Underwriters’ Laboratories 
inspected, ballast weighs 12'2 Ibs. 
Jefferson Electric Co., Bellwood, Ill 


a 


INDUSTRIAL FIXTURE 


This 40-watt, two-lamp fluorescent fixture 
is built of steel, with each unit die-formed 
to insure uniform construction. Reflectors 
come in either baked enamel finish or por- 
celain enamel, and are 12” wide by 312” 
deep. Either chain or stem hanging is pro- 
vided, and starters are of the remote-type 


Metalcraft Products Co., Inc., Philadelphia 


* 


SINGLE POLE SWITCH 


Heavy-duty, feed-through switch is rated at 
10 amps, 125 volts; 5 amps, 250 volts. Switch 
is made of brown Bakelite or ivory and has 
double wiping contacts. Groove for through- 
lead and terminals is on same half for easy 
wiring. Toggle is of the rocker type for thumb 
control, and the cord hole is 14 in in diameter, 

Leviton Manufacturing Co., 236 Greenpoint 
Ave., Brooklyn 22, N. Y. 
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SPRING-ACTION LAMPHOLDER 


Designed for 150, 300 and 500 watt sealed- 
beam spot and flood lamps, this lampholder 
features a spring-action socket which per- 
mits positive electrical contact and snug 
fit of lamp to lampholder rim and prevents 
breakage of lamp due to changes in tem- 
perature or because of minor physical vari- 
ations. Constructed of cast aluminum and 
completely wired, lampholder comes in two 
sizes. One accommodates 150-watt lamp, 
while the other is designed for use with lamps 
of 300 or 500 wotts. 


Guardian Light Co., Oak Park, fil 


a 


RESIDENTIAL, LICHTING UNIT_____ 


A “hug-the-ceiling” square of moulded glass 
with a linen texture highlights this new fix- 
ture. Clasps in the “colonial doorknocker’ 
design make it easy to install and eliminate 
the shadow-casting center button, according 
to the manufacturer. Modern in appearance, 
the fixture is also designed to accent pro- 
vincial furniture. It is 16” square and 4” 
deep. 

Lightolier, Inc., 346 Claremont Ave., Jersey 
City 5, NJ. 
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HIGH INTENSITY SPOTLIGHT 


This outdoor spotlight provides 100,000 cp 
with only a 300-watt rating. The unit is 
designed to concentrate its entire light out- 
put in a long-throw, oval-shaped, narrow 
tloodlighting beam. Made of heavy-duty cast 
aluminum throughout, it has a universally 
adjustable swivel arm. All wiring is com 
pletely enclosed, and the unit is listed by 
Underwriters’ Laboratories 

Stonco Electric Products Co., 489 Henry 
St., Elizabeth 4, N.J 


INCANDESCENT LAMP 


New 60-watt incandescent lamp casts soft 
shadows, lessens reflected glare, diffuses the 
light evenly and has a white, clean appear- 
ance, according to the manufacturer. The new 
“white” lamp (right) is shown with the con- 
ventional inside-frosted 60-watt lamp. 

General Electric Co., Nela Park, Cleveland 
12, Ohio 


CONTROLLER 


This new instrument controls flow, tempera- 
ture, pressure, liquid level and other industrial 
process variables. Controller operates on a 
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pneumatic balance principle which eliminates 
friction and lost motion. The new model is 
made in two types, one with fixed proportional 
band, the other with adjustable proportional 
band. The unit is constructed of a number of 
coded, interchangeable sections separated by 
diaphragms. Except for manual adjustments of 
reset on the band unit, the controller operates 
wholly in response to pneumatic signals. 
Minneapolis - Honeywell Regulator Co., 
Wayne & Windrim Aves., Philadelphia 44, Pa 


A 


REFLECTOR 


Made of porcelain enamel on steel with a 
standard outside green finish and white por- 
celain enamel inside, this reflector can be 
used for a variety of industrial and com- 





~mercial purposes. Reflector and neck are of 


one-piece construction. Seven mounting styles 
are available for installation requirements. 

Abolite Lighting Division, Jones Metal 
Products Co., West Lafayette, Ohio. 





TIMER 





For commercial and industrial service, this 
timer may be obtained for either permanent 
installation or portable use with cord and 
plug. Powered by a self-starting synchronous 
Telechron motor, timer is set by turning 
indicator knob on plainly marked dial. Time 
cycles range from 60 minutes to 24 hours 
Tork Clock Co., Inc., Mount Vernon, N.Y. 





NEW PRODUCT BRIEFS 





Meter-Base Mount — Facilitating the 
mounting of an outdoor meter socket to the 
wall of a brick veneer or stone veneer dwell- 
ing, meter-base mount assures a solid, secure 
mounting, preventing the meter socket from 
falling from wall. Mount is made of 16- 
gauge steel and has oversize hole in base 
plate for the entry of conduit. Thomason 
Products Co., 4630 Beverly Drive, Dallas 5, 
Texas. 


Wire Clamp — Opened and closed with- 
out the use of tools, wire harness clamp has 
an interlocking slot and tongue so it cannot 
be opened accidentally. The T-shaped tongue 
slips into a narrow portion of the slot and 
is held by lateral and outward spring action. 
Suitable for securing bundles of wire in air- 
craft, heavy vehicles or mobile units. Tin- 
nerman Products, Inc., 2042 Fulton Road, 
Cleveland, Ohio. 


Fixture Counterbalance Simple 
counterbalancing device permits cleaning and 
servicing of fluorescent lighting fixtures. 
Lighting fixtures may be drawn down from 
any operating height to remain stationary at 
a convenient level for replacing of tubes 
or starters and cleaning. Power is automatic- 
ally disconnected from each fixture as it is 
lowered. Hunter Spring Co., Lansdale, Pa. 


Portable Food Mixer — Mixer is 
usable as either a stationary or portable 
model. Weighs under 5 Ibs. Has adjustable 
handle which fits over top or side to accom- 
modate tall or short housewives. Mixer is 
made of white-enameled aluminum with 
chrome trim. Manning, Bowman and Co., 
Meriden, Conn. 


Fuse Coupling — Designed to reduce 
danger from fires caused by damaged cords, 
new fuse coupling fits into any standard wall 
outlet like an ordinary plug. It contains a 
small fuse that breaks the circuit when a 
short occurs in the connected lamp or ex- 
tension cord, providing fire protection where 
the 15 amp main fuse is ordinarily too large 
to blow before 2 fire may start from a minor 
short circuit. F. H. Smith Manufacturing Co., 
3037 Carroll Ave., Chicago. 


Snow Removal Machine — New electric 
snow removal machine is powered by a ¥2 hp 
capacitator motor, which tosses snow to either 
right or left. Chassis is constructed entirely 
of steel, and machine weighs 63 Ibs. Comes 
with 100 ft. of plastic cord. Sensation Mower, 
Inc., Ralston, Nebr. 


Electric Corn Popper—Made of heavy pol- 
ished aluminum, four-quart popper needs no 
stirring or shaking. Popping bowl is separate 
and has plastic handle so that popped corn 
can easily be poured. Feet are also of molded 
plastic. Dominion Electric Corp., Mansfield, 
Ohio. 


Junior-Size Coffeemaker—Size of two-four 
cup coffeemaker is just right for those re- 
quiring coffee in limited amounts. Made of 
Pyrex glass, coffeemaker has jet-black trim. 
Silex Co., Hartford 2, Conn 
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News Notes from N.A 


By Alfred Byers, Executive Secretary 


National Association of Electrical Distributors 





COMMITTEE CHAIRMEN MAP PLANS 


A very active fall and winter is 
thead for N.A.E.D.’s committee- 
men. The chairmen of the numerous 
the Association met 
with members of the Executive Com- 
mittee last month, in the Conference 
Room of the new modern headquar- 
ters at Norway House in New York. 
\n entire day was devoted to for- 


committees of 


mulating plans for the activities of 
these committees, appointed in July 
for a two year term. 

In addition to a general session 
for all chairmen, presided over by 
President Peirce, the conference was 
divided into specific meetings for the 
chairmen of committees in the Ap- 
paratus and Supply Division, with 
Division Chairman Johannesen pre- 
siding, and those in the 
Division, 


\ppliance 
with Division Chairman 
Gross in the chair. 

Significant of the accomplishments 
at the sessions was the remark made 
by Executive Director Charles G. 
Pyle in closing the conference. Said 
he, “I wish a great many members 
could have been here today because 
they would have witnessed one of 
the most history making meetings in 
the annals of N.A.E.D.” 

“Our large membership, and, in 
fact, the whole electrical distribution 
industry,” added President Peirce, 
“will benefit from the enthusiasm 
shown here today by every chairmar. 
for the carefully planned and con- 
structive activities their committees 
will undertake.” 

Committee N.A.E 
D.’s two divisions are: Apparatus 
and Supply Division — Apparatus 
and Control, M. F. Shaffer, The 
Electric Sales Co., Canton ; Conduit, 
L. E. Latham, E. B. Latham & Co., 


chairmen of 


New York; Conduit Fittings and 
Boxes, A. D. Stokes, Stokes Elec- 
tric Co., Knoxville; Industrial and 
Commercial Lighting, Morris Sacks, 
The Sacks Elec’l Sup. Co., Akron ; 
Lamp, H. P. Litchfield, Graybar 
Elec. Co., Inc., New York; Outside 
Construction Materials, L. E. Sal- 
mon, Tennessee Valley Elec. Sup. 
Co., Memphis; Panelboards and 
Raceways, W. H. Bingham, West- 
inghouse Elec. Sup. Co., New York; 
Residential Lighting, J. I. Bogdan, 
The B. & B. Elec. Co., Cincinnati ; 
Wires and Cable, and Armored Con- 
ductor, C. S. Stoike, Revere Elec- 
tric Sup. Co., Chicago; Wiring De- 
vices, Mrs. L. S. Klose, L. R. Klose 
Elec. Co., Kalamazoo. Appliance Di 
vision—Electric Housewares, Sam- 
uel Fingrutd, Everybody’s Supply 
Co., Philadelphia; Major Appli- 
ances, K. G. Gillespie, Jenkins, 
Wholesale Div., Kansas City; Sub- 
committee of Major Appliances on 
Kitchen Equipment, R. C. Litch- 
field, Graybar Elec. Co., Inc., New 
York; Subcommittee of Major Ap- 
pliances on Laundry Equipment, G. 
[. Cohen, Northeastern Distr., Inc. 
Subcommittee of Major 
\ppliances on Refrigeration, Freez- 


Boston: 


ers, Room Conditioners and Water 
Coolers, H. S. Schiele, 


Corp., St. Louis; 


\rtophone 
Radio and Tele 
vision, Raymond Rosen, Raymond 
Rosen & Co., Inc., Philadelphia; In 
tra-Industry Television Subcommit 
tee of the Radio & Television Com 
mittee, Harry Alter, The Harry Al 
ter Co., Inc., Chicago. 

Committee members 
who attended the Chairmen’s meet 
ing were: W. G. Peirce, Jr., Chm., 
Peirce-Phelps, Inc., Philadelphia, 
Pa. ; Benjamin Gross, Gross Distrib 
utors, Inc., New York, N. Y.; G 


Executive 
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F, Hessler, Graybar Electric Co., 
New York, N. Y.; R. M. Johanne 
sen, Johannesen Electric Co., Inc., 
Greensboro, N. C.; Titus B. Schmid, 
Crescent Elec. Sup. Co., Dubuque, 
Iowa. 


“OPERATION DISTRIBUTION” 


An attractive brochure of this 
title, prepared by N.A.E.D., in co- 
operation with the U.S. Department 
of Defense, has now been published. 
How and the 
tributor for the national 
civilian defense effort, and 
how and where he performs his 
indispensable economic functions as 
a wholesaler is the theme. 


what electrical dis- 


does and 


why, 


Principal objectives of this very 
informative little pamphlet are to 
show by words appropriate 
charts and illustrations that defense 
agencies of the government, as well 


and 


as a wide range of industrials, can 
utilize the distributor as a depend 
able and economical source of supply 
for many and varied products and 


the ad 


services. It advocates also 
vantages to be found in employing 
the electrical distributor as the chan 
nel through which a producer can 
economically move his products t 
its users. 


This brochure, prepared by, Bill 
Pirie, public 
N.A.E.D.’s 


operation of several widely experi 


relations manager on 


staff, with the able « 


enced members of the Association, is 
another of the many major contribu 
tions made by the N.A.E.D. to pr 

mote the greater understanding and 
utilization of the services of electric 

al distributors. It is the belief of th 
Executive Committee that in the n: 


(Continued on page 99 





I never dreamed 
wed sall that many 


HONEYWELL CONTROLS! 


RAO Ce Mi MESS 

















SoS t i: obtename 2 
YOu’'LL SAY THE SAME, when you statt stocking BX and friction tape and switches and 101 other 
Honeywell heating controls! items from you. There’s no reason why you 
It's not only the added volume you get. But shouldn’t get their replacement business on 
also the low selling cost and quick turn-over heating controls, too. 
gives you a higher profit. And lots of reasons why you should—lots of 
And it’s so /ogical for electrical wholesalers to crisp, green reasons that yc can deposit in the 
handle heating controls. Most of them are in- bank! Why not get started now? 


stalled by electricians—the same men who buy bi 
H MINNEAPOLIS il 
° e 
Frat; ta Coutiols 
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News Notes from N.A.E.D. 


(Continued from page 97) 


tional defense program particularly 
the electrical distributor will more 
likely be better understood and more 
generally relied upon as a result of 
N.A.E.D.’s “Operation Distribu- 
tion.” 


EXECUTIVE COMMITTEE MEETS 


Last month’s Executive Commit- 
tee meeting at N.A.E.D. headquar- 
ters was a very busy one. Many 
items of importance filled the agenda. 
Activities planned by the various 
committee chairmen at their meeting 
the previous day were reviewed. The 
Executive Committee was very 
impressed by the plans which were 
submitted. Several new ventures 
were proposed for the Association 
and were thoroughly studied by the 
Executive Committee. These will be 
presented to the Board of Gover- 
nors’ meeting at Hot Springs, Va. 
this month after which some an- 
nouncements can be expected. 

Considerable interest was evident, 
as usual, in the informative report 
on his extensive efforts at Washing- 
ton presented by Mr. Pyle. Another 
matter fully discussed was the fall 
series of Area Meetings. Mr. Pyle 
will conduct meetings in Seattle, 
Portland, San Francisco and Los 
Angeles in connection with his trip 
to attend the fall Convention of the 
Pacific Zone this month in Yosemite 
National Park. Additional meetings 
were scheduled for Houston, Kansas 
City and St. Louis, which were con- 
ducted by Executive Secretary Al 
Byers this month. 


PACIFIC ZONE CONVENTION 


Members of the Pacific Zone of 
N.A.E.D. and manufacturer and 
utility companies guests participated 
in the regular fall convention held on 
the Ist, 2nd and 3rd of this month 
at beautiful Ahwahnee in Yosemite 
Park, California. 

Zone Chairman E. A. Phillips and 
Zone Secretary R. A. Balzari re- 
ported an excellent attendance and a 
highly successful meeting. National 
Headquarters were represented by 
Executive Director Pyle who also 
was one of the principal speakers in 
a noteworthy program. 


Knowing more about Honeywell 
Controls can help you 

make more money. So write 
today for these 


Facts you need—FRE E! 


Just check space opposite equipment you're interested in, fill in your name 
and address and mail this column to us. We'll get your facts to you 
promptly 


Honeywell's new Chronotherms are the 
most sensitive, most accurate thermostats 
ever built! They automatically lower the tem- 
perature at night to save fuel; automaticall) 
raise it in the morning so your customers 
get up in a nice, warm room. A wonderful 
selling point! Available in standard 


or plug-in models. Check here for [J 


further information. 


Highly sensitive and dependable, the ; ZY 
LA401A Combination Furnace Control has 

an extremely rapid rate of response. In addi- 

tion to especially easy-to-read settings, the 

LA4O1A features a linkage stop that makes 

it impossible to adjust the fan-on set- 


ting above the limit control. Check [| 


here for additional information. 
ee SS ER OR GET nea ST Oe Se Se oe we em 


“Day-Nite” control and a positive shut-off 
device distinguish the Honeywell Time-O- 
Stat from ordinary thermostats. The “Day- 
Nite’’ feature makes possible lowered night 
temperatures with automatic morning pick- 
up. Positive shut-off allows the home owner 
to turn off the heating plant—without 
making a trip to the basement. Check 

here for additional information. 


MINNEAPOLIS-HONEYWELL REGULATOR CO. 
Degt. EW-10-44, Minneapolis 8, Minnesota 


Name 





Firm Nome 





Address. 





City 
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FULLMAN : trohe 


PRODUCTS 


Preferred Throughout 
The Industry 


Because of their high quality, ready adaptability, ease of 
installation and sure performance “Latrobe” Products have 
won widespread approval for all industrial, commercial and 
residential jobs. 


DOUBLE DUPLEX RECEPTACLE NOZZLE 


NO. 252-R TWO GANG BOX With '%” brass pipe extension. Neatest 
and most compact Double Dupiex Nozzle 


This Two Gang Adjustable Box hes our on the market. Can also be furnished with 
3 pipe extension if required 


own No. 208 Receptacle in one section. 4 
Has minimum of parts with maximum of 
efficiency. %” Flush Brass Plug with one 
Cover Plate. 2” Flush Brass Plug with 
other 


“BULL DOG” CABLE STAPLES 


Favorites in every section of the United 
States. “Bull Dog” high quality staples 
can be ordered in cartons, kegs or bar- 
rels: 2,500, 6,000, 30,000 

KEYSTONE FISH WIRE 


Made of finest grade flat steel wire prop- 
erly tempered to give the desired stiffness 
and springiness. 10 sizes in 100, 150 and 
200 ft. coils 


“BULL DOG” INSULATOR SUPPORTS PIPE OR CONDUIT HANGAR 


Famous ‘Bull Dog’ Suppérts can be com- Made of highest grade malleable iron, this 
pletely trusted for fastening porcelain or sure grip Bull Dog hangar is economical 
glass insulators to exposed steel frame- and dependable Hongs pipe or conduit 
work. Four sizes, for 1” to 214’ '2", 34°, and 1” to steel beams 34” thick 


Sold Only Through Wholesalers 


ULLMAN MANUFACTURING CO. 
LATROBE . . . PENNSYLVANIA 





(Continued from page 63) 


most successful in this respect are 
the ones who practiced many ot 
these services during the more com 
petitive days when supply exceeded 
demand. They are the ones, Mr. 
Menger pointed out, who are taking 
today’s contusing situations in 
stride, and in so doing, are being ot 
inestimable help to their customers, 
themselves, their supplier and their 
country. 

Such distributors, Mr. Menger de 
clared, will always be successful, 


good, bad or indifferent times. 


come 2 


Westinghouse Completes 
2 New Supply Branches 

NEW YORK — Westinghouse 
Electric Supply Co. has completed 
two new supply branches on the 
East Coast, one located at Jackson 
ville, Fla ind the other at Johnson 

N. i 

[he Jacksonville branch, at 545 
East Fourth St., covers half a block 
and provides display room, office, 
warehousing and service depart 
ment space. It will be managed by 
V. F. Fox 

Located at 419 Grand Ave., the 
Johnson City branch replaces the 
firm’s old branch at Binghamton, 
N. Y. It has 24,000 sq. ft. of office 
and warehouse space, and is man- 
aged by J. R. Place. Features of the 
new building include the latest in 
fluorescent lighting and a large au- 
ditorium which can double as 
ppliance showroom and a 


ing room 


Business Seen Employing 
TV in Place of Telephone 

ROCHESTER, N. Y.—A predic- 
tion that television will be more im- 
portant than the telephone to the 
business executive of the future was 
made here recently in an address by 
Walter | Stickel, national sales 
manager, receiver sales division, Al- 
len B. Du Mont Laboratories, Inc. 

Speaking before the local Sales 
Executives Club, Mr. Stickel point- 
ed out that two-way television com- 
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CALENDAR OF EVENTS 


Boston Conference on Distribution 
Twenty-third Annual Conference 
Boston, Oct. 15-16 

Electrical Industry Exhibit 
Electrical Manufacturing Representa- 

tives 
John Marshall Hotel 
Richmond, Va., Oct. 15-17 

Philadelphia Blectric Assn. 

Joint Relay Communications Committee 
Emerson Hotel 

Baltimore, Oct. 18-19 

Blectrical Equipment Committee 

Penn Alto Hotel 

Altoona, Pa., Oct. 22-23 

National Electronics Conference 
Annual Conference 
Edgewater Beach Hotel 
Chicago, Oct. 22-24 

American Institute of Electrical Engineers 
Fall General Meeting 
Hotel Cleveland 
Cleveland, Oct. 22-26 


Radio-Television Engineers 
Annual Meeting 
King Edward Hotei 
Toronto, Oct. 29-31 
Southeastern Electric Exchange 
Sales Conference 
Roosevelt Hotel 
New Orleans, Oct. 31-Nov. 2 


National Electrical Manufacturers Assn 
Chalfonte-Haddon Hali Hotet 
Atlantic City, Nov. 12-15 


Pacific Coast Electrical Assn. 
Annual Hawaiian Conference 
Royal Hawaiian Hotel 
Honolulu, Nov. 29-30 


Plant Maintenance Show 
Convention Hall 
Philadelphia, Jan. 14-17 


International Lighting Exposition 
Cleveland, May 6-9 


munication between various phases 
of business operations, enabling ex- 
ecutives to see as well as hear their 
associates, will shortly be a com- 
monplace thing in the business 
world. Several large firms, he said, 
have already held conferences via 
closed circuit TV hookups, in cities 
spread throughout the country, sav- 
ing time and money ordinarily spent 
in travel. 


Appliance Manufacturers 
Conserve Scarce Metals 


WASHINGTON, D. C.—Despite 
shortages of materials, makers of 
electrical houseware appliances are 
finding new, ingenious ways to keep 
consumers supplied with such items 


1900 — 2100 — 
Light duty plug-in- A plug-in-anywhere 


as toasters, flat irons and heaters. eaywhese wires when unten emt 
According to a survey by the Na- system, for outlet @ capacity larger 
> , i. } convenience. A than 1900. Fur- 

tional Production Authority, U. S. tied enciee’, 


Department of Commerce, the in- 


3000 — 

Heavy duty plug-in- 
anywhere system 
for industrial appli- 
cations. Also serves 
as branch feeder 
system. 





e e e dustry = continuing production 
with greatly reduced amounts of 

: inols Porcelain Insu ators nickel, copper and aluminum. The 
industry, a virtual casualty in World 
LA ST War II because of government con- 

eee trols on manufacture, is in the fore 


front now in discovering and adapt 


‘aa j / ing ways to get the greatest output 
{ ' from th 


the supplies of nickel, steel, 


a 4 copper and aluminum | currently 
ij / ivailable to it 
N , nsta Military need for nickel is tremen 
\| } é dous. It is required in material such 
} / in ] 8 is tank armor, jet engines, electron 
~~ ! | ae 
ee / 
j ‘ j 


ics equipment including radar net- 





\e 


j works, Navy ships, and specialized 


uses of the Atomic Energy Com 


/ 
ATILL =n 


[The NPA cited as an example of 
/ GOING the industry's conservation prac 
/ tices a Connecticut manufacturer 
STRONG who has reduced the nickel plating 

content of toaster shells, grill cov 


and bases and iron tops by 35 





“Long Life” Illinois 
Porcelain Insulators 


which will provide de- | Holfast Rubber of Atlanta 
pendable service for 


many years to come. Closes New York Office 
ATLANTA, GA, — Gordon N. 
Lewis, sales manager of “the electric 
division, Holfast Rubber Co., is mak 
ing his headquarters here, following 
the closing of the company’s New 
York office 
According to an announcement by 
Right: Illinois Pin Type Distribution Line Holfast’s vice president, H. C. Rosen- 
insulator—one of many styles to 
meet all requirements. 











dorf, the company believes its custom- 
ers can be served better if Mr. Lewis 
makes his headquarters here 
Below: Typical illinois Suspension 
Type Dead End Insulator. 


Fan Manufacturer Moves 
Into New Chicago Plant 


[CAGO—The Berns Manufac 


turing Corp., fan manufacturer of this 
° = Illinois a citv, has moved into a new and larger 
nsulators are designe ; saat. a ‘ 

: plan 050 Nor -kwe re 
and produced to exacting PI SP v0 North Rockwell Ave. 
electrical and mechanical [he new plant, covering 2% acres, 
standards — completely 
tested and inspected to ‘ 
insure against breakdown production capacity. The plant has 
on the job. This, plus a been remodeled and a_ single-story 
proved record in count- 
less installations like the 
one shown above are 
your assurance of long 
years of thoroughly de- ° 
pendable service. 17-Man Advisory Board 


Scheduled for Plant Show 
PHILADELPHIA—A 17-man pan 


. f . el, representing major sections of the 
WRITE FOR 4 L LL f N q@ | * lant maintenance field, will serve as 
COMPLETE pl é : field, “ ‘o 
" advisory board for the Plant Main 

JNFORMATION ELECTRIC PORCELAIN CO. an advisor; 


tenance Show to be held at Convention 


AND PRICES : waite eo ecu Hall here, January 14-17, 1952. 


rives the company twice its previous 


ving added 
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Power Use Increases 25% 
On REA-Financed Lines 

WASHINGTON, D. C.— Use of 
power along the more than 1,100,000 
miles of REA-financed lines increased 
25 per cent during the fiscal year 1951, 
according to an announcement by the 
U. S. Department of Agriculture. The 
REA billed 8,750,000,000 
kilowatt hours in 1951, as compared 
with 6,974,000,000 in 1950 and 5,474. 
000,000 in 1949, 

REA during the 
energized about 117,000 miles of lines 


borrowers 


borrowers year 
and added approximately 288,000 cus- 
tomers. This low average of 2.5 con- 
nections to the mile of new line indi- 
cates that the rural electric co-ops are 
extending their systems into the more 
sparsely settled areas, but REA esti- 
mated that about three-quarters of a 
million farms still are without electric- 
ity. 

Electric service brought to 
288,000 new rural consumers during 
the year represents a decline of 39 per- 
cent from the 474,000 connected dur- 
ing fiscal 1950. On June 30, REA bor- 
approximately 


some 


rowers serving 


3.540,000 consumers. 


were 


N. J. Electrical Inspectors 
Hold Ist Regular Meeting 
HILLSIDE, N. than 


150 persons recently attended the 
first regular meeting of the newly- 
founded New Jersey Chapter of the 
Elec- 


J.—More 


International Association of 
trical Inspectors. The meeting was 
held here at the Buchanan Electri- 
cal Products Corp 

Permanent officers elected at the 
Charles A. Ward, 


Quinn 


meeting were 


chairman; Elmer T. and 


George H. Schardien, vice chair 
men; Rudolph H. Fries, secretary; 
and Richard B. Swallow, treasurer 


Wehe Assumes New Post 
In Graybar Detroit Branch 
NEW YORK—W. G. Wehe 


been appointed district operating man 


has 


ager for the Graybar Electric Co. at 
Detroit, 
ment by A. H. Nicoll, company presi 
dent. He succeeds M. O. Mcllvain, 
who is on sick leave. 

Since June, Mr. Wehe has been on 
the operating vice president’s staff in 


according to an announce- 





ook! No Wrench to swing 





yey 
Pant 


c 





Punch Driver is 60% faster! 


‘i HYDRAULIC Knock-out 





Now, electricians can drive knock-out punches with an amazingly low- 
cost ‘Porto-Power” hydraulic jack! A few easy strokes on the pum 

does it! Compare that with the old-fashioned method of a half-hurdred, 
knuckle-busting turns on a wrench. Users save on every hole punched 
— workmen are happier, safer — dies last 6 times longer — speed 


is spectacular! Every contractor is a 


prospect. 


A LOW-COST KIT FOR EVERY RANGE — 


Blackhawk Knock-Out Punches and the hydraulic 
rams are available in complete kits serving 1/2" up 
to 2” and 4" up to 41/4” openings. Owners of hand 


punches can buy 


D> 


Lb nd a extra 


uses for hydraulic 


Porto Power 


Blackhawk electrician’s equip- 
ment features famous “Porto- 
Power” hydraulic units. Unlike 
ordinary jack units, pump and ram 
are separated by a flexible hose. Ram 
is all-directional — 
much handier for hole 


A peak | 
od 








hydraulic equipment separately to 


enjoy labor-saving ‘‘Porto-Power’’ methods. 


punching, pipe bending and allied 
jobs. Low-cost Blackhawk Benders 

. today’s No. 1 line — handle 
both rigid and thin-wall conduit 
better, faster. 








The wholesaler policy 
on this stand-out line | 
of Electrician's equip- 
ment is just what you 

ne! 


BLACKHAWK 


HYDRAULIC Porto-Power EQUIPMENT | 


BLACKHAWK MFG. CO 


vept. P44101, Milwaukee 1. Wis 


Picase send me immediately WHOLESALER 
information on your Electrician's Equipmen 


Name . 
Firm .. 


Address 


State 


&y Za 
cum me eee 
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Can help your customers 
Win the Fight Against Shortages 





From the start, Great Western and LaMar Lag Fuses are designed 
and built to last longer . to give betrer service. That means fewer 
fuses used over a given period of time and a definite saving of 
copper and brass. Here are some superior Great Western and LaMar 


Lag construction features 
@Rugged materials give better heat dissipation. PRO- 
LONGS FUSE LIFE. 
@Extra heavy fibre cases and supporting bars give better 
support to links. PROLONGS FUSE LIFE. 
@Both ends can be removed quickly and conveniently 


Makes cleaning easier. PROLONGS FUSE LIFE. 


Tell your customers about these features. Help them beat shortages 


by getting better and longer fuse service! For full particulars, 


contact our repre sentative in your Vicinity 


The BEST fuses money can buy 


GREAT WESTERN FUSE DIVISION 
Titeflex, Inc., 500 Frelinghuysen Ave., Newark 5, N. J. 





ompany’s New York headquar 
joined Graybar at San Fran 

in 1933 and served as stock 
clerk and office salesman 

nsfer to Boise, Idaho, in 


manager, 


Raybro Electric Makes 
Changes in Organization 
rAMPA FLA.—Five important 
hange the Raybro Electric Sup 
n¢ organization were re 
nnounced by M. O. Hollis, 
treasurer of the company 
Faulkner, who for the 
has been manager of the 
Orlando branch, will be- 


lanager of apparatus, indus- 


W. W. Faulkner . T. Brown 


\ 
J. R. Childers John Cowart 


trial and utility sales for the north 
and central Florida and southern 
Georgia territories. W. T. Brown 
will succeed Mr. Faulkner as Or- 
lando branch manager. For the past 
year he has been working a select 
territory out of the local Raybro 
branch. 

Recently working a regular terri- 
tory from Orlando, W. J. Bryant 
has been appointed Orlando branch 
sales manager. John Cowart re- 
places Mr. Bryant in his territory. 
He has been employed in the Ray- 
bro lighting department here, and 
more recently was working a regu- 
lar territory in the Orlando area. 

J. R. Childers has taken over the 
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territory tormerly handled by Mil 
ton Fewell, who has been called 
back into service. Mr. Childers for 
merly worked in the local office and 
was transferred to the Orlando 


branch recently 


Wesco “Keen Teen Klub” 
Boosts Sales in Richmond 

RICHMOND, VA.—A novel pro 
motion designed to provide teen 
agers with “vacation things to do” 
and stimulate sales of appliances 
television and radios during the 
slow-moving summer months was 
organized this year by the Rich 
mond branch of the W estinghouse 
Electric Supply Co 

Under the direction of W. N 
Watt, Jr., manager of several Vir 
ginia branches of Wesco, the pro 
motion had a dual purpose. It was 
aimed at the immediate stimulation 
of traffic and sales, but also carried 
with it a long-range program de 
signed to acquaint the teenagers of | 
today with the appliances which 
they will select for their homes 
when they become the customers of | 
tomorrow } 

Nucleus of the program was the 
organization of a “Keen Teen Klub” 
and a three-day meeting which fea 
tured lectures and demonstrations 
by leading home economists, fash- | 
ion authorities and beauticians. Girl | 
teenagers in the area became eligible 
for membership in the group by 
having their mothers attend a dem 
onstration of Westinghouse appli- 
ances or television receivers at the 
stores of any of the ten sponsoring 
dealers. 


Five Groups Are Eligible 
For Merit Award Contest 

CHICAGO—Five groups are eligi- 
ble to enter the 1952 $2,500 Merit 
Award Competition, sponsored by the : 
Fourth International Lighting Expo — 4 . j 
sition and Conference, to be held in ' ' a < 
Cleveland, May 6-9, 1952. The five are | aa a | 3 y . 
electrical contractors, utility lighting .«& 

\ 
\ 


and power representatives, electrical | 


distributors, lighting specialists and Zreuncea 60 Certified ti an plchlimmel of, 
salesmen, architects and consulting en 


gineers, owners and users of industrial WwW E S$ TE R N | N S U L ATE 1) Wi R E CO. 
and commercial lighting. 
G. T. Morrow, chairman of the 


LOS ANGELES 58, CALIFORNIA 


award committee, reports that entrants 
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MORE COMPLETE! 
MORE USEABLE! 


Your NEW 


Electrical 
Catalogs 


are being distributed... 


This unit, especially compiled for Contractors and Whole- 
salers, is full of useful, up-to-date electrical product data 
covering the kinds of products you handle in your day-to- 
day operations. 

If it’s electrical — make this your first source of information 
on ‘‘Who”’, “‘Which” and ‘‘Where’”’ — it will save your 
time. Get the ELECTRICAL CATALOGS habit . . . today! 


If not available at your plant, write to: Distribution Man- 
ager, McGraw-Hill Catalog Service. There is no charge to 
qualified users. 


1 
+} 2 
phe, Ppl 


ear 
a a one 


a Specific Market Unit of: 


McGraw-Hill 
Catalog 
Service 


330 W. 42ND STREET 
NEW YORK 18, N.Y. 


in the competition have the opportun- 
ity “to make a definite contribution to 
the nation’s welfare. By their sub- 
mittal of outstanding lighting installa- 
tions utilizing the most advanced light- 
ing systems, techniques, equipment and 
other component parts of good light- 
ing, they help to mobilize lighting 
knowledge to further defense produc- 
tion and to advance America’s wel 
fare.” 

Requests for official rules and entry 
blanks may be sent to the Merit Award 
Committee, Fourth International 
Lighting Exposition and Conference, 
Room 818, 326 West Madison St., 
Chicago 6, Ill. The competition closes 
January 31, 1952. 


B. K. Wickstrum Named 
Sylvania Director of Sales 
NEW YORK—The board of di- 


rectors of Sylvania Electric Prod- 
ducts, Inc., recently elected Barton 
K. Wickstrum to the post of vice 
president and director of sales. He 
succeeds Robert H. Bishop who re 
signed after being sales vice presi- 
dent since 1946. 

Mr. Wickstrum joined Sylvania in 
1939 and served as divisional sales 
promotion and advertising manager 
before becoming Pacific Coast sales 
manager in 1944 and Midwestern 
sales manager of the lighting di- 
vision in 1945. In his new position, 
Mr. Wickstrum will be located in 
New York. 

Sylvania President Don G. Mitch 
ell also announced the appointment 
of Charles A. Burton as general 
sales manager of the lighting di 
vision to succeed Mr. Wickstrum 
He will make his headquarters in 
Salem, Mass 


Industry Seen Shifting 
Inland from Coastal Areas 

WASHINGTON—A study recent- 
ly completed by the Defense Produc- 
tion Administration reveals that man 
ufacturers who are expanding or 
building under the accelerated tax 
amortization program are turning from 
coastal and populated areas to new 
or less industrialized regions such as 
Arkansas, Texas, Oklahoma and Colo- 
rado. 

The study shows that in 1947 in the 
Mountain States, capital investment in 
plant and equipment amounted to only 
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9 per cent of the total national volume 
of manufacturing. As of May 25, 1951, 
the proposed investment under ap- 
proved certificates of necessity in that 
area totaled 5.8 per cent of the value 
of all certificates issued. 

In the East South Central States. 
this same percentage rose from 3.7 per 
cent to 7 per cent in the same period 
In the West South Central States, it 
jumped from 3.9 per cent to 18.1 pet 
cent. 

Nearly half of the expansion in the 
current program is taking place with 
in the iron and steel industry. Loca- 
tion of plants in this industry, DPA 
pointed out, depends very heavily upon 
the location of raw materials. 

DPA’s conclusions are based on a 
comparison of the distribution of 
manufacturing activities and capital ex 
penditures for 1947 with the distribu- 
tion of capital investment proposed 
under certificates of necessity issued 
by the agency up to May 7, 1951 
DPA warned, however. that the find 
ings of this particular analysis should 
not be taken as conclusive since it 
refers only to firms receiving federal 
aid under the tax amortization pro 
gram and that a considerable portion 
of construction will go for additional 
equipment for existing plants. The 
study also deals with manufacturing 
facilities exclusively and does not take 
into account the expansion of trans 
portation systems or public utilities 
Actually, the issuance of a certificate 
of necessity is no guarantee that new 
plants will be built, DPA reported 


Consumer Buying Spree 
Forecast for Last Quarter 


NEW YORK-—It may not be as big 
a splurge as the “Christmas in July” 
boom last year, but consumers again 
have the money to spend and are on 
their way down to the stores to spend 
it, Business Week reported. 

The lag in retail sales—at a time 
when other economic indexes like gov 
ernment spending and disposable in 
come have bounded upwards — was 
caused, and can be remedied, by a 
number of influences. Average saving, 
for one thing, has ranged between 
three and six per cent since World 
War II. Hardly any inducement to 
buy. But now for the first time since 
then, in the second quarter of this 
year, consumers saved nine per cent 
of their disposable income. That, 
coupled with a record high $247 bil 
lion in personal income, can make a 
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116 E. FIRST STREET 


PROTECTION 


OVER- ~ 
PROTECTION 





Manarch ens 


A “Better Balanced’ fuse is your only true assurance of dependable fuse protec- 
tion.. This means that your electrical circuits receive a safe balance between the 
dangers of “over and "under" protection, — those characteristics that are liable 
to burn out equipment because of excessively long lags . . . or interrupt produc- 
tion because of frequent blow-outs. Yes, Monarch renewable fuses give you 
that safe “Better Balanced" feature . including the temporary lag feature 
of Monarch's replacable “mono-lag” link. So for dependability on all your 


electrical circuits, specify Monarch fuses . . . fully approved by Underwriters 


Laboratories 
» OMPLETE LINE OF FUSEs F 
CONSTRUCTION & p 
gikt es 
Np 


Anaech rust.co. un 


JAMESTOWN, N. Y. 











Mercury 
Vapor 
Floodlight 


| be turning 








. HA 7-0030 (Chicago) 


REPRESENTATIVES 
WANTED ! Prompt deliveries, 


liberal commissions...and the NEPO 
line has amazing acceptance! 


Write, Wire, or Phone 


| law. 








Standard Installation — 
bolts to roof joists. 
All components supplied. 


Woll Bracket Assembly 
weighs 23 Ibs.—all 
components supplied. 


Provides Maximum Light 
at Minimum Cost... 


Here’s a brand-new item for a 
brand-new market—meets the 
constantly increasing demand 
for an economical mercury vapor 
floodlight to provide high in- 
tensity illumination for indus- 
trial property, outdoor displays, 
store fronts, freight and express 
terminals, sports arenas, filling 
stations, etc. 


Here’s NEW economy — it’s al- 
most 300% more efficient than 
conventional incandescent ex- 
terior floodlighting. Provides the 
best protective and display 


lighting —adds prestige to prop- 
erty—offers warm, cheerful 
friendliness! 

NEPO luminaires and brackets 
are of quality construction 
throughout, are easy to install 
and maintain. Entire unit is 
weatherproof and rustproof. 
Patented process seals reflector 
glass to Alzak aluminum hood 
—assures greater cleanliness and 
increases safety. Available with 
a variety of brackets—adaptable 
to any installation problem. 
Poles can be supplied— prices 
on application. 


NEPO MANUFACTURING COMPANY 


527 SOUTH WELLS STREET 


108 


° CHICAGO 7, ILLINOIS 


retailer smile again in anticipation. 

High prices were probably the most 
important influence in reluc- 
tance, the magazine said. Most con- 


buyer 


sumers were content to wait for the 
inevitable — so they thought — price 
drop. Instead, the tide now seems to 
It must be obvious that 


prices instead of going down may well 
be on the rise 
| 


The tip-off, Business Week said, 


| could be the car makers’ request for a 


10 per cent price boost. Actually, the 
Office of Price Stabilization predicted 


| an over-all average price rise of six 


per cent as a result of the new controls 


Increases on some items may 


reach 15 per cent, while others will be 
| as low as three per cent. This predic- 


tion, along with Congressional relax- 
ing of credit curbs, may be the “open 
sesame” to consumer frugality 


Ohio Wholesaling Firm 
Names New Directors 


COLUMBUS, Ohio—Two 
directors have been named by the 


new 


Electric Power Equipment Co., ac- 
cording to an announcement by A 
B. Weinfeld, 
manager and board chairman of the 


president, general 
company. They are Charles E. Ed 
gard and Stanley P. Jay. 

Mr. Edgard is chief of the engi- 
neering department of the firm. Mr 
Jay heads the machinery and equip- 
ment department. Both are 
graduates of Ohio University, 
where they were awarded degrees in 


sales 


electrical engineering. 

Mr. Weinfeld also announced that 
L. R. Green has been appointed to 
the post of treasurer. He succeeds 
the late F. B. Williams, a co-found- 
er of the company. 


U. S. Role in Distribution 
Is Topic of Hub Meeting 
BOSTON—Over 


authorities and leaders in business will 


20 distinguished 


| address the 23rd annual Boston Con- 


ference on Distribution here October 
15-16. The theme of the conference is 
“America’s Role in Distribution.” 
Among those scheduled to address 
the meeting are: Dr. Robert E. Wil- 
son, chairman of the board, Standard 
Oil Co. (Indiana); The Hon. J. R. 
Smallwood, Premier of Newfound- 
land; Victor M. Ratner, vice president 


ELECTRICAL WHOLESALING—October, 1951 





in charge of sales and promotion of 
Macys, New York; and Drs. N. H. 
Engle and Henry A. Burn, University 
of Washington. Brig. Gen. A. Robert 
Ginsburgh, on the staff of Defense 
Secretary, and Nelson A. Miller, Of- 
fice of Civilian Requirements, National 
Production Authority, will represent 
*he Government. 

The Retail Trade Board, Boston 
Chamber of Commerce, is sponsor of 
the conference, in cooperation with 
Harvard University, Boston Univer- 
sity, and Massachusetts Institute of 
Techne yc gy. 


°51 TV Production Drop 
Is Put at Over 2 Million 


CHICAGO—An estimated 5,300,- 
000 television sets will be produced 


in 1951, as compared with 7,500,000 | 


units in 1950, according to the an- 
nual industry survey released re- 
cently by Television Shares Man- 
agement Co., investment advisor of 
Television-Electronics Fund, Inc. 
A total of 3,780,000 units will be 
produced by the ten principal man- 
ufacturers, as compared with an es- 
timated 5,337,000 output in 1950. 
This year RCA will again top the 
industry with production of 700,000 
units, as against 950,000 last year. 
In second place, Admiral and Philco 
are tied for the second year, with 
this year’s production estimated at 
625,000, as against 875,000 last year. 


Tied for third place are Emerson, | 


General Electric and Motorola, with 
400,000 units each this year, as 
against 550,000, 425,000 and 660,000, 
respectively, last year. 

Estimated production of the four 
other manufacturers in the top ten 


this year are Zenith with 300,000 | 


units this year and 450,000 last year, 
Du Mont with 130,000 units this 
year and 240,000 in 1950, Crosley 
with 100,000 in 1951 and 140,000 last 
year, and Hallicrafters with 100,000 
units this year as against 172,000 
last year. 

Television Shares Management 
believes the outlook for demand ap- 
pears to be far more favorable than 
recent sales within the industry 
would indicate. Relaxation of credit 
controls, lower set prices, high and 
rising consumer income and the 
opening of the coast-to-coast net- 
work are cited as among contribut- 
ing factors to a favorable appraisal 
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how to keep 
hot circuits cool 


HOW IT WORKS 


Ashert circuit Blows speed 
link instantly. Therm-A- 
Trip (matched te thermal 
Capacity of the moter or 
transformer it protects) 
aise opens circuit whee 
safe surrounding or lead 
temperatures are ex 
coeded. Provides ade 
quate protection with 
extra long time delay. 


DUAL ELEMENT TRIPLE 
PROTECTION FUSE WITH 
THER M-A-TRIP 


/riOl —THE THREE-IN-ONE FUSE 


is the coolest operating fuse of any type. 
gives instantaneous cut-off on short circuit. 
controls rate of rise of recovery voltage. 
has longest safe time-lag of any overload protective device. 

time-delay averages five times longer than any renewable or one-time fuse. 
starts heavily loaded motors safely. 
protects against single phasing. 

watt (power) loss is substantially lower. 

tripping temperature provides a heat ceiling 500° F. lower than any zinc link fuse. 
reduces and controls the heating of switches and fuse clips. 
permits the use of switches of lower rating. 
keeps hot circuits cool. 

A TRION FOR EVERY CIRCUIT 


Trions are available in 141 Standard Sizes ranging from 

1 to 600 amps for both 250 and 600 Volt circuits. Other 

sizes for these same voltages range from 1/10 amp to 

9 amps. Midget Sizes (34" dia. by 1'4” long) vary bess 

1/10 amp to 10 amps. ASK FOR TRION OR WRITE FOR FREE 
TRION BULLETIN #506-A TODAY. 


THE CHASE-SHAW MUT <co. 


37R MERRIMAC STREET NEWBURYPORT, MASSACHUSETTS 


SD 


ae CoQ-T Creet os QT re rvs 





Remove Dusty and Humid Air 
with 


Pocrless- Chee! 
INDUSTRIAL EXHAUST FANS 


EERLESS ELECTRIC PVB exhaust fans are widely used in factories, 

warehouses, foundries, etc., and may also be installed in ducts 
where low static pressure resistance is encountered. Because of complete 
ball bearing construction, the fans may be mounted in either vertical 
or horizontal positions. 


FIVE FAN SIZES 
The fans are made in 24”, 30”, 36”, 42” and 48” diameters. Self-aligning 
ball-bearing pillow blocks provide rigid support. Bearings are pre-lubri- 
cated and equipped with labyrinth steel] seals to retain the lubricant 
@nd to exclude dust and moisture. 


MOTORS 


The motors range from '4 to 1! H. P., single-phase Capacitor-Induction 
and three-phase Induction types, are equipped with ball bearings and 
are totally enclosed, rigid mounted, and operate at 1750 RPM on 60-cycle 
current. Motors with other characteristics also available. 


AUTOMATIC WALL SHUTTERS 


Automatic wall shutters of same sizes as fan diameters 
also are available. 


Write for complete specifications on Peerless Electric PVB 
Industrial Fans and Automatic Wall Shutters 


THE PEERLESS ELECTRIC COMPANY 
Established 1893 ° WARREN, OHIO 


MOTORS © FANS © BLOWERS 


A 


L. C. KENT, illuminating engineer 
and dean of the General Electric Light- 
ing Institute since its inception in 
1923, has retired after 38 years of con- 
tinuous service. At the institute, 
located at Nela Park, Cleveland, Mr. 
Kent devoted virtually all his time to 
development of lighting demonstra- 
tions and educational techniques. 





of the outlook for the baiance of 
the year. 

During July, television receiver 
shipments to dealers totaled 117,862, 
according to a report from Radio- 
lelevision Manufacturers Assn. 
Chis is a decline of approximately 
42,000 from the 160,302 TV sets 


shipped in June 


Chicago Assn. Conducts 
Sales-Booster Contest 


CHICAGO—A total of $1,400 in 
cash prizes is being offered by the 
Electric Association of Chicago in 
its sales-booster contest, open to 
everyone employed in the electrical 
industry 

The association plans to award 
$100 to the author of the best sales 
booster idea for each of ten sub- 
jects, and a grand prize of $400 is 
to be awarded the top winner for 
the best of the ten winning entries. 
Subjects of the contest include elec- 
tric refrigeration and home freezer, 
electric laundry equipment, electric 
blanket, electric dishwasher, radio 
and_ television, adequate wiring— 
home electrical modernization, elec 
tric housewares, electric range, elec 
tric hot water heater, and electrical 
modernization, industrial or com- 
mercial, 

Purpose of the contest is to ob- 
tain ideas for promotional methods 
which can be used to strengthen the 
association's general program of ad- 
vancing the electrical industry in 
the Chicago area. 
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Hughes-Peters Changes 
Ownership in Columbus 


COLUMBUS, Ohio — Hughes- 
Peters, Inc., 111-117 East Long St.. 
this city, now in its 35th year oi 
distribution of electrical appliances, 
heating equipment, and electronic 
replacement parts, has announced 
that the firm's assets here and in 
Dayton and Cincinnati have been 
purchased by P. E. Gustafson, vice 
president and general manager. 

Mr. Gustafson has been managing 
the firm’s distributing warehouse in 
Columbus. Before joining Hughes 
Peters, he was a division manager 
for RCA. 

The Dayton warehouse is man 
aged by J. W. Ditmer and the Cin 
cinnati warehouse by N. W. Wright 
Mr. Gustafson said no changes are 
contemplated in the operation o1 


present policies of the company 


Eaco Transfers Facilities 
To Modern Headquarters 
NEW ORLEANS — Eaco, Inc., 
electrical appliance company of this 
city, last month moved to an up-to-date 
warehouse and showroom which was 


formerly occupied by Graybar Electric 


Co 
The new headquarters, located 
the heart of this city’s wholesale dis 
trict, at 601 South Peters St., has 
ample parking space for its customers, 
switch-track facilities and modern 


counter service for the contractor 


mer toggle bolts 


Electrical Salesmen Told Constant efforts to satisfy the numerous Fastening and 


Of Vital Mobilization Role Hanging tasks have resulted in Paine’s “know how.” 
NEW YORK—A vital role is Do as others have done—make Paine your first choice. 


played in the nation’s industrial mo 
bilization program by electrical permanent fastening in hollow walls and ceilings, where 


Paine Spring Wing Toggle Bolts provide a secure and 


wholesale salesmen, a group of it is impossible to reach the other side. Reduce installation 

Westinghouse sales trainees were ‘ 

told recently time and accent the quality of your work with Paine 
M. P. Nickerson, vice president of Spring Wing Toggle Bolts 

Westinghouse Electric Supply Co 

addressed 52 trainees who were 

graduated at special ceremonies at ae Palns COMPARY 2979 Carrell Ave., Chicago 12, ill. 

the Park Sheraton Hotel here. Their 

ten-week training course was taken dale best craftsmen always take p 

at the Carnegie Institute of Tech : 

nology in Pittsburgh and at six Spring Wing Toggle, Bolts Conduit Clamps Star Drills 

Westinghouse manufacturing Expansion Anchors Pipe Hooks and Straps Malleable Shields 

plants. Sudden Depth’ Drills Hanger Iron, perforated Special Hanging and 
Mr. Nickerson declared at the aut Sisom Aetna Eupeniion Shati ledecientalaie 

graduation exercises that “Amer! 
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wo 


will bend, as shown, 
hit hard and will split the 


For Metallic and 
Non-Metallic Cable 


The rugged design and 
economy of the new smaller 
size THIEL Staple make it 
appeal to electricians, re- 
frigerator men and plumbers 


N‘T SQUASH 


DRIVES TRUE 


TAKES PUNISHMENT 


EASY DRIVE 


A SLEDGE HAMMER BLOW 


. . will not bend rugged, flat-top 
THIEL Staples! They ‘take it,’ and 
do not split the wood! 


WORKMEN NEED NOT 
— ‘BABY’ THIEL STAPLES! 


COMMON STYLE STAPLES 


THIEL “EASY-DRIVE" STAPLES 


The N 
pentyl dr <cogmemm FLAT TOPS 


NOW! — TWO SIZES 


They save time, prevent 


— waste and represent the 
: = greatest improvement in 
- Staples for cable work in 
= sss 25 years! 
EASY DRIVE 





FOR ELECTRICIANS 
FOR REFRIGERATOR 
FOR PLUMBERS. . 


THIEL EAs 


"NA 
hold them secure. The Cadmium 


“EASY-ON” 
THIEL STRAPS 


Made for 12-inch, thin walls 
rigid. Will pass inspection. Cad 
mokes them rust proof. Packed 





They're rugged, won't bend. Serrated teeth 


°« THIEL Cable Staples, now in 2 

sizes — the new smaller No. 1100 
MEN .. ¥9-in. wide, flat-top head, 15/16 
in. long, and the larger size, No 
1125, 5¢-in. x 1¥g-in., — fit all 

needs for cable work. They are 
DRIVE scientifically designed to absorb 
IL IT” severe blows, will drive straight 
and true and not split the wood — 
even oak! Workmen will like them 


seein, Goalape — all will buy them, ence they 


them rust proof. Packed in cases have tried them! FREE samples 


available. Get them today 


. AT YOUR 
WHOLESALER, OR 


Hold ony job WRITE US DIRECT 


mium plating 
in cases. 
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Few Territories Still 


SOLD BY LEADING ELECTRICAL WHOLESALERS ) Available for Manufac- 


turer's Agents—Write 
for Full Information 


| HIEL toot & ENGINEERING co. 
1417 NORTH MARKET STREET, ST. LOUIS 6, MISSOURI 





can industry is being called upon to 
deliver defense material at the rate 
of over one billion dollars a week 
lo achieve this end, industry must 
have increasing supplies of motors, 
controls and other electrical appara 
tus. They are essential,” he said, “to 
keep industry running at high gear.” 
He added that “electrical wholesale 
salesmen must be constantly pre 
pared to back up this vital defense 
effort at every opportunity.” 

The trainees were told by the 
speaker that their training fitted 
them for an important role. “We are 
depending on you,” said Mr. Nick 
erson, “to assist the national mo 
bilization program at every oppor 
tunity 

The 52 trainees represented 17 
Wesco districts and 10 independent 
Westinghouse distributors across 


the country 


Booklet Tells Distributor’s 
Place in Defense Economy 

NEW YORK—The electrical dis- 
tributor’s position and services in a 
defense economy has been set forth 
in a pocket-size booklet by the Na 
tional Association of Electrical Dis 
tributors 

Prepared by the association's pub 
lic relations committee in coopera 
tion with the Department of Defense, 
) } 


the booklet describes the electrical 


distributor’s position in today’s 

s contribution as a 

sub-contractor in produc 

lefense equipment, and 

the role he is prepared to play in 
civilian defense 

The booklet also cites hgures as 

size and scope of! the elec- 

distributing industry. Copies 

( » booklet may be obtained by 

writing the NAED at 290 Madison 


\ve.. New York 17 


BullDog Cuts Down Line 
Of Safety Switches to 38 
DETROIT — BullDog Electric 
Products Co. of this city has embarked 
on a new marketing program for 
safety switch merchandising. Accord 
ing to W. H. Frank, president of Bull 
Dog’, just 38 master switches, required 
to cover all type A, C and D applica 
tions, will now be manufactured to re 
place hundreds of safety switches pre 
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viously produced under the old mar 
keting program 

The problem before the changeover 
involved the manufacture, stocking, 
selling and installing of the many 
safety switches being produced to cov 
er all applications. Each standard 
switch produced for any system was 
generally available in three classifica- 
tions (A, C, and D). The spread of 
ratings for each switch type (30 amp 
to 1200 amp and 250 volt to 575 volt) 
meant hundreds of switches produced 
by each manufacturer. 

How BullDog reduced its line ap 
proximately two-thirds was the result 
f research and market analysis. The 
company discovered that each mastet 
safety switch could cover several ap 
plications, so type C and D switches 
were eliminated. Since an A_ switch 
answered the requirements of all three, 
the company began manufacturing A 
switches. The new switch is equipped 
with a voidable interlock that converts 


it into a type C switch for customers 


who want type C switches only. | 
They also discovered that many ap 


plications could be answered through 


the use of a switch selected from a 


fast moving type, and, a addition, | PO WER CIRCUIT 


could be used for all type C and D ap 


plications | ) TRANSFORMERS 


RTMA Says Nickel Crisis 
May Force Tube Cutback 
WASHINGTON — A_ warning 


that receiving tube manufacturers 


With Combination Voltage Ratios 


@ You can carry fewer power 

* circuit transformers in reserve 
will be forced to start cutting pro pet among hy mete and sonal meet a wide ——— of 
duction and will release employe ee application because 

, One Jefferson Transformer having Universal Voltage Ratio 
services the voltage set-ups ordinarily requiring two or three. 
Jefferson Transformers have Dual Primary of 460/230 and Dual 
Secondary of 230/115 so that on 460 volt circuits either 230 volt 
or 115 volt secondaries are available and on 230 volt primary 
circuit, 115 volt secondary is provided. 

Jefferson dry type Transformers are conservatively rated to 
insure adequate safety margins and longer-life performance. 
The ample construction design also reflects quality—large, 
roomy wiring compartments, handy knockouts for rigid or 
flexible conduit connections, and sturdy mounting brackets. 

Being dry type they need no separate enclosure but are 
directly mounted on machines, walls, posts or panel boards. 


ivisi -alled by Chairman R. F ous ae t 
division, calle V airman R Write for Bulletin 501-15. 
Carlson 


“The receiving tube industry is 


unless the industry is granted relief 
from present nickel allocation pol 
icies has been issued by Glen M« 
Daniel, president of the Radio-Tele 
vision Manufacturers Assn 

Mr. McDaniel addressed a letter 
to Edmund T. Morris, director of 
the electronics division of the Na 
tional Production Authority, call 
ing attention to the serious situa 
tion facing the industry, following 
special meeting of the RTMA tube 


facing a critical situation because ot 
the shortage of nickel,” Mr. Me 
Daniel wrote. Manufacturers have 
resorted to intensive conservation 
measures to reduce the industry's 
use of nickel, he continued, with the 


result that 229 million tubes were JEFFERSON ELECTRIC COMPANY Bellwood, Illinois 


produced in the first seven months im Conada: Canadian Jefferson Electric Co., ltd., 384 Pape Ave., Toronto, Ont. 
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| 


RD-62 Basic Display 


Models are de- 
scriptively la- 
belled. Boards 
cre complete 
with push- buttons, 
transformers, 
plug-in cords. 


MILLIONS OF PROSPECTS 


" WILL READ fA ody 


HOLIDAY ADVERTISING 


yr! y! n! 
gpa gst st 


| LooK To Pkousy FOR FINE QUALITY 


| BELL, CHIME AND SIGNALING TRANSFORMERS 


| 


| 


| 

| 

| Closed 
leod Type 


Rittenhouse heavy-duty signaling transformers oper- 


ate large alternating current bells, annunciator systems, 


signaling systems on heat controls, lamps, and similar 


Open 
leod Type 





CATALOG 


THE RITTENHOUSE 


heavy-duty installations. 

Get the details of our complete line of 
doorbell, door chime, and signaling trans- 
formers to suitevery small transformerneed. 


QWIK LOCK * transtormer 


A universal mounting trans- 

former that does the job of both 

outlet box and conventional 

types af no increase in cost 

Quick, convenient mounting. To mount—Simply inset 

Four different size. tronstormer nippie throug’ 
bnockout, and tighten con 

ot. 


CO., INC. © 101 Owen St Honeoye Fails, N.Y 





i 





of 1951 with only two-thirds of the 
nickel used to produce 191 million 
tubes in the corresponding period 
of 1950 

Mr. McDaniel recommended, on 
behalf of the RTMA tube division, 
a procedure for allocating nickel to 
the receiving tube industry at the 
rate of 187,000 pounds a month as 
formerly suggested by the NPA 
electronics division 

In addition to cutting production 
and releasing employees, the RTMA 
president also warned that, unless 
relief is granted to the industry, de 
lays in meeting delivery schedules 
of military tubes will inevitably re 
sult. “This delay in delivery of mili 
tary tubes,” he wrote, “will neces 
] 
| 


sarily cause a delay in delivery of 


aircraft and other military end prod 
ucts in which electronic tubes are 


ble components 


Supply Shortage Prompts 
New TV Tube Production 
SCHENECTADY, N. Y.—Produc- 
tion of television picture tubes de- 
signed to operate without focus coils 
and to save important quantities of 
copper, nickel and cobalt, all strate 
gic materials in short supply, has 
begun by the General Electric Co. 
The development of an improved 
electron gun for zero-voltage electro 
static picture tubes by engineers of the 
company’s tube department at Syra- 
cuse, N. Y., 
elimination of the focus coil. In addi- 


responsible for the 


tion to conserving materials vital to 
the defense effort, elimination of the 
focus coil also means considerable 
cost saving for receiver manufacturers, 
according to E. F. Paterson, sales 


manager for the tube department 


NEMA Housewares Group 
OK’s °52 Campaign Plans 
NEW YORK—Plans for the con 
tinuation of the electric housewares 
gift campaign for 1952 have been ap 
proved by the electric housewares sec 
tion, Nationat Electrical Manufactur 
ers Assn., according to an announce- 
ment by an industry spokesman. 
\imed at capturing a larger share 
ot the year-’round gift market, the in 
dustry’s long-range merchandising 
promotion program will continue to 


use as its theme: “Give electric house 
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wares—first choice for every gift oc 
casion.” 

The special meeting to preview 1952 
campaign plans by the electric house 
wares section, scheduled for Septem 
ber 13, was postponed until some time 
in November. The decision to postpone 
the meeting was made after it was 
found the September date would con 
flict with many previously scheduled 
Fall showing plans of electric house 
wares manufacturers 


Dr. Baker, of G.E., Voted 
Radio Engineers’ Medal 
NEW YORK—Dr. W. R. G. Bak 
er, General Electric Co. vice president 
elec 
N.Y., 


has been voted the medal of honor of 


and general manager of the G.E. 
tronics division at Syracuse, 
the Institute of Radio Engineers 
The institute’s board of directors, in 
announcing the award, cited Dr. Baker 
“early technical contributions 
art, 


for his 


to the radio transmitter his long 
sustained and effective leadership of 
institute and industry engineering 
groups and his outstanding service to 
the institute.” Voted by the board of 
directors, the award will be made at 
the organization’s annual convention 


in March 


Cost of Seeing Is Subject 


Of Speech at IES Meeting | 


WASHINGTON, D.C. The 


amount of “effort” required by an 
par- 


industrial worker in seeing a 
ticular task was the subject of a talk 
delivered before the National Tech- 
nical Conference of the Illuminating 
Engineering Society here recently. 

Addressed by Willard Allphin, 


pervisor of commercial engineering 


su- 


fixtures, Sylvania Electric Products, 
Inc., members of the society were 
told of a unique study recently com- 
pleted in which the “effort” of seeing 
was measured. 

Since reading is not a demanding 
enough task to supply reliable data, 
Mr. 
made in a factory manufacturing 
electronic equipment. The attempt 
to measure the effort,of seeing was 


Allphin reported, the test was 


made by studying the muscle action 
from a worker’s forehead area, where 
tiny voltages are produced by mus 
cles when doing work. Sponge type 
electrodes were held on the forehead 
of the worker by means of a head- 


SLATER 


npr fs 


let your 
customers 


decide! 


Some take your word 

for quality —but they always 

find out for themselves — 

later. When you recommend SLATER 
you can forget about comebacks. 
SLATER’s elaborate “‘fool proof” 
inspection system is your assurance of 
uniformity. Ask the men who use them. 
Sooner or later —they ask for 





SLATER. Send for complete catalog 
and price schedule today. 
Slater Elec. & Mfg. Co., Inc., Woodside, N. Y. 


© se 8 @ A 
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SLATER No. 400 


T-Rated 
flush tumbler switch 


This all ready popular, 
specification grade “On- 
The-Job” designed switch 
now has many additional 
features—an arc-suppres- 
sor never before used (pat. 
pending); sturdier, heav- 
ier Bakelite body rein- 
forced with a_ stronger 
mounting bracket; smooth- 
er, more positive toggle 
action; and terminals flush 
with Bakelite fer easier 
wiring. 

Every detail 
fected; Slater 


ORE. 


115 


Slater per- 
inspected. 





HERE’S A COUPLE OF band. The effort used by the worker 


in a critical seeing task was thus 


recorded. 


- : Mr. Allphin pointed out that as a 
result of the test, lighting for a see- 
ing task such as this one would re- 
quire 1,200 footcandles to give the 

\ 


: 
6 
of FOR 


worker sufficient illumination. 


Electrical Representatives 
To Stage Richmond Show 


RICHMOND, VA.—The first of 
an annually-scheduled electrical in- 
dustry exhibit will be sponsored here 
October 15-17 by the Electrical Man- 
facturers’ Representatives of Vir- 
ginia. 





The exhibit will be held in con- 
junction with the 23rd annual meet- 
ing of the International Association 
ot Electrical Inspectors at the John 
Marshall Hotel 


W. E. Epperson is chairman of 


SELF-SELLER FOR YOUR SHOWROOMS 


and for your larger customers. ’ io the show and W. R. Luebke is pub- 
This sales-promoting selection in- 
cludes 21 assorted push buttons % ; ‘ 
on a sturdy 3/16” thick display utacturers Representatives, a new 
panel with easel for standing, ’ ; , organization, was incorporated un 
eyelets for hanging. Colorful, eye- 
catching white, orange and brown 


licity director. The Electrical Man- 


der the laws of Virginia in Septem 
ber, 1950 

Senior Display Deal 

No. 58—Actual Size: 

22%" x 15%” 

Working Stock — 37 assorted G.E. Supply Names Roach 

pieces in individual printed boxes 

shipped with display. Gross wt . TERRE HAUTE, IND. — George 

7 Ib. 6 oz : ‘ eo: FP. Roach has been named manager 

of the local branch of the General 

Electric Supply Corp according to 

an announcement by K. F. Stutz 
Indianapolis district manager 


Mr. Roach joined the corporation 





at Indianapolis in 1945 as a supply 
salesman, and became a transmis- 
sion spec! ilist for the district earlier 


this vear 


tonite op SELF-SELLER FOR STORES 


Trine push button profit deal— 
10 best-selling styles seen at a ” ~_ 
glance! Introductory working Lindon C. Hewey Rejoins 
stock of 15 assorted boxed units Cc ial El te C 
Eyelets packed with display. Complete ommercia ectric Co. 


se assortment, 25 pieces. a ; 
Hanging! TOLEDO—Lindon ‘¢ Hewey 


Sets up in \ has rejoined the Commercial Elec 
only 12 oN —— DOUBLE YOUR PROFITS! tric Co. of this city as field sales 
«30 =: Push two displays—one for manager, after an absence of 5% 
Senler Display Deal eae windows, one Sar eounters. | years. During that time he was as- 
Get all the detail: today! Write tor catalog sheets and samples. sociated with a similar firm in Lima, 

Ohio 


y Mr. Hewey entered the electrical 


ae O wholesale business with Commer- 

: cial Electric in 1924, and for a num- 

y | z Manufacturing Corp., ber of years was purchasing agent 
New York 61, N. Y. of the company. 
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M. P. KARTALIA has been appointed 
ger of merchandise sales for the 
Square D Co., Detroit. He will help 
formulate distributor policy and ad- 2 
*_* . . . ° this ousing ever 
minister it in connection with both So Breaks or Distorts we 
industrial control and distribution : will replace it Free 
equipment sales activity, according to 
Square D Vice President Frank Roby. 





RIGHID Booths 
918-920-922 
at the Piont 
Maintenance 
‘ r Show — 
2 New Branches Opened Cleveland 


. ~ . Jan. 15-18 
By Schick Service, Inc. ; 
NEW YORK—Two new service 


branches have been opened by Schick 





Service, Inc., iccording to a recent an 
nouncement. The branches are in 
Long Beach, Calif., and Vancouver, 
B.C. They bring the company’s total 
service branches in the U.S. and Car 

ada to 48 


The Long Beach branch is super 


vised by Rex Lewis, and is located it 
) 


the Security Building on Pine Ave 


. 
his Work-Saver 
The Vancouver branch is in the Birks 


suilding on Granville St., with Gerald ed | rl cS gets 


F. Gates as supervisor 
customers for you 


Regional Income Picture —and keeps ‘em! 
Reverses in Six Months 


NEW YORK—The regional pat 


t 





tern of income for the first half of 
1951 is a reversal of that for the pre ’ : 
vious six months, according to @ You’! find no substitute for the smart-working, sales-making 
Business Week. Richmond and At qualities that have made FRRITZA1D the world’s most popular 

» ol n the biggest gains , a ‘ . , 
tanta — ere . : ‘as dy pipe wrench. Breakproof housing, full-floating hookjaw with 
since january, and the ansas City . 3 c ; : 
region is the only one which de handy pipe scale, replaceable heeljaw, adjusting nut that spins 


clined easily in all sizes,6’’ to 60’’ comfort-grip handle — these plus the 
oe raeney, Ge magus supert IID name mean more sales and more customer satis- 


ed, “Since June, the last month be . 
- , faction for you. Feature these popular tools for extra sales now. 
fore Korea, the Kansas City region 


has gained the most. The two south 

eastern regions, Richmond and At 

lanta, have gained the least 
Business Week reports that once 


the bulk of war plants, now build a! x aati 


er 
ing and tooling, are in production 
enough to overbalance declines in k Work-Saver Pipe Tools 
civilian goods, major industrial re- 
gions, particularly Cleveland and 
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Dozens of inquires come 
in daily from YOUR CUSTOMERS on the 


OHIO DRAW BAR 


(Pulls Conduit Hole in 51 Seconds!) 


Will not Warp, Break, Tear National advertising for the Ohio Draw Bar 

or Distert Motel assures you a continuing volume of sales 

Reduces Danger of Short-Cir- leads—from electrical contractors .. . sheet 

cviting Adjacent Wires metal shops... big industrial concerns in 

Pulls ‘2-In. to 4-In. Size Con- | your territory! 

duit Holes without Manual |i} 

Exertion ® tl If you have an energetic sales organiza- 
: F tion, we would like to see you handle dis- 

Fast! .. . flexible! . . . simple - ‘ ‘ a 

to operate. 30-Ibs. pressure tribution of the Ohio Draw Bar. And there's 


on handle produces 12,000- a NICE PROFIT in it for you! 

ibs. pressure on cutting sur- 

= a a ee Fill in your name and address be- 
edge conduit hole without ac- | . 

cident hazard to operator or [ff low and — will send you complete 
equipment. Ship. wt. 17 Ibs.; information... arrange for a first 


cuts up to 10 ga. hand demonstration. 
NOW. Sy 
eee WZ MAIL THIS COUPON! 
PATTERSON [21m © 7.2.20 


NAME 





FIRM 





ADDRESS 





CITY 





Chicago, should set the pace for the 
rest of the country. Farm income 
prospects are shaping up better and 
better Few crops will set produc- 
tion records, but most of the important 
ones will be well above average. 


TV-Radio Mfrs. Sponsor 
Survey on Retail Sales 
NEW YORK — National esti 


mates of retail radio and television 
stocks and retail sales will be made 
monthly by the business informa- 


tion division of Dun & Bradstreet. 


} and will be sponsored by a group of 


leading manufacturers of sets and 
component parts. The purpose of 

* survey is to provide a sounder 
foundation for planning by dealers. 
distributors, and manufacturers by 
regularly spotlighting retail condi 
tions 

Results of the first survey, re 
leased last month, showed that be 
tween 900,000 and 1,500,000 new tele- 
vision sets were in the possession 
of retail dealers for purchase by 
U. S. families. This estimate in 
cludes between 350,000 and 450,000 
table models, and between 550,000 


and 700,000 other television sets. 


Copper Products Cut Seen 
Threat to Power Program 
NEW YORK-—A severe slash in 
requests for copper foundry prod- 
ucts threatens to be the bottleneck 
power expansion for the 

quarter, according to Electri- 


‘orld, a McGraw-Hill publica 


Defense Electric Power Ad- 
ministration, planners predict, will 
soon be called upon to decide which 
power plants can be finished on 
schedule and which will have to wait 

Officials of the Electric Equipment 
Division of NPA have requested 17 
million pounds of copper products 
and have received only six million 

NPA’s Engine and Turbine Di 
vision, which fared better on allot- 
ments, feels it will be able to pro- 
vide sufficient materials to keep in 
step with the cutback power ex- 
pansion program. It will not, how- 
ever, be able to make up for equip 
ment thrown off schedule in the 
second and third quarters, the mag 


izine reported 
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H. Leff Electric Unveils 


womevmmaremtm §TEMPERED FOR STRENGTH! 


Electric Co., 31-year-old electrical 
wholesale supply company of this Immediately available! NEW, LOWER PRICES! 
city, unveiled its new sales office | 

and warehouse at 2341 Payne Ave., | 


N. E., at a recent three-day open TITCHENER 


house program. 2 
A standout feature of the new 

headquarters is a conveyor belt sys : CABLE STAPLES 

tem, moving from loading dock 


through two warehousing areas and "The Complete Line”’ 
back out to the dock, which facili 


tates efficient flow of goods ‘ § % 
Harry Leff, founder of the firm, is = & 

chairman of the board. The com : \ 

pany has 48 employees “2 
Rex Staples will not bend—even when \ \ 
driven into hardes! woods. Points are \ 
sharp and even . staples start 
easily, drive true. 

‘ \\ 














Henry Czech Is Named 
Wesco Regional Manager Wee. ROMEX 

. ; : “ty = item 202 

( HI \GO—W estinghouse Ele« N\A | E-Z DRIVE REGULAR 
tric Supply Co. has recently an NG 3 z 7 Item 205 
nounced several major appoint 


ments. The major promotion within 








the company was the naming of 





Henry Czech as regional manager Special Rex E-Z Drive Staples hove 
eo: } round legs for easy driving, and a flat 
of six districts, covering the greater top te prevent staple from biting into 


part of a 15-state area. The area ex- tneenaten. 
tends from Montana to Indiana and 
from Oklahoma to Minnesota 
Formerly northwestern district a A - . : T-TYPE 
manager for Wesco, Mr. Czech has See . Item 201 
been with Westinghouse since 1926 EXTRA-HEAVY BX 
His former position will be filled by , ; hom 206 
B. H. Boatner, who has served as 


northwestern district apparatus and 








Rex line alwoys “vp to the minute” 
supply sales manager since 1946 in latest devel For f 
9 this T-Type Staple was on the morket 
Both men will continue to use the within @ very short time after the intro- 
duction of T-Type cable! 





company’s office here at 113 North 
May St 

In New York, Wesco has ap 
pointed Reginald H. Jewell eastern 
district lamp supervisor. His head 


quarters will! be in Long Island City f a E-Z DRIVE ROMEX REGULAR BX 

: . item 203 Item 204 

A graduate of Pratt Institute in 

Brooklyn, he first joined Westing Be, 2 (Above pictures are: all Full Scale) 

‘ Q?? as ; ember o a . ‘ 

house os 1922 as a membe f the You'll like the colorful, eesy-te-handie WHOLESALERS like the way their customers a bo 

company’s graduate student train packages of Rex Staples—and so will the high quality of Rex Cable Staples They also like 
eke your customers. They'll like the low the fact that the Rex line is the complete line. All types 

ing program prices, too! and sizes are available from one source of supply 





From St. Louis, the company an 


nounced the appointment of Hurley | LIBERAL DISCOUNTS are given wholesalers of Rex Staples. Write for 
F. Brady as rad.o-television and | ¥ complete price and discount information. We'll send along free samples 
specialties sales manager in the | of every type and size. You can ask your best customers to try them. . . 
Mid-West district. J. W. Anderson | see for yourself how satisfied they'll be. Write today. 

has been named to succeed Mr 


nitigs Sorcbenas merece de il | E . H * T | T . H E N F sq & C oO * 
ae 91 Clinton St. Binghamton, N. Y. 


Other appointments ine lude that : 
Manufacturers of Staples and Wire Parts for Over 65 Years 


of C. W. Barrett from district ap 
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are large users of 


JACKSON 
REFLECTORS 


The Jackson line af- £ 2 
fords the correct an- 


swer for every indus- | SEND FOR CATALOG | 
«¢ 


trial reflector lighting 
need. That is why 
Wholesalers like this Reflectors e Yard Lights 
source for their sup- Vapor proof units 


Manufacturers of 


. e 
and prompt service 
ae h ies 
that count. You get Some Choice Territorie 


Now Open. 
both in full from Sed edly thes 





Distributors 


] 
| 
| 
| 
ply. It's the quality | Weather proof Sockets 
| 
| 
| 
Jackson. | 
| 


JACKSON ELECTRICAL COMPANY 


900-916 W. VAN BUREN STREET CHICAGO 7, ILLINOIS 


For ma ee ag te 
} igh-Pressure 
Connections 


Here's o line especially designed for you to 
handle profitably. Each type of connector 
illustrated is UL approved for a large range 
of wires so that you will have only a few 
sizes to stock. 

You can be proud to handle the famous 
BLACKBURN Hi-Strength Line because it is 
“tops” in quality, and is priced right, too. 
Send for samples of any of these items and 
show them to your customers. 


JASPER BLACKBURN CORPORATION 
35 Madison St. © St. Lovis6, Mo. *¢ CEntral 3007 


phance parts supervisor im Pitts- 
burgh to service manager in the east 
central district; the naming of Nels 
A Hijelte as manager of the Des 
Moines branch to succeed Merton 
M. Welton, who has retired; and in 
Chicago the promotion of C. G. 
Lammers to district manager, con- 
sumer products division, Wesco 
northwestern district. His old posi 
tion, manager of the Indianapolis 
branch, has been taken over by L. L. 
Williams. J. C. Anderson, formerly 
Wesco Chicago branch lighting field 
sales supervisor, has been named 
district lamp and lighting sales 


supervisor 


Housing Starts Expected 


To Exceed 1 Million in °51 


WASHINGTON—It seems likely 
that the government’s original goal 
of 850,000 housing starts for 1951 
will be greatly exceeded and 1951 is 
expected to | ther 1,000,000 
unit year, the abor Depart- 
ment’s Bueau o abor Statistics 
announced recently 

In pite of the restrictive effects 
of -gulation X, the volume of 
housing starts during the first eight 
months of 1951 has exceeded that 
of the cor parable pet od of any 
year on record, with the exception 
of the peak year of 1950. Housing 
starts totaled 758,500 units during 
the first eight months of this year 
Volume is expected to continue 
high because of the relaxation of 
credit restrictions 

During August homebuilders 
started 85,000 new permanent non 
farm dwelling units, a slight decline 
from July. Private housing starts 
increased by about 3 per cent to 
84,600, but the gain was more than 
offset by a drop in the number of 
public units started during the 
month. Virtually all sections of the 
country showed some rise in private 


housing activity 


Public Construction Up; 
Gains 4% to $937 Million 


WASHINGTON, D.C.—New pri 
vate construction activity in August, 
as in July, continued to decline, but 
the decrease was more than offset by 
a rise in public construction. Expendi- 


tures for private construction declined 
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fractionally from July to $1,865 mil- 
Public construction rose 4 per 
cent, however, to $937 The 
rise in public expenditures was for the 


lion. 
million 
most part in < and mili 
tary 
struction. 


atomic energy 


projects and in highway con 


According to the U.S. Labor De- 
partment’s Bureau of Labor Statistics 
and the 
US. 
dollar 
this August was slightly under the Au 
1950, total, but, adjusted 
for the increases in construction costs, 


Suilding Materials Division, 


Department of Commerce, the 


volume for new construction 


gust, when 


it represents a significantly smaller 


physical volume of work put in place. 

A decline of 2 per cent in private 
residential building and an 11 per cent 
drop in commercial building during 
August reflect the continued effects of 
with 


restrictions. Compared 


1950, 


building 


August, private homebuilding 
a third 


building by 6 per cent 


was down by and commercial 


Private indus 
trial building increased 4 per cent over 
August, 1950 


July and was double the 


dollar volume 


Roebling Names Kadlic 
District Sales Manager 


TRENTON—John P. Kadlic was 
Philadelphia dis- 


recently appointed 


manager for the wire and 


John A 


trict sales 


rope division of Roebling’s 


Sons Co., it was 


sales. Mr 
Daulton, 


Low, president of 


Kadlic replaced Vincent L 


vice 


who lost his life in a recent train 
wreck 
of Bellair, Ohio, Mr. Kad 


lic graduated from Princeton Univer 


\ native 


sity in 1935. Following 
backfield coach at Princeton 
served in the U. S. Navy. 
of his navy service, 
Roebling sales 


Prier to assuming his new duties, 


became 
and later 
Upon completion 
he joined the 
Mr 
Kadlic was the company’s sales repre- 


sentative in the St. Louis area 


Va. Wholesaler Appoints 


STAUNTON, VA.—M 
manager of M. A. Hartley & Co., re- 
announced the 
Roy S. Pascal to 
formerly handled by “Larry” 
Mr. Atkins was called back 


cently 
cover the 


Atkins 


ter in Memphis, Tenn 


announced by E. C. | 


graduation he 


staff. | 


\ Hartley, | 
| 


appointment of | 
territory | 


into the | 
Navy and has been assigned as Radar | 
instructor at the Naval Training Cen- 


NEW STONCO no. 56 


“SUPER SPOT” 


EXTRA LAMP LIFE 
WITH ANY LAMP 


New Stonco “Cushion-Seal” pro- 
vides maximum lamp cooling and 
almost double the life you nor- 
mally expect from PAR-38 or 
R-40 reflector lamps outdoors. 
Write for full details and new 
catalog material. 


STONCO ELECTRIC PRODUCTS CO. 


485 HENRY STREET 


The most powerful 300-watt sealed- 
beam spotlight ever made. Long 
range, high intensity, oval-shaped 
beam that can be rotated to exact 
fixed position desired. Heavy-duty 
cast aluminum for outdoor, weather- 
proof service, completely enclosed 
wiring, adjustable swivel; fully UL 
approved. Write for catalog and 
illuminating data on this and other 
Stonco units—all with 42” stand- 
ard mounting accessories for com- 
plete interchangeability. 


° ELIZABETH 4, N. J. 


TIME 
SWITCHES 


TYPE 
1-27 


Handles almost 
any timing job. 


Inexpensive, ef- 
ficient control. 


Assure your cus- 

tomers of the fin- 

est in timing devices. Stock 

General Electric time switches. For 
details on the new discount schedule 
and improved exchange plan, con- 
tact your local G-E apparatus office. 
General Electric Co., Schenectady 5, N. Y. 


"GENERAL 


ELECTRIC 


603-123 
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QUALITY PORCELAIN 


helps make a 











UNIVERSAL 
PORCELAIN 
INSULATORS 





rue UNIVERSAL 


1549 EAST FIRST STREET 


CLAY PRODUCTS CO. 


SANDUSKY, OHIO 


QUICK REASONS WHY 


M&W Hex 





“NUT wa 
CONNECTORS For emeer oe 


ARE TIME 54 VERS ” CABLE 


ce, 





TAPERED BUSHING, made of durable 
rubber, grips cable with an equal 
Pressure on all sides. Pulls up 
quickly, evenly, without waste mo- 
tion. 


GRIPPING PROJECTIONS save time in 
installation. Prevent distortion of 
bushing. Give extra-tight grip that 
means longer lasting protection. 


QUICK-TIGHT SEAL with hex-nut and 
Dux-seal compound assures a fast, 
durable seal with full watertight 
features. 


Dux - Seal Com- 
pound forms a 
long-lasting bond 
for watertight 
protection. 


\ 
COMPOUND 
“<2 


——— 


WRITE for full details and latest Catalog of 
the complete M & W line of quality fittings. 


\ \Gtrinh ZF tings 


The M. & W. ELECTRIC MFG. CO., Inc. 


ee ee Be) 











| People In The News 





Chalmer J. Carothers has been 
appointed merchandising supervi- 
sor of wiring devices of the lamp 
division of Sylvania Electric Prod 
acts, Inc. While continuing in his 
present capacity is supervisor ot 
fluorescent tubing Mr Carothers 
will also 


sales programs of wiring devices 


respons ble now 1o1 


throughout the country 


T. E. Graham III, formerly assist 
ant general sales manager of Union 
Insulating Co., Parkersburg, W. Va.. 
has been appointed sales manager 


of the company. J. D. Arnaud, for 


| merly in the agency business on the 


West 


Insulating sales promotion director 


oast, has been named Union 


George W. Acock has been se 
D 1 by Ror e 4 ible orp., Rome, 
as its product application 

ember of the Rome 

ng department, he 
ike his headquarters in Rome 
ind will cover the southern and 


western areas of the country 


George E. Grosser is the new con 
sulting and application engineering 
supervisor lor the W estinghouse 
Electric Cor Atlantic dis 
the company 
since 1922, he will » located in the 
Philadelphia otnce 

Edgar C. Dehne is the new assist 
int treasurer and assistant secretary 
of the Westinghouse Electric Corp 
Mr. Dehne, who has been eastern 
nanager for the 


m at New York for the 


» vears, will make his head 


treasury 


Pittsburgh 


E. P. Vanderwicken has been ap- 
pointed vice president and treasurer 
of Motorol Inc Chicago. He suc 
ceeds George R. MacDonald, whe is 
retiring. Mr. Vanderwicken was tor 
merly vice president and treasurer 


of York 


J. Clifton Vandermast has been 
elected vice president in charge ol 
sales of the Conduit Nipple Manu 
facturing Co., Pittsburgh, Pa., ac 
cording to an announcement by the 
company’s president, Sydney Wini 


koff. 


ELECTRICAL WHOLESALING—October, 1951 





Robert E. Jordan has been named 


manager of the General Electric | , 3 : 
Lamp Division's Niagara sales dis : taal AUSTIN FORMED TYPE 
trict, with headquarters it Buftalo “Sip 

N.Y. He succeeds Harry E. Huff, 


who died July 15 after having been | e\e 1 @>,4 HANGE RS 
“ ac 


manager of the district since 194] 


Clifford M. Dunn has been ; at a eiclele) AY-Ta1-3; 


pointed manager of General 
tric Co.'s Michigan apparatus dis- | 5 " a 
trict. He succeeds Arthur R. Hine EAL Strong and lightweight, yet 


who has been named assistant man MADE OF \Ses ° it 
‘ager ol marketing for the con pans GALVANIZED flexible enough to eben 


. 
| STEEL—IN ALL = > perfect alignment of box 
Zack G. Taylor, assistant manager | STANDARD ee 

of lamp manufacturing for General LENGTHS AND DEPTHS 
Electric's Lamp Division, Nela >>. Cimensions of 

; formed type 
box hangers 
ore the same 
as solid type 


Park, Cleveland, has retired after 39 PATENT PENDING 

the No. 3900 STRAIGHT 

ESS —= —— = — —) 
"4g" OFFSET 


vears’ service with G.E. For 





past four years he had been man 
ager of the East Cleveland lamp 
works at Nela Park. 








Dr. Charles B. Jolliffe has been 
named to the newly-created position 
of vice president and technical di 
rector of the Radio Corp. of Amer No. 3917 
ica. He has served as executive vice | ‘... 
president in charge of the RCA lab ” 
oratories division since December. | Licensed under Pat. No. 2,246,189 
1945. Dr. E. W. Engstrom has been | " . 
ahead bs Bi “ya a vice presi. | Write for Information and Prices 
dent in charge of its laboratories di a pe 
vision. He has been vice president 
in charge of research of the RCA 


laboratories division since 1945 


William J. O’Brien has succeeded 
Francis L. Dabney as secretary of 
Landers, Frary & Clark, New Brit 
iin, Conn. Mr. Dabney, who was 
also treasurer, has become financial 
vice president of Fairmont Foods 
Co., Omaha, Neb. The post of treas 
urer is being filled by Richard L 
White, president of Landers, Frary 
& Clark. He formerly held both 
posts for a brief period in 1942 


H. Gordon Smith, vice president and outdoor uses remember the advantages of 


and general manager of the textile 


ine al ie BY 6 Malis t dependable TORK CLOCKS. Ideal for — Signs 
has been appointed to the newls and Window Lights — Pumping — Defrosting — 


created post of executive vice presi Oil Burners a» Pre-heating — Lead or Wax a= Hen 
de liz *. Clar assis . . P 
we S. Se —, House lights. Write today for complete details. 
general manager of the textile divi 


sion has been elected a vice presi No. 948A $11.00 List 
dent and made yeneral managet 30 AMP * SINGLE POLE TELECHRON MOTORED 


the division 


Frederic B. Powers has been m 
president of the Rawlplug Co., Inc 
New York City. Fomer vice presi 
dent and secretary of the company 
he succeeds the late Winthrop R 
Howard, founder of the company 
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SOMETHING 


Catalog No. 9-OX, 4” octagon, 
bevel corner outlet box, 142” deep, 
for non-metallic sheathed cable. 
Readily accommodates cable 
coming in from back or side. 


NEW ero 


\ 


XES 





The TH. EB. Austin Company 


NORTHBROOK, ILLINOIS 


Write for Information and Prices 


FLECTRICAL 
FASTENING 
DEVICES 


ORDER TODAY 


SHERCO Staples: 
Starts — drives easily 
Won't bend 


Won't split the wood 


SHERCO Clamps: 
Ya EMT or %" Rigid 
Cold Forged —Ribbed 
Zinc Plated 

Duty 

SHERCO Straps: 
EMT —Zinc 

Plated 


Heavy 


For 'A 


Shallow or Deep Offset 
or straight 18" or 24° 


SALES ORGANIZATION 
. . . TO BETTER SERVE YOU 
.. . ADDS SHERCO PRODUCTS 


More time and labor savers added to The 
JIFFY Line gives your salesman MORE of 
the items that your contractor customers 
are looking for. The tools that help him to 
do the job in the quickest, easiest and 
least costly way, he knows are “JIFFY”. 
That's why so many contractors insist on 
“JIFFY” — No Substitutes! 


JIFFY-LOCK Adjustable BAR HANGER 
we 


Fast — easy to use — no beams to notch — 
no screws to set — just flip the flipper 
Two sizes 12” to 18” or 18” to 24” 


CERAMIC SPECIALTIES CS 
Porcelain Wire Connector 

shown is the smallest item of 
our line of insulators, house 

brackets, secondary racks and \ 
standard porcelain. Also spe- 

cial porcelain parts. Write 

for new catalog. 


1144 WEST WASHINGTON BLVD. 
CHICAGO 7, ILL. 








MANUFACTURERS APPOINT 
SALES REPRESENTATIVES 


MINNEAPOLIS—John Sullivan, 
divisional vice president in charge 
of General Mills’ 
line, has announced that Joseph J. 


home appliance 


Donovan of the Donovan Co., 25 


Huntington Ave., Boston, has been 
appointed New England representa 
tive for General Mills, home appli- 
ances. Mr. Donovan replaces E. H 
Sorrell who has resigned, 

The Gerde- 
Minneapolis, is 


MILWAUKEE — 
Pearson Sales Co 
appointed sales 
sentative for Northern 
Gerde-Pearson will sell the compa- 
and 


the newly repre 


Light Co 
ny’s industrial, comunercial 
school lighting equipment to elec 
wholesalers in Minnesota, 


Dakotas 
Nebraska 


trical 


Iowa, the and parts of 


Wisconsin, ind Montana. 

NEW 
Co. has appointed 
4019 Clinton Ave 


its representative in 


YORK—Simplet Electric 
Leo A. Roach, 
Richmond, Va., 
the State of 
Virginia, according to an announce 
ment by F. H. Merrill, 


vice president of Simplet 


executive 


OBITUARIES 


J. Norman Elliott 


[. Norman Elliott, 80, who retired nine 
years ago after many years in the elec- 
trical supplies field in Cleveland, died 
August 27 

In his early years, Mr. Elliott was em- 
ployed by the former Brush Electric Co., 
first producers of arc lamps. Later he 
took part in the organization of the Van 
Dorn Electric and Manufacturing Co 
In 1907 he founded the Elliott-Thompson 
Electric Co., and remained as its presi- 
dent and treasurer until 1942, when it 
suspended operations 
survived by his 


e is wife, and a 


| daughter and son 


Harold B. Woolsey 


Harold B. Woolsey, southern repre- 
sentative for Mathias Klein & Sons, Chi- 
cago, died suddenly at his home in Mem- 
phis, Tenn., on July 27. 

3orn in California 57 years ago, he 
moved to Memphis in 1940 at the time 
he became associated with Klein & Sons 
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nade §=YOU MAKE FAST FRIENDS 


WHEN YOU RECOMMEND 
CHICAGO—Harry Alter was the AND SELL 


speaker at the recent Fall dinner 


meeting of the women’s division of 
the Electric Association. Mr. Alter, 
president of the Electric Associa- 


tion, is head of The Harry Alter Co., 

Nembers pevewel the notea ie, WOME SWITCHE 
members previewed the modern liv- 

ing exposition at Navy Pier. The 

Yes, you do your customers a favor and give 
them the best in service when you stock and 
Plectric A eae sell Paragon Time Switches. Their reputation 
-lectric Association. for built-in quality, precision, accuracy and 


At another fete, over 100,000 keys dependability guarantees maximum satisfac- Illustration shows Model 

were distributed here recently by tion and minimum trouble. soos taen Wathen ter 

i a wide variety of types and use where two or four 

> a a models . . . for indoor or outdoor applications operations per day are 
who took them to the Electric (¢ k k - ~ 

. es ... there’s a dependable Paragon Time Switch required. Self-starting, 

ing Institute to see if their key would to fit every need backed by Paragon’s qual- ey + 

: tie . able in 115 or 0 volt, 

unlock a treasure chest. In celebra ity manufacturing — and by a sound, estab- SPST. SPDT and DPST 

lished jobber sales policy. models 


exposition incorporated the electri 
cal living section sponsored by the 


the Electric Assn. to homemakers 


tion of the association’s Electric 





Cooking Institute, which recently 


-elebrate s firs ‘ 

celebrated its first birthday, the 16 WORLD'S FOREMOST itis sill ites: Cineiiiaiin 

day anniversary observance was EXCLUSIVE “‘de-frost-it” for Domestic Refrigerators 
concluded with the lucky key pos MANUFACTURER 


of 
sessors receiving an electric range, Para on 
TIME-CONTROL 
a roaster or some other gift. Over | SWITCHES ELECTRIC COMPANY 
300 dealers, 12 distributors and two FOR ALi USES 1630 TWELFTH STREET ° TWO RIVERS, WISCONSIN 


utilities joined the celebration 


Call a 
Sylvania 


= > ier 


That's right, Sylvania 
COP (Cut-Out Pre- F ° t H 
mium) starters save | 
money by cutting out . ' ixTture an Gg 3 
flashing tubes which 
—! damage ballasts ’ FOR INSTANT ALIGNMENT 
and waste current. 
Your customers will be glad to know \ 
about this dollar-saving, time-saving item. At last you can i 
m : : qet a Fixture Hanger that turns to any angle alter b 
Insist they guard Pan a screwed to an outlet box. Although base and receptacle remain arate 
with Sylvania COP starters. For jescrip- hanger arms may be turned to align with any preconceived lighting plan 
tive folder and full information address: Exclusive Friction Ring firmly holds fixture in selected position. Hanger 
Sylvania Electric Products Inc., Dept. screws on to 3%" or 4" outlet boxes, no other fastening necessary. Fur- 
L-7410, 1740 Broadway, New York 19, N. Y. nished complete with receptacle, two 8‘ chains, hooks and cord clips. Also 
available with bushed hole only, or with 3 wire solid ground receptacle 
All Friction-Set Hangers are approved by the Underwriters’ Laboratories 


SIVANAFELEORICE corbesamlanelendned sc tallbeamlokanvocebeostoadoned 


FLUORESCENT TUBES, FIXTURES, SIGN TUBING, WIRING DEVICES; LIGHT | 
BULBS; RADIO TUBES; TELEVISION PICTURE TUBES ; ELECTRONIC PRODUCTS : 
ELECTRONIC TEST EQUIPMENT: PHOTOLAMPS ; TELEVISION SETS 
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MILWAUKEE—Electrical League 
members were guests recently of the 
Blatz Brewing Co. here. Highlight 
of the evening was a skit, entitled 
“The League at Work and Play 
in which league members took part 
I s interspersed with 


izing league activities 


*E. M. T. Thinwoll Couplings 





SANTA FE—Members ot the 


A GOOD LINE OF STEEL FITTINGS Rocky Mountain Electrical League 
TY held their 48th annual Fall conven 
J 

STANDARD PES--fabricated from tion here it the La Fonda Hotel 
SOLID STEEL BARS a ind were addressed by government 
officials and leaders in the electrical 
All GSF fittings are fabricated from solid steel bars to industry Among those who ad 

precision limits. GSF Thinwall Connectors and Couplings % 
come in sizes 2” to 1”, are approved rain-tight and 
guaranteed dependable. Get more facts on this fine line of ico’s Governor E. L. Mechem, John 
quality steel fittings—write .. . S. Skillman. of the National Pro 


} 


dressed the league were New Mex 


Underwriters Laboratory Approved. duction Authority, and Robert R 


GENERAL STEEL FITTINGS CO. Gros, noted interviewer and world 


traveler. Alex Barnes was general 


1321—21st STREET RACINE, WIS. 


onventiotr chairman 


OMAHA The Nebraska - lowa 
Electrical Council just won't let a 
promotion draw its last breath. Fol 


: lowing hard on the heels of the ad 
Three Piece Conduit Coupling ‘ 
vertising mpaign featuring the 











“Range of the Star promotion, 
NIEC anc -ctric range distributors 
ha pons i series of 11 cook 
“EASY TO FISH” ing schools as a follow-up stimulus 
to electric ne 
The schools re held in the 
Omaha Theater and featured na 
tionally known home _ economists 
from all parts of the country. Each 
distributor sponsored a_ particular 
school and was_ responsible for 
scheduling a home economist fron 
the factory he represents to conduct 
the dav’s prograr 
Not satisfied with just that one 
campaign, the council stepped up its 


ELECTRIC IMMERSION oS Sa a, 

nerentttATER | ; ) Well Established 

pe gan fF MANUFACTURERS’ AGENCY 
| | : © vey THOROUGH COVERAGE 


Low cost hot witer for small factories, 


stores, offices, laboratories, apartments, | 
barber shops, garages, trailers, summer 4 LOCATED IN CLEVELAND 
camns, beauty shops, churches, dentists, \ 


farms. et : ; | INTERESTED IN ADDING 


Special types for heating oils 


chemicals and other liquids ; 600D LINE 
VULCAN ELECTRIC CO Jt ATLANTIC CONDUIT Reply RA 2034 


Danvers 9 mass. 


TRACE FITTINGS co. El + I Wh I li 
VULCAN | BOSTON, MASS. 520 N. aes Peg erin is ii. 
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tremendous television promotion, 
started last May, for a 42-day run 


The promotion was built around ] 
the theme that miliions of: dollars 
worth of free talent and entertain 


ment could be had for the price of 
one television set. 
It was proposed that this general ove 
theme be carried to the public of [mpt 
this area in the form of &31 indi 


vidual radio messages originating ; 
trom five different radio stations. It 
will be a while yet before the re 


sults of this super-saturation can 
paign can be determined. n 
Faster Installation! 

eee eet z ’ Nail holes in box sides pro- 

WASHINGTON—Three metropol Nails to Studding 4. fas, casy installation. 

Evenly, Accurately, Saves money by eliminating 

bracket. Nail heads driven in 

tight—box is never out of line. 


Perfect Alignment! 
3 nubs facing outward on 
each side of box prevent box 
from tilting. First nub is 7/g” 
ae from front of box to permit 
you?” The institute estimates that ; adjustment for wallboard or 
10,000 electric bed covers will be plaster. 


itan newspapers here will carry 
reader ads stressing electric bed ~ 
covers this Fall, according to an an in a Matter 
nouncement from the Electric Insti of Seconds iad 
tute of Washington. The theme of 

the ad campaign is “More than 

three million people sleep under 

electric bed covers... Why don't 


sold in the Washington area this 

season, with a gross profit to deal / 

ers of $100,000. 3 | Fa WW S Puastin Com 144 
Write for descriptive ese 
price sheet No. A-1-a 


) ny witins job! 
URALS’’ tor ® 


» KEYSTONE 


telnet S Interchangeable 
nero, * . WIREWAYS and 


double sping device for gw 


rss Be AUXILIARY 


UL approved motenals 
bronze grey ond green oven 


ciate an FITTINGS! 
4 


PA) tee tigher —-Senwer Whew 
ART SPECIALTY COMPANY 


3245 W. Loke St. Chicage 24, Hi. | 











Yes, there's extra profits for you... improvised makeshift methods. And 
greater customer satisfaction, too... every item in the KEYSTONE line is fully 
on every wiring installation made with approved by Underwriters to meet all 
KEYSTONE Interchangeable WireWays code requirements. 

and auxiliary fittings. For the KEYSTONE eysTONe WireWays are available in 
line is the QUALITY line that gives you Flanged or Flangeless types . . . with or 
the basic flexibility of arrangement re-  Vithout knockouts... in sizes of 2%" x 
quired to fit naturally into any electrical 2\_" 4"x 4”, 4" x 6", and 6” x 6”, and 
distribution layout. Provides permanent : 7 : 4 
protection for main power lines... for Matching elbows, T fittings, hangers, 
feeders, , branch Circuits, control ond brackets, collars, closing plates, and 
signal wiring systems. Quickly, easily, reducing bushings also available. Write 
neatly installed .. . saves time and labor for new “value-packed” catalog today! 
as compared with piping and other 


in foot lengths of 1’ through 5’ inclusive. 


eit pays to “figure on Keystone!"’ 
KEYSTONE MANUFACTURING COMPANY 
23328 Sherwood Ave. @ Centerline (Detroit) Mich. 








NOW! Territories open 
for agents with ware- 
house facilities. Write 


1455 SPRING GARDEN AVE., ; 
for full particulars! 


PITTSBURGH 12, PA. 





October, 1951—ELECTRICAL WHOLESALING 








MORE FACTS 
ON PRODUCTS 


Cable Connections—Twelve-page il 
lustrated catalog describes complete 
line of electric welding cable con- 
nections and accessories. Contains 
information about the care and 
maintenance of electric welding ca 
bles and connections. Tweco Prod 
ucts Co., Box 666, Wichita, Kans., 
will mail copies on request. 


segment tp ELECTRICAL WHOLESALING 


Color Television—‘‘New Color Tele- 
vision is here for government, for 
business, for education” is the title 
of a new booklet issued by Reming- 
ton Rand Inc. The booklet explains 
the use of color television as a scien- 
tific communications tool for man- 
agement. Complete facts about the 
multiple-usage to which color tele- 
vision can be adapted and full de- 
tails on the equipment and technique 


It's @ quick and easy 


TRADE-WIND job to wrap one of 
these Copper Ground 
CLIPPER ‘VENTILATORS Shama anneaiats 


; pipe, because the 

Ceiling models band is partially formed! 

g | > for kitchen — . Note, too, how the rolled end 

: bath — den bears against opposite 

~~ toundry tongue of clamp, holding the 

ears parallel and providing 

Cabinet model — ? extra leverage for drawing 

ventilates both the clamp tight. Made of 

top-of-stove and T flexible, pure copper. Rust- 
— proofed bolt. 


FTRADE-WIND mororHns we H. B. SHERMAN Mfg. Co. 


$721 $ Moin $1, Los Angeles 37. Calif 


Battle Creek, Mich. 








Mr. Manufacturer: 
We want to sell for you 





Leading Sales Agency covering 
Indiana, Illinois, lowa, Wiscon- 
sin, seeks additional lines sold 
through wholesalers. 


SEND FOR CATALOG No 
Write Dept. BF 


3 salesmen—Chicago 


2uall ance warehouse 
P We'll complete cov- he bee ta 


give you 
erage and a productive and in- 
telligent sales effort. 


Ls MANUFACTURED BY 
RA 2072 Electrical Wholesaling 
KNOX PORCELAIN CORP 520 N. Michigan Ave., Chicago 11, fll. 


KNGKVILLE |, TENNESSEE 
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INDUSTRIAL 
INTERCOM 


ANY PLANT CAN 
USE TO SAVE 
TIME, MONEY AND 
PROMOTE SAFETY 








WHEELER 


Sound Powered 
TELEPHONES 


The UNIQUE advantages of 
WHEELER SOUND POWERED equip- 
ment meet many special needs. 
PRIVACY, for example, is one impor- 
tant fecture. DEPENDABLE commu 
nication even in event of power 
failure, is another. SAFETY is yet 
another. A wide range of hook-ups, 
ringing or visual call... rugged, top 
quality standard and special units 
low first and last cost. Get the facts, 
write us today. 

Available through national dis- 
tributors such as G. E. Supply, West- 
inghouse Electric Supply, Allied 
Radio or your independent electrical 
or electronic jobber 


@ NO BATTERIES 
@ NO OUTSIDE POWER 
@ NO ELECTRICAL HAZARD 
@ NO MAINTENANCE 


™ WHEELER 


INSULATED WIRE CO.., Inc. 
Division of the Sperry Corp 
1105 EAST AURORA ST. 
WATERBURY 20, CONN. 








Answers to Questions on Page 90 


W. (2) 
12. (e) 
13. (2) 
14. (2) 
15. (ce) 
16. (1) 
7. (3) 
18. (2) 
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are described and illustrated in color 
in the free booklet. Booklet is avail- 
able upon request to Management 
Controls Division of Remington 
Rand Inc., 315 Fourth Ave., New 


York 10, N. Y. 


Mimention ELECTRICAL WHOLESALING 


Hospital Planning—A new 240-page 


book, “Hospital Electrical Planning 
for Architects and Engineers,” pre 
sents electrical planning data co 


ordinated with the standard basic 


elements for various size hospitals, 
as established by the U. S. Public 








TERRITORIES AVAILABLE 


e Well established manufacturer of 
electrical switch plates requires 
good representation in the follow- 
ing areas: 


e Wisconsin 

e Minnesota 

e lowa 

e Virginia 

e N. & S. Carolina 

Reply to 

Reliance Molded Plastics, Inc. 
335 Barton St. Pawtucket, R. I. 








MANUFACTURER’S 
REPRESENTATIVE 


Minnesota, No. and So. Dakota 
Upper Wisconsin and Montana 


COVERING WHOLESALE ELECTRICAL, 
HARDWARE, AUTOMOTIVE, INDUSTRIAL 
and SIMILAR DISTRIBUTION 


Desires additional major line 
HOWARD B. MARKS COMPANY 


215 LOEB ARCADE 
MINNEAPOLIS 2, MINN. 











Installation’s 


a Breeze 
with BREEZO! 


" NV 7 
Heavy-Duty 


BREEZO FAN 


Its sturdy square panel with pressed knock 
outs in the flanges makes for quick, easy 
installation in outside walls or overhead 
beams. And, just as important, you have a 
fan that will really stand up — require 
minimum servicing and make a very satis 
factory job for the customer. Panel, arms, 
blades and motor bracket are rigid and 
strong — they're die-stamped of heavy 
metal and proportioned and shaped for 
highest efficiency. 7 sizes, 12” to 36”, te 
handle as high as 15,000 cfm at '4” static 
pressure 


Get Your Facts NOW! 


Bulletin 3222-F describes this and other 
popular “Buffalo” Disk and Centrifugal 
Fans—all real 
performers and 
good sellers 
WRITE FOR 
YOUR Copy! 


‘BUFFALO FORGE COMPANY 


214 Mortimer St. Buffalo, New York 


| Canadian Blower & Forge Co., Led., Kitchener, Ont 


Branch Offices in 11! Principal Cities 


a fl9 FIRST 
Pu FOR FANS 
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YOUR CUSTOMER 
FOR THE BEST 


CHANNELLOCK 


Wade only by CHAMPION DeARMENT 


Channellock pliers are made by skilled 
craftsmen of a company known for nearly 
3/4 of a century for its highest quality pro- 
ducts. The outstanding features of Channel- 
lock pliers such as Longer Wearing, No Wear 
on the Joint Bolt, Closely Spaced Adjustments 
and Greater Strength make them the most 
desired pliers. 

Whenever your customers ask for pliers 

help them select the Best . Hand them 
Channellock 

nd remember, 
ment makes Channellock 
D10 today. 


Only Champion DeAr- 
Send for Catalog 


CHAMPION DEARMENT TOOL CO, 
Meadville, Pa. 
Channellock pliers ave listed in the 
Yellow Pages of most Telephone 
Directories under ‘‘Tools’’ 


public atiol 


4 1 
The book de 


Health Service im its 


Hospital Elements 


scribes planning the hos 


steps in 
pital electrical system, gives specifi 


recommendations for electrical 


equipment and includes a detailed 


room-bv-room 


analysis of electrical 
load calculations and 
The 


systems 


requirements 


vanelboard demand l 


book also 


] 


Snal 


the X-ray 


ribes ind pl 
department. X-1 
pparatus 1s also classified 

of the booklet, B-4037, 

obtained from the Agency and Con- 

12-L, West | 


Corp., E: 


may 


ment, 


part 


struction Dey 


inghouse Electric 


burgh, Pa. 


when writing FLECTRICAL WHOLESALING 


two 


| 


DC Dynamometers—A new 


color booklet on 250 volt dc dyna 


ometers for direct connection test 


ing of internal combustion engines 


electric motors, pumps, blowers and | 
compressors has been announced as 


Electric Co., 
sooklet GEA 


features of the 


*ral 


ene 
\ 





MANUFACTURER'S REPRESENTATIVE 
| WANTED 


Leading manufacturer of incandescent in- 
door and outdoor lighting competitive in 
price and quality, selling only through 
wholesalers, offers opportunity to aggressive 
and energetic representatives with estab- 
lished following. Some choice protected 
sales territories still open, including Wash- 
ington, Oregon, California, Colorado, Utah, 
New England, New York, Michigan. 


Write giving full details and background, 
past experience and territory covered. 


RW 2114, Electrical Wholesaling 
520 N. Michigan Ave., Chicago 11, Ill 











SALES REPRESENTATIVES 
WANTED 


Fast moving, well known, adver- 
tised line of staples, bar hangers, 
tools and wiring specialties. 
Territories available: 

Virginia 

No. Ohio 

Michigan 

Mirn., No. Dak., So. Dak. 

Western Mo., Kansas 

Mont., Wyo., Colo., N. Mex. 


RW 1974 Electrical Wholesaling 
520 N. Michigan Ave., Chicago 11, III. 














CLAMP... LOCK 


; é y ‘ . 





This 
SWIVEL U-BOLT 
CONNECTOR 


is designed to do just that... 


No Removable Parts 


Easily and Speedily 
Installed 
Sturdily Constructed 


MEET ALL REQUIREMENTS 
85% Copper Alloy © Ample Strength 
High Conductivity © Unaffected by Vibration 
Moisture Resistant 
Sizes Up to 1,000,000 CM. 
Approved by Engineers 


Specify K&H for YOUR Next Job 


For More Details, Sizes and Prices 


WRITE FOR CATALOG 5LC 


KRUEGER & HUDEPOHL 


236 VINE ST * CINCINNATI 2, OHIO 


Ow < 
made by 
OKONITE 

THROUGH 


WHOLESALER 


SOLD LY 
RECOGNIZ 


FM fo 


Panther ons Dragon 


friction and rubber tapes 
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COST CUTTER FOR 


profit-maker for you... 
GREENLEE PIPE BENDER 


You've prospects galore today for this 
timesaving tool that cuts labor and 
materials costs, speeds conduit installa- 
tions. Quickly, easily makes ‘‘on the 
job” bends in pipe and rigid conduit up 
to 4%", thin-wall conduit, tubing, bus- 
bars. The GREENLEE Hydraulic Bender 
1S one-man-operated for fast, accurate, 
uniform bending. Easy to set up and shift 
from job to job.Owners report 

it often pays for itself on first 

few jobs. Talk abour the 
GREENLEE on every call, see 

how fast it builds good profit 

for you. Write today for free 

booklet E-201 


TOOLS FOR CRAFTSMEN 


GREENLEE 


Other fast sellers in the GREENLEE timesoving line: 
Hand Benders for Tubing * Hydraulic Pipe Pushers 
Knockout Tools * Electricians’ Auger Bits and Drills 
Joist Borers* RadioChassis Punches *and many others. 
Greenlee Too! Co.,'859 Columbia Ave., Rockford, Ill. 





sepowe! 


rt showing typical periormane 


1 


Dynamometer control at 


] 


ne en”? ELECTRICAL WHOLESALING 


Steel Tubing- 


booklet gives the 


' 1 
ire aiso liste 


2) 
J2-page 


Chree-colot1 
“inside story” in 
various operations in the pro 
welded steel tub 
The 


process of tube manufacture is told 


duction of electric 
d conduit step-by-step 


through the use of many illustra 


tions, and the various uses to which 
be applied is also told 11 
Booklet may be ob 
irom the Nikoh Tube Co., 


Whipple St., 


when writes ELECTRICAL WHOLESALING 


tubing can 
the booklet 
tained 
5000 


South Chicago 


EXECUTIVE 
ASSISTANT 
® WANTED 


Young man, age 28 to 45 with some ex 
ence in electrical sales or distribution 
ministrative 


ell known 


Some traveling req 
1¢ full qualifications, refe 
t of former employers 


P2127 Electrical Wholesaling 
330 W. 42 St. 
New York 18, N. Y. 


“Why in the world should I have another 
phone just for intercom, when my regular 


switchboard can handle the job?” 


Famous last words these. Because actual 
experience proves (as you probably know) 
that switchbeards doing deuble duty han- 


dling both outside and inside calls often 


double up from overwork. But with «a 


Couch Private Phone System on the job, 
valuable outside lines are freed . . un- 
necessary calls are kept at a minimum . . . 


regular phones used only for 


and many 


intercom, can be eliminated. 


Best way te find out what a Couch Phone 
System can do for you is to 
outlining require- 


write your 


Couch Systems available 
for 2 to 50 lines 

TYPE 52 
Wall handset 
with four buttons. 
Suitable for smali 
selective signalling system. 











SPECIALISTS stnce , 
FLUX (7 


for 


SODERING 
BRAZING 
WELDING 


L. B. ALLEN CO., Inc. 
6701 BRYN MAWR AVE 
CHICAGO 31, ILL 
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COUCH AUTOPHONE SYSTEM 


... with 
simplified 


dialing we 


30 or SO line systems . . . “one shot” 
dialing saves time, eliminates manually 
operated switchboard . . . simple, rugged, 
inexpensive. 











i 
WOH co.. inc. 


Dept No. 
Private Telephones for . Hospital 
Systems s and 


per’ 
Meilbozes . . Fire Alarm Systems for Industrial Plants 
and Public Buildings. 


Quincy 71, Mass. 


Home and 
ti 


131 





a /utoe of the Wrist 
is» 
\\ al 


and 


IT’S LOCKED! 
NEW 


INTERLOCKING 
DEVICES 


Got a wire connection problem on indus- 
trial equipment? New TURN-TYTE Cord 
Connectors, Caps and Receptacles are 
your answer! 


Slight turn locks them TIGHT! 
TURN-TYTE 2-Wire Armored Cord 
Connector Body. Two pieces of molded 
bakelite, with armored base and cord 
clamp. Bronze contacts coated to resist 
rust and corrosion. Available in 10-15 
amps. (#2100) and 20 amps ( # 2200). 


... theyre fully INTERCHANGE- 
ABLE with other makes! 
TURN-TYTE 2 Wire Armored Cap 
with cord clamp. Bakelite with brass 
blades. Available in 10-15 amps (# 1206) 

and 20 amps (+# 1226). 
SOLD ONLY THROUGH 
LEADING WHOLESALERS 
For more information on these and other 
new TURN-TYTE devices plus details 
on how you can sell this profitable new 
line, write today 
Also Available: 3-Wire, Polarized and 
Grounded. 1-15 Amps and 20 Amps. 
UAMEDIATE DELIVERY! 


( RODALE 


MANUFACTURING ©O., INC. 
EMMAUS PENNSYLVANIA 


ADVERTISERS’ INDEX 


Accurate Mfg. Co. 
Acme Electric Corp 
Adam Electric Co., Frank 
Allen Co., Inc., L. B. 
American Brass Co., The Ameri- 
can Metal Hose Branch 
Anaconda Wire & Cable Co. 
Appleton Electric Co. 32, 33 
Arrow-Hart & Hegeman Elec. Co., 
The 
Art Specialty Co. 127 
Atlantic Conduit Fittings Co. | 126 
Austin Co., The M. B. ._ 123, 124, 127 


Blackburn Prod. Corp., Jasper 45, 120 
Blackhawk Industries 22 
Blackhawk Mfg. Co. 103 
Briegel Method Tool Co. 40 


| Buffalo Forge Co. 129 


BullDog Electric Prod. Co. 7, 8,9 
Bussmann Mfg. Co. Fourth Cover 


Certified Ballast Mfrs. 21 
Certified Fleur-O-Lier Mfrs. 62 
Champion DeArment Tool Co. 130 
Chase-Shawmut Co., The 109 
Clark Controller Co. 66, 67 
Conduit Nipple Mfg. Co., Div. of 
Pittsburgh Nipple Works, Inc. 127 
Conduit Pipe Products Co. 14 
Cornish Wire Co., Inc. 17 
Couch Co., S. H. 131 
Crescent Ins. Wire & Cable Co. 41 
Crouse-Hinds Co. 54, 55 
Cutler-Hammer, Inc. 10 


Economy Fuse & Mfg. Co. 


Federal Elec. Prod. Co. 
Fullman Mfg. Co. 


Gedney Electric Co 6 
General Electric Co. 
Apparatus Dept. 
Lamp Dept. 
General Steel Fittings Co. 
General Switch Corp. 58, 59 
Great Western Fuse Division, 
Titeflex, Inc. 104 
Greenlee Tool Co. 131 
Guth Co., The Edwin F. 39 


‘121 
12, 34 
126 


Hazard Ins. Wire Works Div. 


lg Elec. Ventilating Co. 
Illinois Elec. Porcelain Co. 
1-T-E Circuit Breaker Co. 


Jackson Electrical Co. 120 
Jefferson Electric Co. 133 


Keystone Mfg. Co. 127 
Killark Elec. Mfg. Co. 2 
Knox Porcelain Corp. 128 
Krueger & Hudepohl 130 


Leader Electric Co. Second Cover 
Lint, Clyde W. 124 


M & W Electric Mfg. Co., Ine. 
The 

Marks Co., Howard B. 

Markstone Mfg. Co., Inc. 

McGraw-Hill Catalog Service 

Midwest Electric Mfg. Co. 

Miller Co. 

Minneapolis-Honeywell Regulator 
10. ‘ 

Mitchell Mfg. Co. 

Monarch Fuse Co., Ltd. 107 

Murray Mfg. Corp. 43 


Nepo Mfg. Co. 108 


Okonite Company 130 
O. Z. Electrical Mfg. Co., Ine. 30 


Paine Company 111 
Paragon Elec. Co. 125 
Pass & Seymour, Inc. 48, 49 
Patterson Equipment Co. . 118 
Peerless Electric Co. 110 
Plymouth Rubber Co., Inc. 

Third Cover 
Pyle-National Co., The 52 


Reliance Molded Plastics, Inc. 129 
Republic Steel Corp. 26 
Revere Elec. Mfg. Co. 64 
Ridge Tool Co., The 117 
Rittenhouse Co., Inc., The 114 
Rodale Mfg. Co., Inc. 132 
Royal Elec. Co. 31 


Sherman Mfg. Co., H. B. 128 
Simplet Electric Co. 125 
Slater Elec. Mfg. Co. 115 
Spang-Chalfant (Div. of The Na- 
tional Supply Co.) 

Square D Co. 4, 13 
Steel & Tubes Div. 26 
Stonco Elec. Prod. Co. 121 
Sylvania Electric Products, Inc. 16, 125 


Thiel Tool & Eng. Co. 112 
Thomas & Betts Co., Inc., The 18 
Titchener & Co., E. H. 119 
Tork Clock Co. 123 
Trade-Wind Motorfans, Inc. 128 
Triangle Conduit & Cable Co., 

Inc. 68 
Trine Mfg. Corp. 116 
Trumbull Electric Co. 24 


Union Insulating Co. 15 
United States Rubber Co. 11 
Universal Clay Prod. Co., The 122 


Van Cleef Bros., Inc 25 
Vulean Electric Co. 126 


Weaver Co., J. A. 38 
Western Ins. Wire Co. 105 
Wheeler Insulated Wire Co. 129 
Wiremold Co., The 101 
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SLIPKNOT The pedigreed 
tape. Largest selling brand of 
friction tape. Always dependable. 


" Th 
P.R. SPLICING COMPOUND T1- PLYMOUTH RUBBER COMPANY. tn 


splice that can be used on any electrical job. CANTON. MASS 


Sold Only 
Through 
; | Recognized 
PLYMOUTH RUBBER COMPANY ® Wholesalers 


CANTON, MASS.U. S.A 
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PLY MIOUTH RUAEEA CO. 


PLYMOUTH PLASTIC ELECTRICAL TAPE 
The outstanding plastic electrical tape — higher 


in dielectric strength. Tough — Neat — Economical. 


PLYMOUTH RUBBER COMPANY, INC. 


Established in 1896 
CANTON, MASSACHUSETTS 
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Losses in 


Your Plant! 


One needless 
shutdown, one lost 
motor, one destroy: 
ed panel or switch, 
burned out 
may 


one 
solenoid 
cost you more than 
replacing every ordi- 
nary fuse with a 
FUSETR ON 
dual-element 
Write tor 
facts. 


fuse. 
complete 


Excessive heating of ordinary fuses 
caused 3 to4 fuses t 
Cooler operation © 
ment fuses cured trouble completely. 
“Prior to May 20, 1950, we had a bad 
ame keeping all the electric heating c!t 
cuits on our lead pots in full operanion. 
“We have two eight-ton lead pots 
and one six-ton. Each ts electrically 
heated by single phase, 220 volt, 10 
kilowatt element, fed from a 220 volt, 
The circuits on each 


3} phase source 
and 


{ by sixty 60 amp 


are prorectee 
250 volt fuses. 


nine 400 amp., 
Found 6 to 8 Fuses Blown 
“To be sure that all heating ele 
ments were operating properly, we 
all 207 tuses about 


used to ¢ heck 
Generally out 


once in two weeks. 

maintenance electrician wou's 

find 6to Sot the 60 amp. fuses open 
‘This meant that our melting 

ere not Operaung at full 

efficiency and in addition to this 

our fuse maintenance am 


pots “ 


Oss, 
purchases ‘sere greater than 
they should be. 
Eliminated Outages 

“As an experiment, We changed 
all fuses overt tO FUSE TRON 
dual-element fuses of the same 
amperages 35 had been pre 
viously used. 

“To date, March 9, 1951, of 
after about nine months of using 
FUSETRON fuses, Our records 
show that not one of them 
has failed. 

“We attribute this remarkable 
result to the lower resistance 
of FUSETRON tuses which 
allows them to operate at a 
cooler temperature than other 
fuses that we have used.” 


Henry Sieloff. * thief Electrician 
The Detroit News, Detror Mich 


Se hinient, 


THE HEAT... 


and make a sale! 


The BUS 
3USS messi 
users (briefed side) ae 
orator d up alongside) tells what 
ppened at The Detroit News when 
sig genes ! - n, 
“i in experiment, to keep the electri 
| heating circuits on their lead pots i “full 
operati , yo 
" ration they changed over all fuse ' 
usetron dual-element fuses oe 


current 


The or resi 
Pe lower resistance, and cooler 
a os ; op- 
m of Fusetron fuses cured the 
completely. i 


This pr 
s problem of tryi 
is ancient—but its : iota ae 
- its solution is moder 
a suggestion, whe i ee 
—— en you run into a fuse 
tt » has the problem of excess heat 
in switches or er 
~ = hes or panelboards, recall! th 
° « 1e 
sie ews story. It may make a solid 
ss i ’ : 
sion. The kind that’s so ne 
oO closing the sale necessary 


You j 

might also tur 

bulleti —— uaa to the Fusetr 

| in in your binder. It giv a 
many other solid rea gee a 
i ee asons whv anv 
requir . on why any¢ 
ote electrical protection just tome 
‘ oO use anything but Fusetr wah oe 
element fuses setron dual- 


Another ni 

: ier nice thing ¢ é 

icy -eandges ling —e selling Fuse- 
: > repeat i 

keeps ; I yusiness y 

“ii adding to your sales vol you eet 

in and year out yume, yeal 


B 
ussmann Mfg. Co., St. Louis 7, Mo 


Division McGraw Electric Comp 
any 
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